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In electric cal witt ing of buildings the costly custom ot 
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wiring like the sacred cow Of an Indian road. The 
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Above: (i) Dust-tight Power Panelboard 


with 225 and 600 Am; 
Breakers. 


Below: @ Dust-tight Lighting 
Panelboard and Cabinet for wall 
or exposed column mounting. 


Frame Circuit 














exposed arcs may set off disastrous explosions. 


Guard against this danger by installing 


DUST-TIGHT Light and Power PANELBOARDS 


They are approved by Underwriters’ Labora- 
tories, Inc., for “Class II, Groups F and G, 
Hazardous Locations.’ This includes coal mines, 
coal processing plants, shell-loading plants, 
grain mills, and other places where dust is a 
dangerous factor. 


These panelboards have a solid steel front 
plate, gasketed all around, and secured with 
screws to an extra wide box flange. They are fur- 
ther rendered dust-tight with welded hubs for 
conduit outlets, welded box corners, and handle 
bushings riveted directly to the steel cover plate. 
External mounting brackets are provided, to 
maintain the dust-tight construction. 


The circuits are externally operated by a 


Write for Bulletin 67 


which contains descriptions, sizes, capacities, wiring dia- 
grams, prices and suggested specifications . . . Frank Adam 


Electric Company, Box 357, St. Louis 3, Mo. 


Frank 


mechanism of new @ design. The handles oper- 
ate through dust-tight bushings, and engage the 
regular handles of the circuit breakers inside the 
cabinet. ON and OFF positions are indicated on 
the front of the cabinet. 


@ Dust-tight Panelboards are of the circuit 
breaker type. Capacities of Power Panels: 15 to 
600 amperes, 250 volts AC or DC, and 600 volts 
AC. Lighting Panels, standard or narrow column 
type, equipped with @ Type AC Thermag or 
@® Dublbrak Circuit Breakers (or other types of 
ranch-circuit circuit breakers). Available with 
4 to 42 circuits, 50 amperes or less, for 3 wire, 
single phase, or 4 wire, 3 phase mains, with lugs 
only, or main breaker. 





The same form of construction 
but with rubber (or equivalent) 
type of gasket is available for 
VAPOR PROOF installation. 
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Every ounce of the skill now being utilized 
by Electro in the manufacture of electrical 
devices such as this precision explosion- 
proof circroft 
motor for the 
armed forces 
hos been uti- 
lized in the 
design and 
production of 
our new Light- 
ing Equip- 
ment line, 
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GEMT Round Fitting (74%2” 
dia. x 17%.") for hazgffeus GEUEA NGound Fitting (3 
junctions. Serew coves? Cad- dia. x 242 with union hubs 
mium plated. tough” Killark each with , or %4” inter- 
processed iron. Sy@pled with changeable thPyaded rings. 
'2” or 34” stan@ird threaded Accurately thgeaded cover. 


2 
hubs, five accyfate threads on Cadmium plated, Neat treated 
each. iron 






































































ELXG Cefling Light wth 
guard. Egplosion resistant 
Sturdy stee] construction with 
heat resistg@nt glass. Sealed 
splice chaiber. Unscrewing 
guard assefibly perm ts easy 
bulb replagement. Sizes for 
100 W to 50) W bu'b 






















EKK Flexible Coupling for 
hazardous, confined connec 
tions. ae braided stee! 
sheathing with accurately fitted 
nipples, male at one end, fe 
male un‘on at the ether. Sizes 
from '/” dia. 84” long to 2 
dia. 415%” long 


XOT—Totally inclosed Motor 
Starting Switch, single or dou- 
ble pole, with mounting lugs. 
Contains interchangeable heat- 
ing unit. (3” x 45%” x 33%”.) 


2” or %” conduit hubs. 


T—Junction Box, with wall or 
ceiling lugs, for explosion-proof 
light suspension. Cover secured 


EYS Sealing Fitting. Cad- 
mium plated heat treated iron 
Installed with K'Ilark sealing 
compound and asbestos dams to 
prevent arcing, flame or spark- 
ing at motor, electronic heating 
and switch terminals 


by four loek-washered serews 
with set screw to prevent pen- 
dant unserew'ng. 

GILT. 3% Sa. x 2'2°—JALT 
454” Sq. x 3'%4”.) 


Shown here are but a few of the thousands 
of units in the Killark Line. If you have no 
Killark Catalog, or if yours is incomplete. 
write for one now. 





a Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, 
Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Seattle, Vandeventer & Easton Aves. 
Utica. 


Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, Minneapolis. SAINT LOUIS 13, MO. 
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will help you" 
-anud te Free! 


@ Nothing will take the place of an architect’s pro- 
fessional advice in actually building that postwar 
home of yours. But now, while you have the time, get 
all those dreams and ideas organized... be ready when 
you call on him. 















Here’s a booklet that gives practical help on the 
things that are apt to get overlooked until it’s too late 
— such basic problems as “Fitting the House to the 
Lot and Family,” “Original Cost and Upkeep,” “Re- 
sale Value,” and last and most important, “Working 
With Your Architect.” 







Changing methods and materials, greater demand 
than supply...these are conditions you can expect 
after the war. An architect’s services, even more than 
before, will be a necessity in building a successful 
ia home. Get your copy of this free booklet now, it ex- 







ov sscurrect® 
“ 


¢ Building \\) 

. te Intellige” | 

A Catt Osan. \ 
on Public # 
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=. plains how you two can best work together. 
.* 
ve | ------------ aa 
: l Edwards and Company, Box 390, Norwalk, Conn. | 
, Please send a free copy of the booklet, “How To Plan Your = | 
Architects New Home.” | 
| 
| endorse this = Name ae a 
— 
4 | 
| usefulbook ~" ec eeee | 
tC —— = 5 onciil _ Statea_ | 
| (Save Postage — Paste Coupon on Penny Post Card) | 
Se ne eee Sm ee SS ee a maeegcamtadl 
ds 
neo 
¥ rien your house so EDWARDS | 
START RIGHT— aad tage " 
WITH AN a | 
| ELECTRICAL SIGNALING 
ARCHITECT. Bells - Chimes - Telephones - Alarms 
‘ baw thbaebe 
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30,000 
ARCHITECT- 
PLANNED 

HOMES 








@ Over 30,000 home planners have 
written for this booklet—and the 
Edwards campaign is still going 
on! It’s an attractive, easy-to-read 
booklet that will be kept—meaty, 
informative, written by an author- 
ity, and endorsed by the American 
Institute of Architects. The people 
who read it are the people who 
plan to build as soon as the war is 
over—and this book gives them 
convincing reasons for including 
an architect in their plans. 


Advertisements like the one on 
the left—appearing in consumer 
publications —sell the architect's 
services to the people who plan 
postwar homes. They are definitely 
producing results. 


These postwar, architect- 
planned homes will be better 
that 


means they ll have more and bet- 


planned buildings — and 
ter electrical equipment .. . a big- 
ger and more profitable postwar 
market for you. 








STATOR 


Coils are form wound, diamond shaped 
interchangeable and carefully insulated 
with selected materials. Core is built 
of aceurotely punched mill varnished, 
motor specicl, electrical sheet steel. 


ROTOR 


Rotor is of all welded construction. The core is 
built of electrical sheet steel punchings having 
partially closed slots. The winding is mode 
from hard drawn copper strip driven into the 
slots. The ends of the rotor bors are welded 
to copper or alloy end rings. These rotor bars 
also provide fan action for efficient ventilation, 








VENTILATION 


Cooling air, circulated 
by rotor bar fan is 
taken in through 
bracket openings 
and discharged at the 


center frame opening. 





Ilustration shows cross section view of Burke Type N 50 h. p. induction Motor 


BURKE 


Vudu Cita 


~— 


/ Lo pCO 


Re is a quality motor builder producing 
a standard line of motors but also able 
to meet exacting specifications of special 


applications. Burke Induction Motors are 


builtin. sizes from] 
SYNCHRONOUS MOTORS 
AND GENERATORS 


MAOTAR SA 


ia 9 &., ° 


500 hp. in all 


LIFTING LOOP 
All sizes have lorge 


lifting loop to occom- 


modate crane hook 
for easy handling. 
















FRAME 


* Constructed of rolled 


steel rings with heovy 
cross ribs, angle 
type web feet and 
electrically welded. 





Burke Induction Motors. 


BRACKET & BEARING 
Bracket is cost iron, 
ing rugged bearing 
support with ample 
lubrication ond 
a minimum of parts 
and machined fits. 















SHAFTS 
Shafts are lorge and 
well proportioned of 
30-40 carbon steel. 








types, open and enclosed, both squirrel 
cage and wound rotor. Let Burke build for 
you. Send your specifications to Burke engi- 
neers today. Write for Bulletin 101 describing 





INDUCTION Dd. Cc. 
MOTORS 


MOTORS GENERATORS SETS 


mM, G. 


MWENERATORS 1 7g 


A.C. GENERATORS 


1o000 K . W 


a wu =] 4 E A.C. & D.C. Motors & Generators 


a oa eCyRig 


12 
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PENNSYLVANIA 





. Since 1897 
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HERE'S WHY | 
LIKE 70 SELL 
CHAMPION 








“With most of my customers still running 1, CHAMPION QUALITY—which I can guarantee to 


, ; , , equal or exceed Federal specifications; and which 
= day and night and with the quantity and quality 
I know is backed by forty-four years of lamp 


of their output absolutely dependent on good manufacturing experience. 


light and lots of it, I consider prompt, efficient 2. CHAMPION SERVICE—which means that back of me 


’ is a competent staff of engineers and trained field 
lamp replacement one of the most important 


experts ready to meet any lamp or lighting problem. | 


services I have to supply. 
‘ PP'y 3. CHAMPION ECONOMY. I can assure them lower cost,’ 


“When they ask why I recommend Cham- lamp for lamp, lighting efficiency considered. 





pion Fluorescent and Incandescent Lamps, I tell 4, CHAMPION AVAILABILITY — through electrical 


: ; , supply men like me, who know what it means to 
em that the Champion Diamond on every PP Se 
have a dependable, efficient manufacturing source 


lamp stands for these four points: back of them.” 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
eaeeee > 8 =—,C RRR Ree ee eee eee eee | lee 
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Emerson-Electric power-opere 
ated gun turrets and electric 
motors for aircraft are con- 
tributing to final victory on 
all battle fronts of the world. 


Good news! Material has been released for the production of limited 
quantities of the following Emerson-Electric Fans, for essential civilian 
and military needs. Sales are subject to W. P. B. regulations. 


12 and 16-inch Oscillating Fans... 24 and 30-inch Air 

Circulators... 18, 24, and 30-inch Direct-drive Exhaust 

Fans... 36, 42, and 48-inch Belt-drive Exhaust Fans. 
(all for 115 volts, 60 cycles) 


Emerson-Electric has planned for complete reconversion of production 
to civilian requirements, and this program will be released as soon as 
Government restrictions on manufacture and sales are lifted. 


To be certain of receiving complete information, when available, ask 
to be put on our mailing list. 


THE EMERSON ELECTRIC MANUFACTURING COMPANY 
ST. LOUIS 3, MISSOURI 


Branches: New York * Chicago « Detroit « Los Angeles *« Davenport 


EMERSON Zs ELECTRIC 


MOTORS:FANS © : “E— APPLIANCES 


14 
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SAFETY SWITCHES WITH “CLAMPMATIC” CONTACTS 


Yace 


Even if we wished, we could not meet the 
nation’s total demand for Safety Switches . . . 
But it is gratifying to realize that we are 
attracting the greater part of the business 
placed by users who insist on highest 
quality. 

This they get in BullDog with its exclu- 


sive Vacu-Break principle of arc suffocation 
plus the Clampmatic feature which 
assures contacts tight as a bolted connection 
. « plus stylined cabinets of modern 
design . . . all at no price penalty! They 
pay no more but get a lot more! 
Capacities from 30 Amp. to 1200 Amp. 


ELECTRIC 


Also Manufacturers of 
SaftoFuse Panelboards—Switchboards— 
Circuit Master Breakers—BUStribution 
Duct, for “plug-in” power—Universal 
Trol-E-Duct, for flexible lighting—Indus- 
trial Trol-E-Duct, for movable “loads.” 


OX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN 
Canada: BullDog Electric Products, Ltd., Toronto 
Field Engineering Offices in All Principal Cities 


Buy More War Bonds 
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This ceiling hangs from the lighting fixtures 








Adaptable to schools, offices, stores and industry... 


One hundred years ‘‘in lighting” has taught us many 
things. 

Among them the fact that providing better lighting is 
not enough. The fixture must be designed to solve 
construction problems for architects and builders— 
rather than to present new ones. 


So ... in designing the Miller 2-light Troffer to be 
the world’s finest continuous fluorescent lighting sys- 
tem for offices, stores, schools and industry, we also 
designed it to be the most practicable to build with 
—and around. 


Therefore the patented Miller Bracket, 
which makes it possible to hang the troffer 
from the structural ceiling and then to suspend 
the false ceiling (either wood or metal frame) 
from the troffer. This effects construction 


economies, makes for stronger construction 
and adds flexibility to the entire installation. 


In fact, so versatile is the Miller Troffer—in single 
units, unit combinations or in continuous light-strips 
“by the mile’’—that its applications are almost as un- 
limited as the architect’s ingenuity. 

It is simple to service and so economical to operate 
that it ehcourages large installations—an important 
factor when the wartime bulge in industrial lighting 
tapers off and new users of fluorescent lighting are 
needed to fill the gap. 

Miller Engineers are in principal cities and, as we 
work with all light sources, including mercury vapor 
and incandescent, they are unbiased. So call a Miller 
Engineer—or call us—and see why. The Miller Com- 
pany starts its second hundred years, still in the lead! 


Bracket for 
i = metal ceiling 


Bracket 
for wood 


THE MILLER in 
2-light position 
TROFFER 


THE MILLER COMPANY ¢ MERIDEN, CONNECTICUT 





OIL GOODS DIVISION 
Domestic Oil Burners 
ond Liquid Fuel Devices 


ROLLING MILL DIVISION 
Phosphor Bronze and Brass 
in Sheets, Strips and Rolls 


ILLUMINATING DIVISION 
Fluorescent, Incondescent 
Mercury Lighting Equipment 


WAR CONTRACTS DIVISION 
War Materiel 
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f Machine . wy 


This is my machine. (ine! 

Ghere are many other machines but this one is mine. 

It is a part of me—I am a part of it. 

a We are one: 
Gogether we are forging the weapons of Dictory = 

Weapons that will strike the shackles from men who would be caer 
As Lam free! 


W.: Chy help, O Lord, I will bring forth the most and the best 
Chat is possible from my machine. 

For it depen ds on me. 

It multiplies the power of my hands—when my hands are on the job. 
It does true work—when my brain is alert to control it. 

It does not falter—unless I falter. 

Tt does not stop—unless I forget. 


1, the lands of my enemies, slaves, under the whip, 
Labor at their machines. 

But I am free! 

I abide by my machine of my own free will, 

© man is my master—no man my slave. 

And this way is best. 

It is! 


B, unfaltering example we shall prove it is best— 


My machine and I * 

By argosies of ships and tanks and planes, : 

In the only language the enemy understands, © 
We shall prove it. 7 

Ghis is our pledge—mine and my machine’s— 


Gill Freedom’s light comes on again. 


ot 
eat 





[ 





This war poster, the eighth of a 
series, is published as a tribute 
to the men and women in war 
plants from coast to coast who 


inspired the Message. 


GENERAL CABLE CORPORATION 




















If engaged in war work: larger bulletin board copies 
(25 x 35 inches) are available with our compliments. 
Write GENERAL CABLE CORPORATION, 
420 Lexington Avenue, New York 17, N. Y. 
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Arounp a busy plant or shop, a roll of 
U.S. Security Friction Tape is ready to come to the 
rescue on dozens of jobs that keep men and machines 


producing. Security is safe, sure and long-lasting. 


It’s a handy man that pays its way many times over. 


Listen to the Philbarmonic-Symphony program over the CBS network Sunday 
afternoon, 3:00 to 4:30 E. W. T. Carl Van Doren and a guest star present an 
interlude of historical significance. 


UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE + ROCKEFELLER CENTER * NEW YORK 20, N.Y. 


SERVING THROUGH SCIENCE 

















It’s easy to see why the FLEUR-O-LIER label 
on a lighting fixture is so important to you. 


First of all, FLEUR-O-LIER is the mark of a 
service that assures you electrical, mechanical 
and lighting excellence. It means lighting 
fixtures built to definite Standards—checked 
and certified as meeting these Standards by 
impartial Electrical Testing Laboratories, 
Inc. of New York. © 


And in fluorescent units, that includes Cer- 
tified Ballasts and Starters—for dependable, 
trouble-free operation. 


Back of each Fluorescent Label are the in- 
dividual reputations of the manufacturers 
who participate in the FLEUR-O-LIER pro- 
gram .. . double assurance, for user and 
supplier alike, of PROTECTION, DE- 
PENDABILITY and SERVICE. 


Get the FLEUR-O-LIER booklet —‘‘50 Standards 
for Satisfaction’. Read how the leaders in the 
lighting industry protect you with Certified 
FLEUR-O-LIERS. Write FLEUR-O-LIER 
Manufacturers, 2121-10 Keith Building, 
Cleveland 15, Ohio. 


FLEUR-O-LIER 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 
articipation in the FLEUR-O-LIER MANUFACTURERS’ program is open to any manufacturer who complies with FLEUR-O-LIER requirements 
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These new HOLDENLine 


Fluorescents are sales hot! 


Better shoot your orders in fast. Tremendous 


interest is being shown in these new units. 
° Conspicuously definite in practical advantages, 
Z their performance is amazingly efficient. 
7 
3 : 


Engineered by HOLDENIline, they are extra 
fine. Produced entirely in our own shops. 


Conversion from individual units to continuous 
run is a simple, quick surprise. 


Triple Tested—means they are lighted, not 

once, but three times’ on 110 volts. Must stand 

Sold only up under 1200 volt breakdown test. Better get 
through wholesalers samples at once. 


New catalog sent upon request 


THE HOLDENLINE COMPANY 


Pioneers in Pluorescent 
1960 EAST 57TH STREET © CLEVELAND 3, OHIO 
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‘When PANTHER and DRAGON Friction and Rubber Tapes 
are used both customer and dealer are assured of quality and satisfaction 
| SOLD THROUGH RECOGNIZED INDEPENDENT WHOLESALERS 


HAZARD | 
INSULATED WIRE WORKS 


wor 
DIVISION OF THE OKONITE COMPANY Ww 
WILKES-BARRE, PENNSYLVANIA - OFFICES IN PRINCIPAL CITIES 


PANTHER and DRAGON 


| FRICTION AND RUBBER TAPES 
BUY U.S. WAR BONDS.... Every Payday All Hazard Employees BUY U. S. WAR BONDS 


i 
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WORK.SAVING 
GREENLEE TOOLS 


Hydraulic Conduit and 
Pipe Benders 


Steel and Copper Tube 
Benders 


Knockout Punches and 
Cutters 


Cable Pullers 

Joist Borers 

Hydraulic Pipe Pushers 
Spiral Screw Drivers 
Automatic Push Drills 
Electricians’ Bits 

Bit Extensions 

Auger Bits 

Chisels and Gouges 


And many more 


“Half-a-day with hit or miss... 


5 MINUTES WITH GREENLEE! *’ 





IF you ever tried to bend pipe by slamming it 
into a hole in the wall, then pounding it with a 
sledge hammer — listen to what Mr. Harry 
Newmark of Morris Newmark & Bros., elec- 


trical contractors, Philadelphia, has to say: 


“This three-inch heavy wall electric conduit 
required exactly a one-inch offset. The job was 
done in 5 minutes flat... and could be dupli- 
cated on other conduits! With GREENLEES on 
the job, the savings in labor, time and money 


are incalculable.” 

One-man operated ... easily carried to the 
job and set up, GREENLEE Benders eliminate 
manufactured bends and fittings, make smooth, 
accurate bends on pipe up to 414", rigid and 


thin wall conduit, tubing or bus bars. 


22 


Whoever 


formance sells him faster, better, easier! Cash 


your prospect, GREENLEE per- 


in now—get your full share of plus profits with 


the GREENLEE line. 


WRITE FOR FREE CATALOG 33-E 
Contains sales facts on all GREENLEE 
tools for electrical workers. Greenlee 
Tool Co., Division of Greenlee Bros. 
& Co., 1850 Columbia Ave., Rockford, 
Illinois. 





Git Ready with Gyrcertoe/ 


GREENLEE 


FOR THE CRAFTSMAN 
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High 


LIGHT OUTPUT 


SHIELDING 


FOR TWO 40-WATT FLUORESCENT LAMPS 


On “ticklish” jobs, insure yourself against the loss of orders by offering the 
best—Curtis SkyLux. 


The values built into this outstanding unit are sure to please the discrimi- 
nating buyer. From the standpoint of light output, scientific shielding, 
maintenance, appearance and workmanship, SkyLux is a winner. 


The basic SkyLux principle is patented. A well planned instal- 
lation will stand the most searching comparison with other 
lighting systems. 


The Curtis representative in your territory will be glad 
to go over the many SkyLux sales points with you. 
If you do not have sufficient copies of our new 
SkyLux folder, Serial 2167, write for them today. 


“OE CURTIS Sighting, we. 


O6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 


















Men who sell UNI-PACT equipment 


have an edge on competition 
C ge 0 0 P UNI-PACT KODAIRES 
HERE are seventeen different Faraday UNI-PACT Signals that HORNS, BELLS, CHIMES 


all fit the same UNI-PACT Adapter Plate without changing 
wiring. Buzzer, bells, chimes, horns, Kodaires can be interchanged 
as conditions change without taking the circuit out of service or 
even touching electrical connections—easy as plugging in a toaster. 
Imagine what an advantage such a feature gives you, when you're 
talking to a keen-minded industrial buyer! No matter how noise 
conditions change in any part of his plant, his UNI-PACT system oy a 


















keeps pace, without trouble, without expense. UNI-PACT KODAIRE UNI-PACT WORN 
The New Faraday Line is Complete 

You don’t have to waste any time hemming and hawing and apolo- A is 
gizing when you are selling from the complete Faraday Line. What _ alma 
your customer wants is there, in the model and size to meet his 4 
wishes exactly. It’s impossible to overestimate what this means to 
you as a salesman, or what it means to your earnings, when you 4 
add up the totals at the end of the year. Start now to cash in on the UNI-PACT CHIME, UNI-PACT BELL ' 
. in ene! P 
ehh fr FREE Nondbook. letterhead will br oS ie a 

rite for andbook. Your request on your letterhead will bring 
you the latest Faraday handbook of modern signal practice. Send for UNI-PACT Safety Plate 
it today. It will help boost your sales. 














FARADAY ELECTRIC CORPORATION 


A consolidation of Schwarze Electric Co. and Stanley & Patterson 
ADRIAN, MICHIGAN 


B 
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peepee yes 








For 47 years CROUSE-HINDS has consistently 


naintained a policy of backing up the electrical 
vholesaler and every month, through the medium 
technical tradé journals, tells 165,884 of your 


customers that 





have 


A 


I FWakosah'iatel= 


ID} t=jaqgdelbuateyal 
di bao)blodall a K-loin a tor-T 
Wholesalers 


<> 


100k for this seal on CROUSE-HINDS advertisements. 











(ou will find it prominently displayed. 


"Yom 
CROUSE-HINDS COMPANY 


SYRACUSE 1, N. Y., U.S.A. 


MPAN F ANADA, LTI Main tlice 


TRAFFIC SIGNALS - AIRPORT LIGHTING : 





*CONDULETS - mole) e) Sici ae 
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HIGH-LIGHTS 


THE LIGHT-WEIGHT 
FIXTURE FIELD 





Acct 


MASONIT 





Even women workers can install and service 
Masonite* Reflector Shapes . . . for these 
simply designed, semi-plastic fixtures are re- 
markably light and easy to handle. 


There’s a big saving in shipping costs, a con- 
tinuous saving in maintenance expense. And 
more and more manufacturers are discovering 
that these modern, streamlined reflectors help 
get the maximum efficiency out of fluorescent 


lighting units. 


Dense and durable despite their amazingly 
light weight, Masonite Reflector Shapes re- 
sist moisture . . . have low electrical conduc- 
tivity ... are non-scaling . . . will not rust 


... take fine reflecting finishes perfectly. 


Here’s a new leader of the “‘Light Brigade” — 
a money-saving, hardboard reflector that’s 
fast winning acceptance throughout industry. 
For complete details, please write Masonite 
Corporation, 111 West Washington Street, 
Chicago, Illinois. 


CORPORATION 


"TRADE-MARK REG. U. S. PAT. OFF. 
COPYRIGHT 1944, MASONITE CORP. 
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Customers of G-E wiring materials distributors 
have the advantage of obtaining conduits, wires 
and cables and wiring devices made according to 
one high quality standard by one manufacturer. 
The General Electric line, handled by G-E dis- 
tributors, is the only complete wiring materials 
line on the market. All the materials necessary for 
any wiring job can be found in this line. 


G-E wiring materials are carefully made of the 
finest raw materials obtainable and are designed 
to be used together. The quality and fine con- 
struction of these materials have been developed 
through years of study and testing by General 
Electric engineers. 


Now, of course, G-E wiring materials are being 
made—and distributed through G-E distributors 
for the war effort. But, as in the past, General 
Electric is preparing for future requirements. 
After the war, there will be G-E wiring materials 
for all civilian wiring needs. G-E distributors, then 
as now, will provide customers with materials— 
conduits, wires and cables and wiring devices—all 
from one source, the General Electric Company. 
Appliance and Merchandise Department, General 
Electric Co., Bridgeport, Conn. 


GENERAL 4 ELECTRIC 





BUY WAR_BONDS AND KEEP THEM 
Hear the General Electric radio programs: ‘The G-E All 


Girl Orchestra’’ Sunday 10:00 P.M. EWT, NBC. “The 
World Today’ news every weekday 6:45 P.M. EWT, CBS. 
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AT THE JENKINS FACTORY! 


_ 
<on% 
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Factory Inspector finds a roll of Gold Seal 
Tape that RAVELS! 


























Jenkins Bros. There sure would be a crisis if a defective roll of GOLD 
also make 


Diamond SEAL Friction Tape ever got as far as this without being 
Seal Friction 


and Rubber Spotted... but there isn’t a chance of that ever happening! 

Tapes which 

oad aioel For Jenkins controls GOLD SEAL Tape quality every step 
— of its cautious way from start to finish . . . checks tensile 


strength of the base cloth . . . tests each batch of compound 
. . . sees to it that this tape has just the right tack to stick 
to the job (without sticking to the hands!) . . 

Even when each roll is as right as rigid control can make 
it, it's snugly sealed in cellophane to make sure it reaches 


you factory-fresh ... from Jenkins Bros., Rubber Division, 
80 White Street, New York 13, N. Y. 


DOK fi YE My 


FRICTION and RUBBER TAPES 
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TOPS EVERYTHING 


The Shawmut Shur-Lag Fuse is made to protect, while giving the fullest range of safe, uninterrupted 

circuit operation. Experienced engineering, scrupulous manufacture, and unusual patented features 

account for its positive performance, full security, simple and rugged construction, and long operative 

life. And besides, its renewal with the Shur-Lag Link is unequalled for ease, convenience, and speed. 
Specify Shur-Lag and dismiss the fuse question, as so many have. 
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THE CHASE-SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 


FUSE MAKERS SINCE 1893 
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PRECISION-MADE . 
WIRING DEVICES 


The experience gained in the manutacture 
of special wartime products will be reflected 
in the many advancements that will dis- 
tinguish the post- 
war design of Pass 
& Seymour electri- 
cal equipment. 

Consult the P&S 
Wiring Device Cat- 
alog for your re- 
quirements — send 
for an up-to-date 
copy today. 
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DAY-BRITE DESIGNS 
NOW AVAILABLE 


THE CORONADO 


Direct Ceiling or 
Suspension Mounting, 
for four 40-waft 
lamps. Write for Bul- 
letin F-80, 


For Work Areas —_ 


Administrative 


Here are two new Day-Brite Fixtures 
that answer the call for suspension or 
direct ceiling mounting in offices, work 
areas, administrative and engineering 
offices... Maximum illumination is 
achieved in both designs... The PARK- 
WAY is an open-type fixture with reflect- 
ing surface of baked SUPER-WHITE 
enamel for high permanent efficiency. 
Die-formed, steel ends are finished in 
baked lustre aluminum enamel. Lamps 
removable without disturbing ends... 


Get all the facts on the complete Day-Brite line . . . Consult 
your nearest Day-Brite Engineering Representative .. . 
Write for Bulletins. 








The Sign of Quality 
Look for the Label 
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THE PARKWAY 


Direct Ceiling or Sus- 
pension Mounting, for 
four 40-watt lamps. 
Write for Bulletin F-80, 





Offices > 


The CORONADO is a shielded type fs 

unit with ribbed diffuse glass side panels. i iis 
Reflecting surface and louvers are fin- 
ished in baked SUPER-WHITE enamel. 
Steel enclosure frame in baked lustre 
aluminum enamel. The entire enclosure 
is held in place by spring suspension 
tension clips and service chains—easily 
installed and removed in a few seconds 
... Both types are complete with all neces- 
sary fittings, ready for quick installation. 


DUTY 
RLM DAY-LINE 
INDUSTRIAL 
FIXTURES 


Again available 
with porcelain en- 
amel reflectors, 
plus Day-Brite’s ex- 
clusive “‘ice-tong” | 
hangers which as- 
sure low-cost instal- 
lation speed, 







THE HEAVY-DUTY 
DAY-LINE Single unit or continuous runs, for two 
or three 40-watt or two 100-watt lamps. Write 
for Bulletin F-77. 
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. «WHERE LOOKING AHEAD 
IS THE OLDEST TRADITION 


HE fi rst successfully operated 

submarine in the world’s 
history was dreamed, constructed 
and tested during the Revolution- 
ary War— only a few miles from 
the site of the factory which now 
produces some of the most vital 
communications equipment for our 


Jap-dreaded undersea avengers! 


In part, this is coincidence; but 


in a deeper sense it is natural that 





ANKOSEAL multi-conductor insu- 


lated cables are among the most 
promising of Ansonia war-proven 
developments. If you have, or expect 
to have, a use for electrical cables— 


CHECK ANKOSEAL ! 
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the equipment which The Ansonia they did not exist. We look 


Electrical Company produces forward to providing the same 


comes from the Naugatuck Valley, abilities in peace. Not merely be- 


: ‘ause ciali: ical 
where /ooking ahead is the oldest ‘“#™%° of specialized mechanic 


a equipment, but because meeting 
tradition! ss ? é 


new needs in our field efficiently 


In the last two years, we at ang economically has been and is 


Ansonia have met problems— our real business, we anticipate 


connected with providing war meeting similar and more difficult 


material in quantity—-which pre- _ peacetime industrial problems in- 


viously were unsolved because volving electrical cables. 


THE ANSONIA ELECTRICAL COMPANY 


Specializing in “Ankoseal” a Thermoplastic Insulation as 
1 


\ 


\ ANSONIA * CONNECTICUT 





A Wholly-Owned Subsidiary of 
NOMA ELECTRIC CORPORATION 
GENERAL OFFICES e NEW YORK, N. Y. 
In peacetime makers of the famous Noma Lights—the greatest name in decorative 


lighting. Now, manufacturers of fixed mica dielectric capacitors and other radio, radar 
and electronic equipment. 
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AApPLETON Rubber Co. 


FRANKLIN, MASS. 
OK BRAND and PARATEX Friction and Rubber Tapes 
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Weather-tight Water-tight 
RECEPTACLES aud PLUGS 


“Fairweather” electrical engineers and contractors did not con- 
tribute materially to winning the war. 
But the legion of electrical men who foresaw every eventuality 
of vapor, moisture, dust, water, explosion, and broken connec- 
Swuce 19 02 tions are watching the operation of their plants, outdoor jobs, 
ships and commercial buildings with just satisfaction. 
That Russell & Stoll anticipated the requirements is evidenced 


standard for 
by the volume of war business received and by the 300 page 


CHEMICAL 
eae Catalog No. 90 which is in the hands of leading jobbers and 
be contractors everywhere. 
MARINE eee 
From receptacles to Ever-Lok connectors and lighting fixtures, 
POWDER and circuit breakers to panel boards, you will find an R & S fixture 
REFINERY or fitting that will exactly meet your requirements. 
TEXTILE 


If you are working on a postwar job or designing an elec- 
ond all outside installations - . . 
trically operated machine for a hazardous location, we would 


be glad to talk it over now. 


RUSSELL & STOLL COMPANY 


125 BARCLAY STREET » NEW YORK 7, ‘N. y. 
EXPLOSION-PROOF, WATER-TIGHT, AND EVER-LOK 













. 
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10 Efficcent anv Effective 
INDUSTRIAL LIGHTING 


@ Latest specifications for industrial lighting units built to 
RLM Standards are listed in panel at right. These revised RLM 
specifications, representing months of careful engineering 
study, research and tests, establish a new high standard for light 
output efficiency in RLM labeled industrial lighting fixtures. 


Through the use of these new RLM Official Standard Speci- 
fications, covering vital construction and performance for each 
of the 12 reflectors and Fluorescent Lighting Units listed, you 
secure positive assurance that your RLM Certified Products 
provide the maximum in lighting efficiency and economy. 


All industrial lighting units certified by RLM Institute to 
conform to these up-to-the-minute specifications are identified 
by the RLM LABEL. Copies of the revised RLM Specifications 
can be secured from manufacturers using RLM inspection and 
certification service, or direct from RLM Standards Institute. 


The Letters RLM Stand for Reflector and Lighting Equipment Manufacturers 


TATUMESTANDARDSHINGTITUTE | 





WEOR POR AT FB 


October 1944 — WHOLESALER’S SALESMAN 






A TRUSTWoRTHy GUIDE 


12 REVISED SPECIFICATIONS 


FOR INDUSTRIAL LIGHTING 
RLM Specification No. 1— 
Dome Reflector 


RLM Specification No. 2— 
Deep Bowl Reflector 


RLM Specification No. 3— 
Symmetrical Angle Reflector 


RLM Specification No. 5— 
48" Fluorescent Two-Lamp Closed-End 
Porcelain Enamel Unit 


RLM Specification No. 6— 
48” Fluorescent Three-Lamp Closed-End 
Porcelain Enamel Unit 


RLM Specification No. 7— 
60” Fluorescent Two-Lamp Closed-End 
Porcelain Enamel Unit 


RLM Specification No. 8 — 
60° Fluorescent Two-Lamp Closed-End 
Porcelain Enamel Diffuser Unit 


RLM Specification No. 9— 
48°’ Fluorescent Two-Lamp Open-End 
Porcelain Enamel Unit 


RLM Specification No. 10— 
48” Fiuorescent Three-Lamp Open-End 
Porcelain Enamel Unit 


RLM Specification No. 11— 
60°’ Fluorescent Two-Lamp Open-End 
Porcelain Enamel Unit 


RLM Specification No. 12— 
60°’ Fluorescent Two-Lamp Open-End 
Porcelain Enamel Diffuser Unit 


*RLM Specification No. 18 = 
Glassteel Diffuser 


STILL AVAILABLE 


RLM Emergency Specification No. 15 — 
48’ Fluorescent Two-Lamp Open-End 
Non-Metallic Reflector Unit 


RLM Emergency Specification No. 16 - 
48’ Fluorescent Three-Lamp Open-End 
Non-Metallic Reflector Unit 


RLM Emergency Specification No. 17 — 





SOME PREFER THE OTHER 


ELECTRUNITE Steeltubes 


That’s what we're telling your cus- 
tomers and prospective customers 
in the October issues of ELEC- 
TRICAL CONTRACTING and 
ELECTRICAL EQUIPMENT. 


We're telling them that no matter 
what method they prefer—even 
bolting the bender to a bench for 
quantity production of stubs—it’s 
easy to make ACCURATE bends 
with this electrical metallic tubing 
of many advantages. 


We’re telling them that ELECTRU- 


NITE STEELTUBES is uniformly 
ductile and free from hard spots— 
and that it and the ELECTRUNITE 
Bender provide the ideal combina- 
tion for making exact, predeter- 
mined bends of uniform radius with 
a minimum of flattening. 


But most important, we're telling 
electrical contractors and industrial 
maintenance men that they should 
see you—the ELECTRUNITE 
Distributor — for ELECTRUNITE 


STEELTUBES, ELECTRUNITE 
Benders and accessories, and a full 
line of dependable electrical supplies. 


We're telling them, too, to ask you 
for a copy of “The Bending System 
for Republic ‘Inch-Marked’ ELEC- 
TRUNITE STEELTUBES.” If you 
need more of these manuals, write us. 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION + CLEVELAND 8, OHIO 
Berger Manufacturing Division 

Culvert Division . Niles Steel Products Division 

Union Drawn Steel Division e Truscon Steel Comoany 

Export Department: Chrysier Bidg., New York 17, N. Y. 


ELECTRUNITE 
Steeltubes 


ELECTRICAL METALLIC TUBING 
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ADUANCE COPY OFFEREO 
70 vol FREES 
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| fluorescent 


SERVICE 
AND 
MAINTENANCE 


manual 


SYLVANIA G7rrectaic pRODU 


SYLVANIA 


ELECTRIC PRODUCTS INC. 
ONE STANDARD—THE HIGHEST ANYWHERE KNOWN 


yy” 


FLUORESCENT LAMPS, FIXTURES AND ACCESSORIES, INCANDESCENT 
LAMPS, RADIO TUBES, CATHODE RAY TUBES, ELECTRONIC DEVICES 
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This offer is open for a limited time 
only. Handbook will be published at a 
price of $1.00. Illustrated with handy 
charts and diagrams. 


Soon off the press — this complete and 
authoritative handbook for ready refer- 
ence on all fluorescent maintenance 
questions. Prepared by Sylvania’s Com- 
mercial Engineering Department to 
help you service and sell fluorescent 
lighting equipment. Helps you main- 
tain and conserve your customers’ 
fluorescent installations at peak eff- 
ciency with minimum cost and incon- 
venience. It tells you how to spot 
trouble before it happens, how to esti- 


cTs INC. - Price $1.00 mate replacements, and many other 


operating hints. Testing and mainte- 
nance procedure is simplified. Clearly 
written and easy to understand. To 
reserve your personal advance copy, 
fill in the coupon below. 


SYLVANIA ELECTRIC PRODUCTS INC. 
60 Boston Street, Salem, Mass. (Dept. W. S. 10) 


Please send me an advance copy of the new Sylvania 
Fluorescent Service and Maintenance Manual as soon as 
it’s off the press. I understand that this handbook is offered 
to me without obligation because of my interest in fluo- 
rescent lighting. 


Name 





I 





Address__ 





City es ae 









uetas 


SECTION OF 
BOARDWALK, 
/ WILDWOOD, N. J. 
CONSTRUCTED BY CITY ENGINEERING DEPARTMENT . . . THE DUALCOTE 
a D6 CONDUIT WAS DISTRIBUTED BY BORSTEIN ELECTRIC CO., CAMDEN, N. J. 


4 Before deciding upon what conduit to use for the boardwalk at Wild- 
wood, New Jersey, the city engineer wanted to be sure that it would resist 
corrosion from salt water. He drove a section of DUALCOTE into the sand 
offshore leaving one end exposed to every high tide. It was left there for 
14 months. The result was the barnacle encrusted oddity pictured here. 
But when the barnacles were scraped away the DUALCOTE finish was 
still intact, and as “good as new.” 































Naturally, after passing this severe test, DUALCOTE conduit was used 
4 exclusively for the wiring circuits. And they will be serving dependably 
: as long as the boardwalk stands. The engineer who made this test and 
specified DUALCOTE is Mr. J, E. Olwell, City Electrician of Wildwood. 


DUALCOTE GIVES DOUBLE PROTECTION 


DUALCOTE is able to stand up strong under such severe punishment 
because it is protected by a combination of two resistant coatings. First, by 
the Walkerizing Process, a layer of zine is fused into the inside and outside 
walls of the conduit—and so uniformly that even the threads are protected. 
Being actually alloyed with the steel, the zinc coating will not crack or 
flake when bent. To the outer zinc coating, a second coating is added- 
a new material, which prevents salt water and strong chemicals from 
eroding the underlying protection. 


When wartime restrictions are lifted, DUALCOTE will again be ready to 
defy corrosion in chemical plants, refineries, dye houses, mines, mills, and 
} other installations. In the meantime, it will pay you to learn more about 
fr” 4 DUALCOTE. Ask your distributor about prices and deliveries. For 
further information, write to WALKER BROS., Conshohocken, Pa. 


a 
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ild- LIGHTING PRODUCTS INC. 


red and manufactured to more than meet the most rigid light- 


me specifications, the new all-metal—all-feature No. 125-A with con- 


yen! ventional type ballasts and the No. 130-A furnished with instant 
ood. start ballasts, combine design features not to be found in any other 
industrial fluorescent fixture. 
Not only are these units outstanding in utility design—but are con- 
—_— structed to give longer life and to deliver more high intensity effec- 
, by = ‘ a n r 
etd tive illumination to the lighting plane. 
_— Following are the features that make these leading luminaires— 
oe 7a Patented “One Man Installation’—Designed for any type of hang- 
Hinged Reflector simplifies fixture hanging to ing, including continuous runs—Metal drop ends for socket protec- 
one man where the ordinary fixture requires tion—Separate starters on conventional type units—Third lamp may 
y to two. The housing which contains all electrical be added later on two lamp units—Knockouts in ends for pull chain 
coe equipment, is first hung in the desir od peat switches—Twice fired baked enamel reflectors—All units die formed 
For ton. Reflector ic then hooked on housing os and electrically welded—Underwriters approved. 
Pa. shown in above illustration—This relieves per- ’ 
son of holding up the entire weight of Metal The Instant Start Series No. 130-A can be operated on uneven volt- 
Reflector. When units are mounted in contin- ages and at low temperatures. This type of fixture requires no 
uous runs any unit Reflector may be swung starters and turns on and off like an incandescent fixture. Its trans- 
independently of the others. former is guaranteed for a full year against defects. 





LIGHTING PRODUCTS, INC. 


BAaGeeiagae FABEs FEREE RET S 
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We say, “your line” because T&B Fittings and 
Tools for EMT work are sold only through 
you T&B Electrical Distributors. 


And here’s “your line” of sales arguments: 


There is a T&B Fitting for every EMT re- 
quirement, the works: Connectors, Couplings, 
Angle Connectors, Elbow Connectors, Com- 
bination Couplings, Entrance Caps, Entrance 
Ells and straps. Also Hickeys, Benders and 
Wrench and Reamer Tools. A few of these are 
illustrated at the left. 


These EMT fittings are gland type, designed 
and engineered to meet the Underwriters 
Laboratories’ rain-tight and pull-out tests. 
The ribbed gland permits quick and easy 


tightening with either wrench or pliers. 


Write for complete listing of “your 
and our” EMT line in Bulletin-W-14. 


THE THOMAS z« BETTS CO. 


INCORPORATED 


manufacturers of electrical fittings since 1899 
= — ELIZABETH.1, NeW JERSEY 
in Canade: Thomas & Betts Lid. Montreal 
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in ROEBLING 
Distributor 
Relations 


QUALITY PRODUCT: 





COMPLETE LINE: 


FAIR PRICES: 


CLEAN-CUT POLICY: 





SALES CO-OPERATION: 


% ae 
— 
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RO ‘: a L i Ni G : reaneke in Wir ; Produe Ss 


Wire Rope and Strand « Fittings « Electrical Wires and Cables 
High and Low Carbon Acid and Basic Open Hearth Steels 
Wire Cloth and Netting + Aerial Wire Rope Systems 
Suspension Bridges and Cables + Round and Shaped Wire 
Cold Rolled Strip + Aircord, Swaged Terminals and Assemblies 
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Electric wire and cable “ top quality, . oe 
capable of delivering service eager ad agers 


A line of electric ih an 
complete and poate: ¥pr 


A price basis that permits c 
selling, yet assures a reaso! 


friendly cooperation on ol 
mutual interest. ee see 


—to key men in ‘business 
in which Ro 
better light, air 
business-building | 
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REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS (_) PIPE NIPPLES @—D ELBOWS, 90°G-® AND 45° 
RUNNING THREAD PIPE ggg) GOOSENECKS <—~)) WALLPLATES 
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YOU CAN’T BEAT 


| PORCELAIN 
OUTLET 


KNOBS and| 


SURFOLETS 


One stondard base 
under all devices. 


* LOWEST COST — * LONGEST LIFE 
* GREATEST SAFETY | * UTMOST RELIABILITY 
| SIMPLEST INSTALLATION 


Sell porcelain protected wiring today for the extra profits on additional 
appliances which can be sold and added to the system tomorrow. 


PORCELAIN PRODUCTS, Inc. 


ee oe ee ee oe ee 
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Thermador's Famous Heat 
Fan—it heats in Winter— 
cools in Summer. 
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Thermador is no war baby, but a pioneer 
manufacturer of electrical appliances, that 


has built a reputation for sound engineer- 


ing, sound manufacturing, and sound mer- 


chandising. Its products are in use from 
coast to coast, from border to border. 
The pre-war line contaiss many electric ap- 


pliance items that offer exclusive selling 


features. The postwar line will continue to 
keep “seven leagues ahead” while still ad- 
hering to the sound and the sensible. 
Electrical wholesalers interested in an 
electrical appliance line, based upon a 
quarter of a century of engineering and 
manufacturing experience, will find that 


Thermador offers unusual opportunity. 


Buy More War Bonds 


7 THERMADOR Electrical Manufacturing Co. 


5119 SOUTH RIVERSIDE DRIVE 
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LOS ANGELES 22, CALIFORNIA 




























ELECTRIC FENCE 
CONTROLLERS . . 
.. YARDLIGHTS .. 
IC FENCE 
CONTROLLER | POULTRY HOUSE TIMING 
| CONTROLS 


' WS 


Equip yourself for 
Rural Markets .. 


@ Increased rural electrification points the way to more 
business from farm sections and these AUSTIN Products 
offer just as great possibilities as the other AUSTIN 
Products you have been handling over the years. We urge 
Wholesalers to standardize on AUSTIN! We can supply 
material for complete REA installations because AUSTIN 
Electrical Products are designed and made specifically for 
rural electrification. Let us send you information—de- 
scriptions, prices, etc.—on the AUSTIN Products shown 


and on our complete line of REA Products. 


THE M. B. AUSTIN COMPANY 


108-116 S$. DESPLAINES ST., CHICAGO 6, ILL. 
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HERE ARE TWO QUICK SOLUTIONS TO 
YOUR LIGHTING PROBLEMS 





YI) % 
HOW-TO-DO-IT 


Your Westinghouse distributor offers two quick solutions to 





























your lighting problems. 

First: Westinghouse Commercial Fluorescent Luminaires for 
offices, drafting rooms and other essential applications. 

Second: The Gistributor’s own “how-to-do-it” ability representing 
knowledge drawn from Westinghouse lighting headquarters and 
experience gained in similar applications for other customers. 

Westinghouse distributors carry a complete stock of luminaires— 
ready for prompt delivery. Used for either individual or continuous 
strip installations—ceiling or suspension mounted—they provide a 
wide range of high intensity illumination ... free from shadows 
and glare. . 

Units are ruggedly built . . . easy to install and maintain. Lamps 
can be replaced without removing glassware ... all glass panels 
can be cleaned without disturbing other fixture parts. Westinghouse 
Fluorescent Luminaires bear the Underwriters’ Laboratories label. 
Ask your Westinghouse distributor about them today. J-90514 


A 


GET THIS BULLETIN 


This bulletin—B-3332—lists basic types of 
Westinghouse Commercial Fluorescent Luminaires. 
It presents complete application data .. . dimensions 
.. . features ; .. methods of mounting . ; . ordering 
information. Ask your nearest Westinghouse dis- 
tributor for a copy today. Or, write Westinghouse 
Electric & Mfg. Co., East Pittsburgh, Pa., Dept. 7-N. 








| i ey 


SEE YOUR WESTINGHOUSE DISTRIBUTOR FIRST! @: Westi ghouse 


PLANTS IN 25 CITIES... OFFICES EVERY WHERE 
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POWER CIRCUIT TRANSFORMERS 


WITH 


OVERLOAD and 


SHORT CIRCUIT 
PROTECTION 





Safety and Utility 


N ADDITION to providing lower voltage from the 
higher voltage plant distribution circuits, Jeffer- 
son Power Circuit Transformers with built-in Circuit 
Breakers, give overload and short-circuit protection. 
In connection with remote control station, for ex- 
ample as shown in the illustration, these transformers 
make possible a combination that meets the electrical 
safety standards of the National Machine Tool 
Builders Ass’n. 

Mounting transformers directly on machinery has 
come into wide use also where in addition to sup- 
plying lower voltage for small electric appliances, 
localized lighting units are employed as a means of 
reducing eye fatigue and improving output. 

\ Jefferson Power Circuit Transformers are used in 
America’s leading War goods and essential industrial 
plants. Chances are you can gain by their use also. 
Let us have your problem or write today for Bulletin 
421-PCT ... For your convenience Electrical Whole- 
salers everywhere carry Jefferson Electric Products . . . 
JEFFERSON ELECTRIC COMPANY, Bellwood (Suburb of 
Chicago), Illinois. In Canada: Canadian Jefferson 
Electric Co., Ltd., 384 Pape Avenue, Toronto, Ont. 


JEFFERSON 


ELSE CaleR IC 





Power Circuit 


TRANSFORMERS 


For close tolerance or special 
work, many individual machine 
tools are equipped with sepa- 
rate lamps. Transformers to 
provide the lower voltage cur- 
rent are mounted on the machine 
and may be furnished with an 
“on” and “off” switch, and a 
receptacle to accommodat 
lamp-cord aitachment plug. 
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Jefferson Electric Transformers 
being the dry type may be 
mounted at any convenient lo- 
cation on wall, post, or directly 
on the machine to provide the 
lower voltage current required 
for small electric tools or appli- 
ances. The wiring compartment 
ns outlets for secondary con- 
ictions. 
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$0 U RCE Lie wales we use as Lists lor tiiese 
monthly comparisons of performance in the electrical 
wholesaling field are collected and compiled by the Bu- 
reau of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of July, 1944 


SALES Sales of electrical goods by wholesalers in 
July were reported at 106 percent of the 1939 average 
monthly sales level. 

Sales volume thus had returned to the level reached 
in February just before the spurt that took wholesalers’ 
sales volume in April to a high of 162 percent of the 
1939 average. 

Although this decline in July, when compared with 
June, is greater than the normal summer lull would 
produce, it fits in with the pattern set by wholesalers’ 
sales volume during the months of 1943, 1941 and 1940. 
If sales continue to follow the same course, reports of 
substantial increases in August and September should 
be received. 

Until victory in Europe releases men and machines 
for reconversion to the production of civilian goods, 
it seems likely that wholesalers’ sales will follow the 
same course as in those other war and defense-program 
years. 


INVENTORIES Electrical wholesalers through- 
out the country reported average inventories for July 
at 87 percent of the 1939 monthly level—which is the 
highest point reached by wholesalers’ stocks since 
October, 1942, the month before the Controlled Mate- 
rials Plan was instituted. 

This is the first time in the intervening 20-month 
period that inventories have been reported at more than 
80 percent of the 1939 peace-time level. Twice during 
that time wholesalers’ stocks were below 70 percent, 
and in December, 1943, they stood at 65 percent, a 
point considered to be about the irreducible minimum 
for wholesalers if they were to maintain a semblance 
of satisfactory service to war industry. During the 
balance of that period, inventories held to a fairly 
even level. 


COLLECTIONS Collection percentages in June 
were at 86, seven points lower than the revised collec- 
tion percentage for the previous month, and nine points 
ahead of the percentage of July, 1943. 

Accounts receivable were up 1 percent in July com- 
pared with the previous month and down 22 percent 
from the same month of 1943. 
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ECONOMY—Renewable Cartridge 
Fuses and "drop out" Renewal Link. 





ARKLESS — Non-Renewable Me- 
chanical Indicating Cartridge Fuses. 


ECO — Non-Renewable — Non-lin- 
dicating Cartridge Fuses. 





CLEARSITE — Plug Fuses — shows 
when blown. 
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RENEWABLE FUSES 


MR.SALESMAN ... 


Since 1911 the ECONOMY FRANCHISE has been cov- 
eted by Wholesalers because it meant prestige PLUS 
profit PLUS satisfied customers and the SALESMEN 
have found ECONOMY FUSES the ice-breoker for 
new accounts and the backbone line fn holding old 
accounts, 


Tie, your future selling in the postwar boom to the 
line that has the greatest PULL. 


Economy Fuses Since 191] 





; ECONOMY FUSE AND MANUFACTURING CO. 


& 2717 NORTH GREENVIEW AVENUE CHICAGO 14, ILLINOIS 
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REGIONAL ANALYSIS 


ISTRIBUTION of wholesalers’ sales among the 
| nine geographical regions in Ju'y was very much 
unbalanced, a situation usually found whenever the 
month’s sales average for the country is either far 
above or far below that of the previous month. 

The West North Central, West South Central and 
Mountain States reported the best sales records for the 
month, with each one registering above 100 percent in 
a month when the national figure was only 91 percent. 
This was the fifth time in six months that region 8 
has reported a sales increase over the previous month, 
but was the first time in four months for region 4 and 
the first time in three months for region 7. 

The industrial states were those reporting the most 
declines. The New England region reported 
sales volume at 73 percent of the June volume, the 
fourth month in success‘on that these states fell behind 
the previous month’s level. Region 9, the Pacific Coast 
States registered sales volume at 8/7 percent of the 
June figure, going below 100 for the first time since 
January of this year. Regions 2 and 3, the industrial 
Middle Atlantic States and the North Central States 
reported declines, but both of these regions had re- 
ported gains in June over May. 

With only a few exceptions, inventories were well 
distributed among the nine regions in July. Only 
regions 2, 7 and 9 fell below the nationwide figure, 
while regions 3 and 5 showed gains of 4 and 7 percent. 
respectively, above their June inventory levels. This 
became the fourth consecutive month in which whole- 


severe 
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JULY, 1944 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES 


July, 1944 
Compared in °%, 
with 
June, 


1944 


INVENTORIES 


July, 1944 
Compared in °%, 
with 
June, | July, 
1944 1943 


103 95 
88 103 
104 109 
100 113 
107 112 
103 122 
94 131 
103 103 
98 104 


Trading 
Region 


uly. (See Map) 


1943 


63 
84 
101 
125 
92 
112 
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103 
91 
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salers in region 4, the West North Central States, have 
reported increases in stocks over the previous month as 
well as over the same month of 1943. 

The Pacific States were 1 percent below June, mark- 
ing the first time that inventories in those centers of 
war manufacturing fell below the previous month since 
February. However, that region continues to show for 
the ninth straight month inventories greater than those 
held during the same month of the previous year. 
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Appleton Vaportight, 

Dust-Tight and Explo- 

sion-Proof Lighting 

Fixtures offer a wide 
margin of safety... throughout a complete line answering 
every exacting lighting requirement. 

Precision design, engineering and construction, which 
give neater, safer installations, also provide roomy inter- 
iors for wiring and splices. All Appleton Lighting Fixtures 
are tested and approved by Underwriters’ Laboratories. 

The Appleton Explosion-Proof Fluorescent Lighting 
Fixture—the first of its kind in America—is simple to in- 
stall and maintain. The line connection is easily made. New 


VAPORTIGHT 


Twenty-four different Vaportight types in range of 
sizes and options to meet every requirement. Literally 
thousands of combinations are readily available. 





CONDUIT FITTINGS « OUTLET AND 


APPLETON 


SWITCH BOXES « EXPLOSION-PROOF 







DESIGN 
ENGINEERING 
CONSTRUCTION 





LIGHTING 
EQUIPMENT 





lamps are quickly placed. Ballast is conveniently reached. 

The complete Appleton line of conduit fittings and 
lighting fixtures — 15,000 types and sizes—is illustrated 
and described in the Appleton catalog. Urge your cus- 
tomers to use it as their “Guide to Better Wiring.” 


Sold Through Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE CHICAGO 13, ILLINOIS 

Branch Offices: NEW YORK,76 Ninth Ave. « DETROIT, 7310 Woodward Ave. * CLEVELAND 

1836 Euclid Ave. « SAN FRANCISCO, 655 Minna St. « ST. LOUIS, 420 Frisco Bidg 

LOS ANGELES, IOON. Santa Fe Ave. « ATLANTA, 175 Luckie St., N. W. « BIRMINGHAM, 

6 N. Twenty-first St. e MINNEAPOLIS, 305 Fifth St., S. ¢ PITTSBURGH, 418 Bessemer Bldg 

Resident Representatives: Baltimore, Boston, Cincinnati, Dallas, Denver, Kansas City 
Milwaukee, New Haven, New Orleans, Philadelphia, Seattle 


DUST-TIGHT 


Ceiling, bracket and pendent types for use with or 
without guards and reflectors, all with dust-tight 
seal. Streamlined to prevent dust accummulation. 











FITTINGS « REELITES 


UNIVERSAL 


STORE 
eT ULL La 


ee" ¥ 


PROMOTIONAL PACKAGE in- 
cludes free blow-ups of national 
advertising, counter cards, win- 
dow cards, banners, consumer 
booklets, War Bond envelopes 
and check lists. 


DEALER’S DIGEST—A monthly in- 
formation bulletin with pertinent 
facts to help dealers do a better 
job of post-war planning. 


TULL LY 
SELLING 


Pi 


gp PROGRAM 


ANN - youd 


g wer 19 


sAt 
£6 wr 


univ 


100 LETTER PLAN—Universal fur- 
nishes letters, check lists and 
booklets ready for mailing to con- 
sumers over the dealer’s signature 


NATIONAL ADVERTISING — Ever) 
“U” Plan dealer benefits from full- 
page color advertisements running 
in 14 national magazines through- 
out the year. Forty million messages 
featuring the “U” Plan are being 
addressed to present and post-war 
customers, 


PLAN BOOK—Over 16,000 dealers 
have already received the “U” Plan 
for ‘“V” Day 20-page four-color Plan 
Book which explains every phase of 
the activity in detail. This Plan 
Book alone is a contribution t 
intelligent, down-to-earth post-war 
planning. 


Universal Electrical Appliances distributed in Co 
ada exclusively by Northern Electric Company, Lic 


SCORES AGAIN WITH SECOND PHASE OF “U” PLAN 


TRAINING + 
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UNIVI 


LANDERS, FRARY & CLARK © NEW BRITAIN, CONN 


~ 











WHOLESALER’S SALESMAN — October 1944 / 





54 


= Oo WwW ~ ee ee a fm eh 


- > © GO 


ot 


Oo’ © rH ® 


Oc 





Fur- 
ind 
‘On- 
ure. 


ery 
ull- 
ing 
igh- 
ages 
ing 
wat 


alers 
Plan 
Plan 
se of 
Plan 
1 to 
-war 


n Coa 
ny, Ltd 


"ers 


The Eeonomic 


Reconstruction of Europe 





HE time is fast approaching when allied and 
oe populations alike will demand a blueprint 

for the economic reconstruction of Europe. The 
peace plans following this World War will be writ- 
ten piecemeal, and by experts, at a series of con- 
tinuing conferences, such as Hot Springs, Bretton 
Woods, Dumbarton Oaks and Quebec, each tracing 
a new pattern for negotiation and each dealing with 
a single, specific problem. In the drawing of these 
plans, the United States, as owner of more than 
half of the world’s industrial capacity, controller of 
the only great credit reservoir, and possessor of the 
largest force of highly skilled technicians and man- 
agement engineers, has heavy responsibilities which 
its industrial, financial, agricultural and labor leaders 
cannot evade. 


* % * 


Just what is the problem which the world’s busi- 
ness leaders must help solve in Europe? 

The best safeguard of peace is economic oppor- 
tunity —a good chance for all peoples to raise their 
standard of living by their own ingenuity, foresight 
and industry. 

Frustrated and disappointed peoples, who view 
the future with misgiving rather than hope, breed 
fanatical demagogues who seek to divert nations 
from their ills and disappointments by promising 
military glory and conquests. 

Consequently, an important step in building a 
secure and lasting peace is to open the doors of 
opportunity to the peoples of Europe. 

The greatest obstacle to opportunity in Europe 
has been economic nationalism. 

The economic tradition of the Continent always 
has been highly nationalistic. The national feeling 
generated by the first World War, and the political 
autonomy conferred upon many peoples by the peace 
treaties, led to a great growth of economic restric- 
tions. This trend was accentuated by the depression 
and by the military plans of the Fascists and Nazis. 
Hitler had to show his people they could be fed 
even if a blockade was imposed again. The inevita- 
ble result of these influences was to carry self- 
sufficiency to tragic extremes. 

Economic nationalism holds down the standard of 
living of Europe in two ways: 

1. It prevents the rise in most European countries of low- 
cost mass production. 


& It operates against an efficient geographical division of 
— preventing nations from doing what each can do 
st. 
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Great machines require great markets. One great 
machine of which the United States has many and 
Europe few is the continuous strip steel mill. At the 
outbreak of the war we had twenty-eight such mills 
of various sizes, England but one, and Continental 
Europe one. A building containing one of these ma- 
chines is more than a quarter of a mile long and the 
minimum cost of the mill is almost $25,000,000. Only 
the prospect of a mass market justifies production on 
this vast, but highly economic basis. 

The wasteful geographical distribution of produc- 
tion is shown by the agricultural policies of Italy, 
France and Germany. 

In the 1930’s, when lard sold for less than 8¢ a lb. 
in the United States, it cost 32¢ a lb. in Germany. 
In Italy and Germany imports of wheat were banned 
and its production at home was heavily subsidized. 
By the middle of the 1930’s, wheat sold for $1.55 a 
bushel in France, $1.97 in Czechoslovakia, $2.29 in 
Germany, and $2.47 in Italy. At the same time the 
United States and the other efficient world pro- 
ducers and exporters (Canada, Australia and 
Argentina) were restricting production and were 
unable to average more than about 75¢ a bushel for 
their wheat. 

Economic unity in Europe must ultimately mean 
a freedom to trade not greatly different from what 
we have within the United States. Given economic 
unity and the large markets which go with it, effi- 
cient mass production will develop. With Europe 
receiving cheap supplies of such staple foods as 
wheat, pork, lard and dried fruits from overseas, 
European farmers can prosper by specializing in 
producing fresh foods—butter, cheese, eggs, fruits, 
vegetables. 

Then European agriculture will be more prosper- 
ous producing its specialties, and our agriculture 
(and that of the other great efficient surplus-pro- 
ducing countries as well) will have greatly ex- 
panded markets for our staples. 

With a cheaper food supply for Europe—yet one 
yielding a better price for our agriculture —Euro- 
pean labor will live better. Labor now used uneco- 
nomically for agricultural production will be re- 
leased for industry. With big machines and semi- 
automatic processes European labor can produce 
more steel, automobiles, furnaces, plumbing and 
electrical appliances to advance its standard of liv- 
ing in coming decades, as the United States has 
done in past decades. 

A rising standard of living in Europe will bring 
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Europeans to view peace with optimism and hope. 
And world trade grows as confidence and prosperity 
widen. 


How would a Europe which possesses economic 
unity appear to us on this side of the Atlantic? 

It would be a prosperous Europe that would have 
strength :n its advancing industries, but as the single 
great agricultural deficit area of the world, it would 
be dependent upon overseas supplies for vital agri- 
cultural staples. This dependence upon overseas 
agricultural supplies would be greatest for indus- 
trial Germany. Some people believe that a strong 
Europe would be a threat to world peace. More 
important, however, is the fact that a strong and 
prosperous Europe would not be a frustrated Europe. 
It would have found a way to achieve a rising stand- 
ard of living. Furthermore, a prosperous Europe 
would, economically, be a dependent Europe be- 
cause, although the European industrial worker 
would use more and cheaper food, he would have 
it only as long as he maintained the peace. 

A prosperous Europe would be of special advan- 
tage to American agriculture (if we do not keep on 
pricing ourselves out of the market) and of great 
advantage to American industry. 

The British policy of buying agricultural staples 
from abroad, for example, made her, a nation of 
only 45,000,000, the purchaser, in 1937, of $250,- 
000,000 of all kinds of agricultural products from 
the United States. In the same year the rest of 
Europe (exclusive of Russia), with a population of 
325,000,000 purchased only $300,000,000 of our agri- 
cultural products. But with more sensible organi- 
zation of its agriculture, Europe could be expected 
to buy more than one billion dollars of agricultural 
products from us. 

By far the greatest market for an expanded Euro- 
pean industry will be Europe itself. 

For American industry, there will be growing 
markets in Europe as industry expands. Experience 
shows that the trade between different highly indus- 
trialized areas is large. This country’s biggest export 
markets have been with its keenest competitors — 
Britain, Canada, Japan, France and Germany. 

Before the war, Europe, with two and one-half 
times the population of the United States, had only 
one-sixth as many automobiles. 

If Europe (exclusive of Britain and Russia) were 
to motorize proportionately, it would need 75,000,000 
automobiles. With normal depreciation this would 
ultimately mean 10,000,000 cars to be produced an- 
nually to replace worn out cars. 

If one still wonders about the immense number of 
things Europe might produce for herself, let him 
calculate the highway expenditures, the filling and 
repair station businesses that must be equipped and 
maintained; and the doubling of the steel production 
that would be required to make the automobiles 
themselves and to reinforce with steel even a mod- 
erate amount of additional concrete highways. 

Another example is the electrification of Europe. 
With two and one-half times our population Europe’s 
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consumption of electrical energy would be 175 mil- 
lion electrical H.P., if the European worker were to 
have the advantage of as many H.P. as the Ameri- 
can. Yet, just prior to the war, Europe’s installed 
operating capacity was only about 40 per cent of 
this figure. 


What has been sketched for Europe is actually 
much more nearly a page from the economic history 
of the United States than it is mere prophecy about 
a desirable future for a Europe at peace. But how 
can it be achieved? And what is our part to be in 
helping to bring it about? 

Economic unity can be provided for the sovereign 
states of Western Europe by the peace treaty or 
treaties adopted at the end of the war. The pro- 
visions for securing economic unity in Europe 
should specifically cover: 


1. Substantial freedom for persons and enterprises to do 
business anywhere in Europe. 


2. Reasonably free movement throughout Europe of persons 
for employment, recreation and education. 
3. Greatly increased freedom of trade: 

a. Within Europe — through the application of a Europe- 
wide agreement reducing the tariffs among all Euro- 
pean countries to a maximum of 10 or 15 per cent. 

b. With the rest of the world—through reduction of 
European tariffs on goods bought from overseas. This 
would call for generally lower levels on manufactured 
goods, and for the removal (after a reasonable period 
of progressive reduction) of tariffs on all agricultural 
foodstuffs and most industrial raw materials. 


. A special currency provision requiring as nearly as prac- 
ticable complete currency stabilization for all countries of 
Western Europe among each other. 


. Creation of an agency (with adequate revenues) through 
which all Europe-wide business and other affairs affected 
by these agreements would be administered for a mini- 
mum period of twenty-five years. 

This would permit the economic unity of Europe 
to be substantially achieved. During this period, 
assistance in administering the provisions would be 
given by officials of the United Nations. 

Near the end of such a period arrangements could 
be made for a vote in the European countries on 
whether or not to continue the “unification provi- 
sions.” If the vote were in the negative, the United 
Nations would have proper warning that additional 
safeguards would be necessary to prevent war. 

The suggestions made in this statement aim at 
securing economic unification of Europe and thereby 
promoting the possibilities of permanent peace in 
Europe. 

The realization of these possibilities throughout 
the postwar years requires a freely expressed public 
opinion in Europe to guide all who share the 
responsibility for bringing peace to Europe and to 
the world. 


President McGraw-Hill Publishing Company, Inc. 
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| Good Tapes are like Good Tools 














WP axe it ees me, rister, Tee : arc pre STIXWEL 


friction tape for many ears and it's ‘as important” 
to me as the best tool in my kit.” ; 


VETERAN electricians know from experience that 
STIXWEL’S .fine quality makes it a standout 
among tapes. Every roll is backed by over half a 

century of quality manufacturing. : 
ELECTRICAL wholesalers find that STIX- 
WEL sales build customer goodwill... 
assure lasting satisfaction. 


P-MANUFACTURING CO. Inc. 


BOSTON 26, MASS. 
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WESTINGHOUSE PRESENTS JOHN CHARLES THOMAS ¢ SUNDAY 2:30 EWT., N.B.C. ® TED MALONE ¢ MON., WED., FRI. 10:15 EWT., BLUE NETWORK 
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tough coats tor Electrodes... 
LONG LIFE FOR LAWPS 








Sested in each end of a fluorescent lamp is a coil of finely drawn tungsten. These coils 
are coated with a special material which emits billions of electrons. The electrons 


bombard the mercury vapor . . . and also the coating on the coils. 


How long and efficiently the coils will function depends on how well the coating with- 


stands such bombardment. 


Persistent Westinghouse research has developed an electronic emission coating of 


YM 


extraordinary efficiency. Not only does it supply a high quota of many billions of 
electrons per second, but it also is extremely tough, thus gaining capacity to stand up in 


service, giving hour after hour of efficient light. 


That’s why it pays to recommend Westinghouse Fluorescent Lamps for every fluorescent 
lighting plan or installation. Supplies are available now for essential war 
lightin 


g, and to a limited extent for essential civilian use. Westinghouse Electric & 


Manufacturing Co., Bloomfield, New Jersey. 





WOR} | HELP SHORTEN THE WAR...BUY MORE BONDS THAN BEFORE! 
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all- purpose numbers 


A R ROW for flush or surface work 


These popular types of Convenience Outlets (4” also supplied ); No. 1911—Single, side- 





are available in brown and white “‘Ivorylite”’ wired, Bakelite; No. 1913—Duplex, side- 
plastics, as good in looks as they are good _—wired, Bakelight; No. 1913-I1— Duplex, 
in quality. T-slot, with double side-contacts, | side-wired, Ivorylight; No 7725-B—Du- 
self-adjusting. . plex (4 Screws) top-wired, Bakelite. Just 


: . : the group you need for carrying-on. 
No. 7724—Single, top- wired, Bakelite; No. & PY ys 





8264— Duplex, with 314” outlet box cover ARROW ELECTRIC DIVISION 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD. CONN. U.S.A 
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Your Third War-Time Convention 
IN ?P R INT In presenting this, the Third War- 


Time Convention IN PRINT we repeat what we 
said last year, namely, that black type on white paper 
never can, nor ever will, supplant a real old-fashioned 
convention. 


The hearty handshakes, the banter and laughter, the 
man-to-man and eye-to-eye ta!ks, the cross-the-table 
arguments and discussions, the actual rubb'ng shoul- 
ders with the crowd, the clashing or meeting of minds 
on the floor of the convention or in the committee 
meetings, all those big and l'ttle factors combine to 
make a real convention the living, valuable, enjoyable 
and instructive experience that it really is. There is 
no satisfactory substitute for actual contact with other 
human beings. 

That be’ng the case, a convention IN PRINT can 
do no moré than supply the audience with some of 
the information, data, facts and opinions that might 
have been presented at a real convention, and that 
we believe has been done in this, WHOLESALER’S 
SALESMAN’S Third War-Time Convention IN PRINT 
issue. 

As a matter of fact, we doubt whether the “speeches” 
herein “delivered” could have been crowded into a 
full week of 3-sessions-per-day conventioning, and we 
know very well that many of those whose “‘speeches” 
we are “delivering” here to the entire industry would 
not have been able to make their personal appearance 
at a real convention. 

We believe sincerely that every “speech” that we 
have the privilege of “delivering” for its author in 
this issue is very much worth reading and studying. 
You will find genuine help and guidance, many timely 
warnings, much valuable advice contained in the pages 
that follow. 

Meanwhile let each of us hope and pray that a 
year hence the successes of our armed forces will be 
so complete or at least that victory over all of our 
enemies will be so nearly completed that a real con- 
vention can be held once more. 

This industry of ours is in itself so dynamic, and 
the post-war period will generate so many strange, 
baffling and perplexing problems, that more than ever 


October 1944-— WHOLESALER’S SALESMAN 





before the interests of the wholesalers and those of 
the manufacturers as well will best be served, if the 
practice of ho!d’ng two national conventions per year 
is resumed just as quickly as possible. 

We hope that it will be many years hence before the 
electrical industry as such and with it the who esaling 
branch will resign itse'f to such a state of static inertia 
as the abandonment of the traditional two-a-year 
convent on schedule would imply. 


* 
Smart Wholesaler We read of a Canad an drug 


wholesaler, who has just completed supervising the 
remodeling and modernizing of his 100th customer’s 
drug store. 

Said the wholesaler: “It is part of our service and 
a most happy one for both, the druggist and us. It 
makes a better druggist out of him, increases his busi- 
ness and so he buys more from us.” 

It’s as simple as that. Yet we wonder how many 
electrical wholesalers have thought of giving that 
sort of sales-building service to their contractor 
dealer customers. 

If you are doing it, please write us about it. 


* 
Watch Out For “Gentleman” Racketeers 


Recently the newspapers carried the report of a court 
trial at which a notorious racketeer testified how he 
was doing a landoffice business in selling surplus 
goods bought from the government. 
doing business under an impress:ve and stable sound 
ing “company” name, neither the government nor the 
customers knew that they were dealing with a 
racketeer. He had been selling goods to a large 
municipality at higher-than-ceil‘ng prices and at a 
big profit and brazenly admitted that it was a good 
racket to be in. 

With many billion dollars worth of surplus goods 
to dispose of we must expect that despite all that 
the government and industry can do, this type of 
racketeering will go on for many years while the 
legitimate business concerns, that have to make a 
living out of selling the same type of goods, may have 
hard sledding. 

However, reading of this instance of 
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comer felt! 


Every electrical wholesaler will 
benefit from Anaconda’s national 
advertising campaign 


ANACONDA’S advertising campaign 
is aimed at creating a sounder basis 
for your postwar business. It urges 
postwar planners to allow extra ca- 
pacity in wiring plans. Naturally, 
this will induce a bigger market 
for everything you sell—wire, serv- 
ice equipment, ranges, appliances. 

Don’t overlook the opportunity 
to tie in with this special campaign. 
Plan now to get a maximum share 
of postwar electrical markets. Link 
your Own promotion to your local 
adequate wiring bureau activities 
and Anaconda’s basic advertising 
theme: It’s always wiser to Wire 


Ahead! 14263 


BUY MORE WAR BONDS 


Ze’ ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... Sales Offices in Principal Cities 
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In postwar planning... 
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@ Full pages like these, in color, appear regularly each month 
in Time, Newsweek, Business Week and leading industrial 
publications read by America’s foremost postwar planners. 
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racketeering, we were reminded that wholesalers as 
well as manufacturers will have to be on guard against 
another type of racketeer or business vulture. Where 
the former is brazen and bold the latter is soft-spoken, 
smooth, oily and slippery like an eel. We refer to 
legal “adjusters” of accounts owed by concerns that 
had war contracts with the government. 

Our personal experience with several members of 
that ilk in the period following World War I, prompts 
us to put our readers on guard at this time when con- 
ditions will unquestionably generate a new and vastly 
larger crop of the same stripe. 

These “gentleman” racketeers, mostly with legal 
training, look for the‘r “clients” chiefly among manu- 
facturers who have had war-end cancellations of con- 
tracts. They concentrate particularly on war-born 
plants or concerns that were small before and grew 
big through war orders. In other words they go to 
concerns that have no real pre-war reputation to 
protect. 

They time their proposal when the owners or 
operators are most vulnerable—when, with no busi- 
ness on hand and a big factory facing possible idle- 
ness, those fellows are wondering how to br-dge over 
until they can get going on some peace-time products. 

The proposition that these “gentleman” racketeers 
offer is quite simple. They will take over the settling 
of all the accounts that the war-contractor owes to 
his many creditors and “settle” them for a fee plus 
a percentage of the money they “save” by their 
method of settlement. If their proposition is accepted, 
one of the “gentleman” is made “assistant” to some- 
body or other and operates right in the office of the 
concern or he is made “attorney” and operates from 
his own office, or he will simply be introduced as the 
“negotiator.” 

Then, as requests for payments of accounts come 
in, they are routed to the racketeer and he goes to 
“work.” Small accounts are generally taken care of 
in full because it is well known that small creditors 
can be the most troublesome. The bigger the account 
is, the more careful the campaign is prepared for 
fleecing the creditor. 

First there are various excuses for not paying up, 
such as: Some of the final deliveries were not yet 
“accepted.” Or the government is holding up pay- 
ment for this or that reason. The office girl or sec- 
retary of the “gentleman” racketeer may even talk 
about trips to Washington or conferences with Major 
So and So or Captain X, and there may be hints about 
“rejections.” 

All that stuff is nothing more or less than “‘soften- 
ing up” the creditor for the kill. 

When the process of stalling has gone far enough 
in the judgment of the “gentleman” negotiator, he 
proposes a “settlement”—‘to save you time and 
money, you know.” That settlement may range all 
the way from 50 percent to 10 percent of the amount 
due, depending on what he thinks he can get away 
with. 

If the creditor does not “bite” the first time, the 
wearing-him-down process is continued until finally 
in desperation he takes what he can get. We have 
known of cases where these “gentleman” racketeers 


ss 
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cleaned up young fortunes, on accounts payable lists, 
that ran into six figures. 

The Antidote: We were fortunate enough to catch 
up with one of those “gentleman” racketeers early in 
1919 when his sudden appearance on the scene as 
“assistant” treasurer of a war-baby concern aroused 
our curiosity to a point where we decided to do some 
“gum shoe” work which finally resulted in our dis- 
covering the reasons for his presence. Knowing his 
game we simply stood pat, refused any settlement and 
finally we were paid off in full. 

Many other similar cases followed—some easy, 
some more difficult. In one case, involving nearly 
$10,000, we told Mr. Negotiator that we would sit in 
his office until we received a certified check in full or 
that, not hearing from us by two o’clock that day, 
three other creditors would file a petition in bank- 
ruptcy. That worked because they sure don’t want 
bankruptcy proceedings started against their clients. 
In every case, where we found that a “gentleman” 
racketeer had appeared on the scene of a debtor con- 
cern, we personally “took over” from our credit man- 
ager and in each case, but one, we got paid in full. 
That one went bankrupt. 

The Moral: Watch out for “Gentleman” rack- 
teers and when you catch up with one—stand pat on 
getting 100 cents on the dollar. Don’t let them play 
you for a sucker. 


* 
Get Set for This: It is estimated that within 


not over 6 days after the fighting stops in Europe 
approximately 3,000,000 war workers will be released. 
All in all the incomes of probably 9,000,000 war 
workers will be affected to a greater or lesser degree 
by the fall of Germany. 

Private industry will have the task of speeding up 
reconversion to peace-time production so that those 
millions of idle workers can be put back to work. In 
that process it will need the full cooperation of every 
electrical wholesaler so that electrical materials will 
be gotten to the job and into the works with least 
possible delay. In other words it will be 1941 and 
early 1942 all over again with speedy and efficient 
wholesaler’s service at least equally imperative. 

We are confident that to the reconversion period 
our industry will make as glorious a contribution of 
efficient service as it did during conversion. 


EDITOR 
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Moke the Benjamin Trademark Your Guide 
to Better Lighting for Today and Tomorrow 
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NLESS your plant requires no re-conversion and has been newly 

built or completely re-lighted during the last three years ac- 
cording to today’s higher standards, you will soon be considering 
lighting recommendations and the specification of the best possible 
lighting equipment to meet today’s and tomorrow's needs. 


Naturally, you will want to specify lighting equipment which 
assures you the best possible lighting of the seeing tasks and, also, 
the lowest ultimate cost on your investment in terms of lighting 
efficiency, equipment life and maintenance expense. 


When you make the Benjamin trademark your guide, you are as- 
sured of obtaining such equipment. This trademark is your assur- 
ance of lighting units that comply with all recognized illumination, 
electrical and mechanical standards and applicable RLM specifications. 
It is your assurance of: 


—reflectors scientifically designed to insure 
the proper control and direction of light. 





—highest reflection factors and light output to 
insure obtaining all the light you pay for. 


—proper lamp shielding to minimize glare. 


—an extra safety factor of durability which assures 
long fixture life and minimum maintenance and re- 
placement costs; durability which has earned Benjamin 
units the reputation for being “built like battleships”. 


—equipment that is guaranteed against defects in 
material and workmanship. 


Without cost or obligation on your part, let us place your name 
and the names of your associates on our list of those to receive the 
various Benjamin bulletins and other data to be made available 
during the next few months. These will be helpful to you in making 
a study of your lighting and in planning needed improvements. 
Just write Benjamin Electric Mfg. Co., Dept.GG, Des Plaines, 
Illinois and ask for Benjamin Re-Lighting Service Data. 


Lighting Egucpucenl 


Distributed Exclusively Through Electrical Wholesolers 
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THE CRYSTAL BALL IS 
 p-p-popping I 


Survey figures prove that tomorrow’s building construction — instead of just “getting 
back” to a before-the-war level — is going to be far above it! 

A survey in 37 states leads to a confident prediction that postwar CONSTRUCTION 
ALONE will average 99% MORE than the total of the United States during the period 
1930-1939. 

And that doesn’t include the factor of reconversion to peacetime production—mean- 
ing revamping electrical installations in existing industrial plants, rearranging wiring, 
putting in NEW panelboards, fuses and associated material. Not to mention the third big 
job of taking care of long-put-off maintenance renewals of war-worn electrical equipment. 

In short, it all adds up to the fact that the future SALES possibilities for MODERN 
FUSES and fusible equipment will be FAR GREATER than existed before the war. 

YES SIR— What makes the picture glow even brighter is the fact that BUSS is ready with fuses 
TO TOP IT ALL... of proven quality and positive, tested performance that will meet the conditions of post- 


' war design with unmatched safety and efficiency. 





Wher the man in the street talks about “post- 
war” he’s apt to think about fantastic designs in streamline automobiles, heli- 
copters, light and heat without wires, television and what not. 

The sober fact is that “there ain’t going to be no such animal” for quite a 
while yet. Good standard products will go right on being used in substantially 
their present form, providing they fit in with modern designs and requirements. 

And that’s the very crux of the whole situation as regards BUSS Fuses, Fuse- 
trons and Fustats! Because BUSS Products have already been modernized — al- 
ready improved to meet the exacting standards of today —and tomorrow. 

BUSS Products will NOT have to be “reconverted” or altered. The distrib- 
utor will not be faced with any problems of changed designs, and similar 


complications. 









































You'll simply go on tomorrow, as you have in the 
past, selling PROTECTION AGAINST NEEDLESS 
SHUTDOWNS — for BUSS Fuses are “made to pro- 
tect not to blow.” 

You'll simply SUPPLY the growing demand for 
the Fuses with the TIME-LAG . . . i. e. meaning that 
BUSS Fuses DON’T just blow the instant a harmless 
momentary overload occurs, but DO let go in the 
event of DANGEROUS overloads or short-circuits. 

That’s the whole story in a paragraph. The tech- 
nical details are known well. The thing that interests 
you from the Sales Angle is that you can sell cutower 109 
PREVENTION of useless shutdowns by means of 
Fuses that average as long a service life as the panel- 
boards or switches on which they're used! 

This then is the story—an assured BETTER- 
THAN-EVER-BEFORE DEMAND for fuses for new 
construction, reconversion and maintenance, plus 
Underwriters’ approved and Industry-approved Fuses 
that without reconversion, will match the advanced 
designs in tomorrow's electrical equipment and render 
PROTECTION to production . . . because they don’t 
blow needlessly. Can you think of anything to better 


THAT combination? 









BUSS FUSETRONS — 0 to 600 Ampere 


A Fuse built on « new principle-- 
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. «THESE BULLETINS WILL MAKE EVERYTHING 


ecy Stal CLEAR 


If by any chance you have any potential fuse customers who need to be RECONVERTED 
to the qualities of, and the protection rendered by, BUSS Fuses—refer to these bulletins in 
your binder. 

To assist the wholesaler and his salesman, every BUSS bulletin is designed to give a 
briefed-up sales presentation on the particular type of BUSS Fuse it describes. 

More than details of construction are given. These details are interpreted into USER 
BENEFITS. 

Like BUSS Fuses themselves, BUSS bulletins and other sales aids are designed to be of 
real service to the USER. 

That’s why BUSS Fuses have always been the PROFIT LINE—and why the Wholesaler 
handling BUSS Fuses can look forward to postwar fuse selling with confidence that he will 
be able to get and hold profitable fuse business. 

The main thing is not to let words, “postwar” and “reconversion” and the like, disturb 
you. They all boil down to getting back where we were before the war—PLUS the possi- 
bilities of the pent up demand for fuses that has been building up since the war began. 
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Coordination of Post-War Planning 


By 0. Fred. Rost 


Editor 


ITH our country engaged in fighting a global 

war, with the hardest battles still to come, but 

confident of ultimate complete victory, it is no 
more than sound practice for various groups and 
associations in industry to undertake planning for 
the time when we no longer need to address all our 
thought and effort to the winning of the war. 

Obviously the strains and stresses of adjusting our 
economy, our businesses, our lives, to a peace basis 
will be lessened and the scars of the war effort 
will heal more quickly, if the forward planning that 
can now be done, ts done NOW. 

Among our country’s leading industries the elec- 
trical industry is unique, in that it is composed of 
four great branches, each independently performing 
separate and distinct and wholly indispensable func- 
tions, yet all interdependent because it is the applica- 
tion of electric current to thousands of different tasks 
in industry, commerce and the home, that gives 
them life. 


* * * 


Our electric utility companies have done an out- 
standing job in the war-effort in building up their 
generating capacities and distribution systems to carry 
record breaking loads on twenty-four hour schedules. 
They have kept the wheels of our thousands of war 
production plants turning throughout the country, 
without seriously curtailing the demands for current 
made by civilian industries, commerce and the home. 

As their war-time load slackens, those utility com- 
panies will need the combined efforts and enthusiastic 
cooperation of the three other branches of the indus- 
try to create as quickly as possible new demands for 
current in civilian production, trade and the home 
so as to prevent a too serious drop in current con- 
sumption and resulting sharp decreases in revenue. 


* * * 


The manufacturers of electrical apparatus, wiring 
materials and appliances have performed miracles in 
gearing their plants to, and amply meeting the needs 
of war. They put aside all thought of domestic or 
peace-time markets and wholeheartedly devoted them- 
selves and their talents, their research organizations, 
their facilities and personnel, to the demands of our 
armed services. 

They too will need the most complete cooperation 
of all the other branches of the industry if the ex- 
pected demands for housing, for wiring materials, for 
appliances are to he met as promptly as conditions 


permit, and if they are to maintain employment 1 
their factories at anything approaching war-tin 
levels. 

* * * 

The electrical wholesalers have achieved an enviabl: 
record of service to war industry and are today more 
firmly established than ever before as an essential link 
in the chain of distribution of electrical products fron 
manufacturer to final user. 

They can maintain their organizations and estab 
lishments properly only so long as electric current 
is used more freely than ever before and then only to 
the extent that new installations for its use and new 
applications create demand for the supplies and appli 
ances that clear through their warehouses. 


* * * 


Those in the contractor-dealer branch, who spe- 
cialized in appliance merchandising have experienced 
lean days since manufacture of various appliances 
was stopped and they will welcome and support any 
concerted effort toward organizing nationally and 
locally for resumption of the flow of products, par 
ticularly appliances, that will enable them to restor< 
their depleted stocks, refurbish their merchandising 
establishments and rebuild their sales organizations, 
so as to be ready for the rush of consumer buying, 
that every recognized authority confidently expects to 
commence soon after suitable merchandise begins to 
be available. 

The electrical contractors of the country have met 
every demand made upon them, during the war. The) 
are intensely interested in having future planning now, 
so that they can get ready for employing the largest 
possible number of journeymen and technicians i 
meeting the demands that reconversion, civilian in 
dustry and the anticipated huge building boom wil! 
make upon them. 

They want to use and install those thousands oi 
products that electrical manufacturers will want t 
make and wholesalers want to sell and — without 
which new installations the utilities cannot hope t 
build load from peace-time sources to offset the los 
of war-time demands. 


* * * 


Actually the four branches of the electrical industr 
might be likened to the status of “Four Men in a Boat’ 
and certainly it does not take a crystal gazer to pre 
dict that under any and all circumstances four met 
in a boat, will go farther and faster if they all pul 
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In the Klectrical Industry 


together, than if each sets his own course and pulls 
ts own particular way. 

What, therefore, could be better for the industry 
than having some of its future planning done by a 
cooperative group, say an Electrical Industry Plan- 
ning Committee, on which each branch of the indus- 
ry would have equal representation. 

The idea of having such a cooperative group in this 
industry is neither new nor untried. 

During more than 15 of the most critical market- 
building years’in the history of the industry the 
Society for Electrical Development functioned as a 
cooperative effort. It contributed materially to the 
idvancement of all electrical interests, and through 
ts various sales building activities under the slogan 
“Do It Electrically” it paid substantial dividends to 
ill who gave it financial support or shared in its work. 
That the society succumbed was not through failure 
r weaknesses in the plan but was due to other causes 
which need not be recited here. 

In recent years the entire industry has benefited 
from important activities, such as the Better Light- 
better Sight Campaign, and the Adequate Wiring 
bureau, both again carried forward with the active 
support and cooperation of all branches. 

Representing one of our country’s great industries 


, 


we in the electrical industry face the grave responsi- 





bility of providing during the reconversion and post- 
war periods employment not merely for those millions 
of men and women, who during the war emergency 
learned to depend upon us for their jobs. 

We must also find employment for those hundreds 
of thousands of men, now in our armed forces, who 
will expect us to give them jobs as they are being 
mustered out. Unless we get ready to carry our full 
load of employment, as other industries are now plan 
ning to do, the expected great upswing in peace-time 
business may not materialize. 

To provide employment for all who have a right 
to expect it from us, presents a problem of staggering 
proportions. It imposes a job of selling motors and 
transformers, wire and cable, wiring devices and con 
trol apparatus, lamps and lighting equipment, appli 
ances and farm equipment, such as our industry has 
never faced before. 

We have the equipment, the experience, the man 
power and the talents to do that sales job, but we 
can do it in the most efficient manner and gain the 
utmost in effectiveness only if, like “Four Men in 
a Boat” cooperating each with the other, we decide 
to chart our joint course together and pull together. 
That’s why we need Coordinated Planning for the 
lectrical Industry. 

Let’s Go! 
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President John L. Busey 
Addresses 3rd War-Lime 
Convention IN PRINT 











CTOBER is the month in which it has long 

been the custom of this Association to hold 

a Fall convention and this, I believe, is now 
the third occasion or year when we have found 
it advisable and, in fact, necessary, to abandon 
plans for the Fall convention, and in lieu of the 
convention, have held a Fall meeting of the 
Executive Committee. We have been fortunate 
in that we have been able to hold a Spring con- 
vention each year, and it is surely to be hoped that 
we may look forward to a Spring convention 
next April. Possibly conditions will be such that 
we may again hold a convention in the Fall of 
1945. 

Actually, it seems that there never has been 
a time when we were confronted with more or 
greater problems than today, and when a general 
convention this October would be more desirable 
where we could discuss and confer with one 
another on these problems; yet certainly not one 
of us would wish to hold such a convention this 
all if in doing so we would in any way slow up 
the progress of winning the war. 

The affairs of the Association seem to be 
progressing along proper lines; the Managing 
Director, Mr. Charles G. Pyle, and his staff at 
general headquarters are performing most effi- 
ciently ; the Management Committee have had two 
meetings in the General Office of the Associa- 
tion in New York since the April convention, 
and assembled again the latter part of September. 
Then the Executive Committee will meet in 
October, together with the Management Com- 
mittee. The constructive effort, hard work and 
time contributed by these gentlemen should be, 





and I am sure, are appreciated by every mem 
ber of our Association. 

A year ago at this time, I was asked to con 
tribute an article for publication in the “Second 
War-Time Convention JN PRINT,” and now 
being called upon as President of the National 
Electrical Wholesalers Association to contribute 
again for use in the “Third War-Time Conven 
tion JN PRINT,” I have just reviewed what 
I said in October 1943. The subject on that occa 
sion was “What’s Ahead for the Electrical Whole 
saler,” and it is only natural that each of us ar: 
giving that subject our constant thought. 

In that article, I stated that there seemed to 
be three separate periods ahead of us, viz., 

1—The “Duration” period. 

2—The “Transition” period, immediately fol 
lowing the end of hostilities. 

3—That period usually thought of and com 
monly referred to as “Post War.” 

Even though one year is passed, we are as 
of today continuing in the “Duration” period. 
but we are most assuredly and most rapidly) 
approaching the “Transition” period. 

[ certainly do not wish to inject here any 
prophecies, and it is not my intent to do so, but 11 
may well be that we will have progressed into 
the “Transition” period by the time you have 
read these words. 

The recently announced War Production Board 
reconversion plans, to go into effect at the time 
of the end of the war with Germany, are most 
encouraging. It seems to be indicated that the 
“Transition” period will be of shorter duratior 
than we previously had any right to expect, and 
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John L. Busey—President, National Electrical Wholesalers Association; 
President, General Electric Supply Corporation 


that volume production of civilian products and 
goods will be forthcoming at an earlier date and 
perhaps in larger quantities than we have an- 
ticipated, all of which will be to the good, be 
cause it will make for more jobs for more people, 
and partly make up for the slack of employment 
caused by the cancellation of war contracts. 

It may well be a matter of only a relatively 
short time when the sellers’ market will develop 
into a buyers’ market, or, in other words, when 
we will have arrived in a_ period commonly 
thought of as “Post War.” 

| am sure no one would ever think of me as a 
pessimist, and | actually am an optimist, yet I do 
not go along with some of the thoughts and ideas 
vou hear and read concerning the vast business 
volume supposed to be forthcoming. I do not 
believe that the public is generally going to cash 
their defense and war bonds, withdraw their sav- 
ngs accounts, or dig down in the old sock and 


rush in to buy everything and anything avail 
able. I think building costs for the next several 
years may be so high that the “One Million 
Homes Annually” and other somewhat fantastic 
post-war figures are over-estimated. 

I do believe that our industry will have good 
business beginning soon after peace is declared 
and continuing for a number of vears, but I do 
not think we will have any “bonanza.” I am cet 
tain that not one of us will expect to ever get 
something for nothing. We will have to work 
hard and efficiently to retain our place in_ the 
sun, and | am sure that every member in ou 
\ssociation proposes to do just that. 

Yes, the electrical wholesaler is continuing in 
business—he has served the war program eff 
ciently and well—he has been most ingenious in 
developing this efficiency under most trying cir 
cumstances, and will steadily become an even 
more important factor in the electrical industry 
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ow Wholesalers Gan Take a Hand 


n The Battle of Surplus Mountain’ 


Full cooperation by individual wholesalers and the asso- 





RITISIL Tommniues are “hang 
ing their wash on the Siegfried 
as their famous march- 
Yank GI’s 
holes in 
Schickel- 
the thou- 
sands, “softie Gl 
Joe” to be a very tough customer, 


Line,” 
ing song prophesied. 
are punching gaping 


vaunted Reich defenses. 


gruber’s supermen, by 


are finding that 


Too tough altogether for 
The 
volk” are discovering too late, that 
instead of ‘Deutschland uber alles” 
the allies are all over Deutschland. 
Germany’s complete military de 
feat is but Such 
is the gratifying picture as I write 


indeed. 


the goosesleppers. “herren 


a matter of time. 


reaches 
Nazidom 
may already be history. The book 
unfortunately. 


this article. By the time it 


you in print the end of 
doesn’t end there, 
No, indeed, the war is by no means 
won. Many of our young men will 
still have to be killed and maimed 
in the Pacific before “cease firing” 
is sounded. 

Even then, tremendous tasks will 
Rehabilitation, re 
conversion, and disposal of war cre 


face our peo le. 


ated surpluses are three of the stag- 
which must be 
Wrong answers 
contemplated. 


gering problems 
solved correctly 
are not even to be 
[oo many have paid too much for 
the home front to muff these ques 
0 f them, at 


that a 


one of 
feel 


tions. So tar as 


least, is concerned | 
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harmful policies and prevent casualties in the ranks 
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good beginning has been made by 
both government and business. | 
refer to the problem of disposing 
of the surplus goods amassed dur- 
ing the war effort. 

At the outset there is a universal 
consciousness of the size of that 
problem. No one minimizes its 
portents. All realize the potential 
economic disaster that any inequi- 
table method of distributing these 


surpluses would bring. The dis- 
posal of World War I surpluses 
demonstrated that; and those sur- 


pluses were trivial (as large as they 
were) compared with the mountain 
of surpluses the European and the 
Pacific theaters of World War II 
will leave as their aftermath. 
\ctually, this is not a problem to 
be faced in the future. In 
of the imminence of Germany’s de 
feat it Doubt 
less, upon the end of the German 
phase enormous surplus quantities 
of goods will be available for dis 
The Government must clear 


view 


is before us now. 


posal. 
plants making war goods within 60 
days, under the law. Obviously, 
abrupt contract terminations will re- 
sult from the ending of the Euro- 
pean campaign. 

The Army and the Navy are pre 
pared with workable contract termi 
nation plans. They are, in fact, 
operating under them now. All ac- 
these operations which 
no basic ob 


counts of 
| have heard 
jections to the way these negotia- 
tions work out. The procedure is 
business-like and is conducted along 


reveal 


the “give and take” lines, common 


to business negotiations of this 
character. 
“Contract termination” does re 


sult in disposal of a certain amount 
of surplus goods. The total 
such disposals have reached, or will 
reach in future negotiations can not 
be reported now. It is pretty much 
beyond dispute however, that bil 
lions of dollars worth of goods will 
be available for sale, under the 
finally adopted program of organ 
ized surplus goods disposal and after 


Sul 


contract . termination negotiations 
are concluded. 

\s it that 
particular point that the problem 
assumes its most serious and pro- 
vocative aspects. Here we shall 
be, with enormous reconversion 
tasks to be done, with multitudes 
of war workers to be put back to 
“civilian” work, with millions of 
War weary servicemen to be em- 
ployed, with a pent up civilian de- 
mand of grand proportions, with 


seems to me, it is at 


enormous purchasing power avail 
able (to judge by accumulated sav 
ings and war bond purchases), and 
with a veritable mountain of war 
created surpluses of many kinds of 
goods adaptable to civilian use which 
demands disposal. The 
the problem are staggering, almost 
comprehension. Sut 


factors in 


beyond our 
\merica has faced staggering situa 
tions before and has overcome them 
successfully. An excellent example 
is the war itself. 

The Axis is licked because every 
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effort has been, and still is, united 
and coordinated in waging the war 
against it. Much the same attitude 
is required if we are to whittle 
down our mountain of surplus goods 
without disastrous effect on our na 
tional economy. In its own way, 
the surplus goods disposal prob- 
lem is a major battle of the war 
too, and one of great magnitude. 
How it is fought will vitally con 
cern every one of us whether we 
be employer, employee, consumer or 
government itself. 

A gratifying prospect of success 
in this battle against surpluses is 
evident from Washington’s con- 
structive attitude toward it. Be- 
yond the plans of the Army and 
Navy, already referred to, the U.S. 
Treasury Department looms very 
important in the program for gov 
ernment control. Business can look 
hopefully in that direction accord 
ing to developments so far publi 
cized. 

Three significant top appoint 
ments have been announced, namely, 
Mr. E. L. Olrich, as Assistant to 
the Secretary of Treasury, in 
charge of Treasury’s Office of Sur- 
plus Property; W. L. Clayton,* 
as Surplus War Property Adminis- 
trator; and Mr. Homer Hilton as 
Director of General Properties Di 
vision. In such competent hands 
business can be confident about a 
studied and well organized attack 


*Since this article was written, Wm. L. Clayton 
resigned his post as Surplus War Property Ad- 
mimistrator. EDITOR. 


being made upon our mountainous 
surplus. 

As we all know, the very term 
well organized attack—presumes 
complete cooperation by all com 
ponents of the attacking force. 
Therefore, inasmuch as the entire 
national economy is involved in this 
all out battle against a very dan- 
gerous economic foe, it behooves all 
elements to cooperate with the 
strategists selected to organize and 
direct our attack—i.e., Messrs. Ol 
rich, Clayton and Hilton. Unity in 
that regard is of the essence. It is 
almost inevitable that, as the in- 
tensity of the battle increases, some 
casualties will result. Lack of such 
unity will multiply casualty lists 
horribly. 

\s an industry, our immediate 
and natural concern is how the 
forces of electrical goods distribu- 
tion will be deplored in this great 
economic struggle. Well, our stra- 
tegists have declared frankly that 
they plan to keep those forces in- 
tact. The long established channels 
of distribution are the principal as- 
satlt forces our Washington chiefs 
claim to be counting on most heavil\ 
in their coordinated advance against 
this economic obstacle. 

Some details of their strategy of 
advance have already been revealed 
to us. Surplus electrical goods, in 
the classifications of appliances, ap- 
paratus and supplies, are assigned 
for disposal to the General Prop- 
erties Division, Office of Surplus 
Properties, Procurement Division of 
the Treasury Department, under the 
Directorship of Mr. Homer Hilton. 
Electrical goods surpluses will prob- 
ably be enormous, yet they are but 
one group of many to be disposed 
of by this division. The enormity 
of their job is clearly evident. 

Cooperation on the part of in 
dustry will go a long way toward 
minimizing the possibility of costly 
error in performing that job. When 
industries, or individuals may be 
invited to assist the Treasury De- 
partment, which already has hap- 
pened, the response should be favor- 
able, prompt, and in the interest of 
the country’s economy as a whole. 
Such reaction, as I view it, is con- 
structive cooperation. 

The disposal of surplus electrical 
goods is a problem which electrical 
wholesalers can help to solve. Of 
course they alone cannot solve it, 
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but I repeat—they can help. They 
have vast experience behind them. 
Their experience should be made 
unconditionally 
\Vashington leaders. 


available to our 


Still another means of coopera 
tion is open. The National Elec- 
trical Wholesalers Association has 
a Surplus Materials Committee. Its 
function is to keep in close touch 
with the developments in surplus 
war goods disposal. This Com- 
mittee will welcome constructive 
suggestions from anyone in the in 
dustry and will consider them care 
fully with the objective of trans 
mitting any helpful ideas to the 
proper Washington 
study. 

The Surplus War Property Ad- 
ministration is intently studying 
various systems of distribution in 


officials for 


its effort to avoid, or at least mini 
mize economic dislocations in carry 
ing out the disposal program. No 
announcements of definitely adopted 
policies have yet been made and 
they seem likely to be delayed un 
til the three man surplus property 
board, just recently created by Con 
vress, begins functioning. How 
ever, here is encouraging evidence 
of the understanding 
charged with making battle plans 
It should be 
equally evident that whatever fac 


leadership 
and shaping strategy. 


tual information and constructive 
ideas industry itself can contribute 
Washington 
should be given now, when plans 


to these leaders in 


are being formulated. 

Once this battle is joined, things 
will happen fast. Some imperfec 
tions in planning perhaps may de 
velop. These can be held to a low 
percentage of the total effort how 
ever. if everyone cooperates now 
and after the attack begins. Co 
operation, it 1s well to remember, 
does not consist simply of com 
plaints. Rather, complaints, when 
made should be accompanied by an 
offsetting suggestion to correct o1 
improve the imperfections against 
which complaints are lodged. With 
industry cooperating in that manner 
and Washington leadership contin 
uing along the sound strategic lines 
such as appear to have been estab 
lished in the initial operations, the 
final outcome of the “Battle of 
Surplus Mountain” looks very fa 
vorable for the forces of economic 
law and order. 














HESE are fast 


moving times. 

When one thinks back to the 

Thirty-Sixth Annual Convention 
and War Conference of the National 
Klectrical Wholesalers’ Association in 
(Chicago on April 21st and 22nd, it 
seems impossible to realize that but 
five months have elapsed. At that 
time the “Second Front” was still in 
the making and a “Third Front” was 
unthought of. Your problems, and 
the problems of all other businessmen 
devoting their every effort to the war, 
were those of best to cooperate 
with governmental agencies in Wash- 
ington in the war effort. 

Today, as I write, the “Second” 
and “Third” fronts are consolidated 
and the Allied Armies are invading 
Germany proper from the east and 
Your efforts and the efforts of 
all other 


how 


west. 
businessmen have proved 
worthy and have contributed greatly 
to the magnificent successes of our 
armies in Europe. 
Washington is 
cussing bills relating to the disposal of 
surplus property, bills relating to r 
conversion after the war, methods and 
procedures for contract termination. It 
it all of the Allied nations 
will soon be able to turn their efforts 
to the Far East where Japan must be 
utterly defeated before there is any 
chance of a lasting peace in the world. 
Congress, before it recessed until 
after election, passed two bills of vast 
interest to all business. These meas- 


Today busy dis- 


seems as 
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Reviewing Legal Aspects of 


Reconversion. Terminations. 


An up-to-the minute review of legal problems, legislation, gov- 


ernment orders and regulations that will affect the wholesaler’s 


activity and demand his attention in the transitional period ahead 





ures are now before the President for 
approval, and, I believe will have be- 
come law before this appears 
in print. They are: The Surplus 
Property Act of 1944 and the War 
Mobilization and Reconversion Act 


of 1944.* 


article 


Surplus Property Act of 1944 


One of the most discussed subjects 
in Washington for the past two 
months has been that of the orderly 
disposal of surplus property created 
by the tremendous productive capacity 
of American business. It has 
recognized that merely to “dump” such 
surpluses on an economy already 
strained to the breaking point in the 
war effort would seriously effect the 
internal economy of the country. The 
purposes of the Act now before the 
President are many but the principal 
ones are: to give maximum aid in the 
re-establishment of a peacetime eco- 
nomy of free independent private 
enterprise; to facilitate the transition 
of enterprises from war-time to peace- 
time production; to preserve the com- 
petitive position of small business con- 
cerns in an economy of free enter- 
prise; to assure the sale of surplus 
property in such quantities and on 
such terms as will discourage disposal 
to speculators; to foster wide distribu- 
tion of surplus commodities to con 
sumers at fair prices; to utilize normal 
channels of trade and commerce to 
the extent consistent with efficient and 
economic distribution ; to prevent inso- 
far as possible unusual and excessive 
profits being made out of surplus 
property; finally, to obtain for the 
Government as nearly as possible the 
fair value of surplus property upon 
its disposition. 

The act would establish a Surplus 


been 


Property Board composed of 3 mem- 
bers, appointed by the President, by 
and with the and 
the Senate to serve for a period of 


advice consent of 
The President would desig- 
nate one of the members of the 
as Chairman. The Board would have 
general supervision and direction over 


2 years. 


Soard 


the care and handling and disposition 
of surplus property and the transfer of 
surplus property between Government 
agencies. 

Each owning would 
the duty and responsibility continuous- 
ly to survey the property in its control, 
to determine which of such property 
is surplus. Each owning agency would 
promptly report to the Board on sur- 
plus property in its control. 

The Act provides for the disposal 
of surplus property to local govern- 
ments and non-profit institutions, for 
disposition in rural areas. 

The Act provides for cooperation 
between the Surplus Property Board 
and the Smaller War Plants Corpora- 
tion in order that regulations may be 
prescribed to prevent any discrimina- 
tion smaller business in the 
disposal and distribution and use of 
surplus properties. 

The authorized to name 
one or more government agencies to 
act as disposal agencies under the law. 
In exercising its authority the Board 
is required to assign surplus property 
for disposal by the fewest number of 
Government agencies practicable and, 
feasible to centralize in 
one disposal agency, responsibility for 
disposal of all property of the same 
type or class. 

It seems to me that while there are 


agency have 


against 


3oard is 


so far as is 


Since this article was written, both Acts have 
been signed by the President, making them law. 


EDITOR 
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various objections which can be made 
to the Act now before the President, 
Congress has done its best to provide 
for the disposal of surplus property in 
such a way as to effect as little as 
possible the normal channels of busi- 
ness. Your Association will, of 
course, follow any regulations issued 
under the Act so that the electrical 
wholesaling industry will be properly 
idvised of procedures with regard to 
the disposal of surplus property. 


Reconversion 


On September 7, 1944, James F. 
$yrnes, Director of War Mobilization, 
submitted a report to the President 
relating to the plans concerning re- 
conversion problems then in effect. 
Of most interest to business is the 
flat statement contained in his report 
that with the defeat of Germany, the 
requirements of the procurement 
agencies for materiel and supplies will 
be reduced by approximately 40 per 
cent. Mr. Byrnes states that with 
such reductions the need will, of 
course, remain to give full protection 
to the necessary war programs for the 
conduct of the war aginst Japan but 
advises that in so doing every oppor 
tunity will be provided to permit the 
resumption of maximum civilian pro 
duction without delay. 

Mr. Byrnes further states that to 
insure the utmost speed in recon 
version and to permit the prompt re 
sumption of civilian production, war 
controls now in existence will be re 
leased or modified to the fullest extent 
possible to permit manufacturers and 
businessmen a freedom in planning for 
the resumption of civilian production 
which will assure maximum speed. 

We are advised both by Mr. Byrnes 
and by the Acting Chairman of the 


War Production Board that upon the 
defeat of Germany the Controlled 
Materials Plan will be revoked, except 
that it will remain in effect for steel 
and copper during the remainder of 
the quarter in which the revocation is 
issued; furthermore, L & M orders 
will be revoked except for a few 
selected orders which must be retained 
as a mechanism for programming 
items which will continue in short 
supply. 

Mr. Byrnes states that with the de 
feat of Germany the necessity for 
existing manpower controls will large- 
ly cease and advises that such controls 
will be abandoned to facilitate the 
transfer of manpower from the cur- 
tailed war programs to civilian pro 
duction. He further advises that if 
because of such abandonment a loss 
of manpower in war production re 
sults, it will be necessary to restore 
such controls promptly. 

It is contemplated that with the de 
feat of Germany there will be a de- 
crease in the work week from 48 hours 
to 40 hours and finally it is thought 
that with the production of civilian 
goods which have not been produced 
during the war it will be possible, in 
order to stimulate prompt production, 
for the Office of Price Administration 
to establish general ceilings for such 
articles at a fixed percentage above 
the prices charged therefor before 
civilian production ceased. 

This report is of the utmost interest 
to businessmen since it contemplates 
a very real change in the atmosphere 
under which business is working afte1 
the defeat of Germany. I suggest, 
however, that you note that Mr. 
Byrnes has stressed throughout his 
report the fact that the war against 
Japan must be prosecuted with the 
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utmost vigor after the defeat of 
Germany. Therefore such relaxation 
of controls as is contemplated will 
necessarily be dependent upon the 
wholehearted cooperation of all busi- 
ness in the war effort against Japan. 
here is too great a tendency today to 
believe that the war will be over when 
Germany is defeated. If one looks at 
the cold hard facts, it becomes obvious 
that a vicious and perhaps long-lasting 
war remains to be won after victory 
in Europe. It is necessary that all 
businessmen, indeed all citizens of the 
United States, should realize this fact! 


War Mobilization and Reconversion 
Act of 1944 


This measure would establish an 
Ottice of War Mobilization and Re- 
conversion to be headed by a Director 
of War Mobilization and Reconversion. 

The following agencies, already 
created, would be placed within the 
Office of War Mobilization and Re 
conversion and would exercise their 
functions, subject to the general super- 
vision of its Director: Office of Con- 
tract Settlement, created by the Con 
tract Settlement Act of 1944; Surplus 
War Property Administration, created 
by Executive Order No. 9425 and 
Surplus Property Board created by the 
Surplus Property Act of 1944; Re- 


#« 





Admin 
Order 


and Retraining and Re-Em 


training and Re-Employment 


istration created by Executive 
No. 9427 
ployment Administration created by 
this measure. 

It would be thi duty of the director 
to formulate such plans as are neces 
sary to meet the problems arising out 
of the transition from to peace; 


to issue such orders and regulations 


War 


to executive agencies as may be neces- 
sary to exercise their powers in a way 
consistent with plans formulated by the 
director; to recommend to Congress 
appropriate legislation; to promote and 
assist in the development of demobili 
zation and plans; to 
secure studies and report from execu 


reconversion 


tive agencies in order to advise as to 
the simplification, consolidation or 
elimination of such executive agencies 
as have been established for the pur 
pose of war emergency; to study the 
present functions of various executive 
agencies in the manpower field and to 
report to the President and Congress, 
and to consult and with 
state and local governments and othe 
groups concerning 
out of transition 


cooperate 


problems 
from 


arising 
war to peace 
The Act creates an Advisory Board 
consisting of 12 members, all of whom 
represent the general public but 3 of 
whom shall have had experience in 
3 in matters re 
and 3 experience in 
The chairman of the 
\dvisory Board is to be one of the 3 


business management, 
lating to 
agriculture. 


labor 


remaining members. It is specifically 
provided that the War and Navy De 
shall not persons in 
the Armed Forces for the purpose ot 
preventing unemployment. 

\ll contracting agencies are to term 


partments retain 


inate prime contracts for 
duction 


war pro 
whenever such contracts are 
not needed for the prosecution of the 
war and are not to continue perform 
ance under such contracts merely for 
the purpose of providing business and 
employment, unless the Office of War 
Mobilization and Reconversion advises 
that the continuation of the work in 
process under any such contract will 
benefit the Government or is necessary 
to avoid substantial physical injury to 
a plant or property. 

\ll contracting agencies and execu 
tive agencies are to work to terminate 
war contracts in such wise as to in 
terminations with the ex 
initiation of production 
for either other war purposes or for 
non-war production. 


tegrate the 


pansion or 


There are specific provisions pro 


viding that when expansion or pro 
duction for non-war use is authorized 
or when available materials for pro 
duction may be allocated to non-war 
use, small plants and 


small business 
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shall be considered in connection with 
such resumption or allocation. The 
Director is required to consult with 
the Smaller War Plants Corporation 
to effectuate this result. 

The attorney general is specifically 
directed to make surveys for the pur 
pose of determining any factors which 
might tend to eliminate competition, 
create monopolies, 
otherwise 


injure small busi- 
ness or promote uninten- 
tional concentration of economic 
power during the period of transition 
from war to peace. The attorney 
general is required to submit reports 
to Congress in this connection. 

The Act creates a Retraining and Re- 
I:mployment Administration to have 
general supervision and direction of 
the activities of all executive agencies 
(except the Veterans Administration ) 
authorized by law to deal in retraining 
and re-employment, vocational educa- 
tion and rehabilitation. It is further 
advised to confer with existing state 
and local agencies in connection with 
such programs. 

The measure provides for the crea 
tion in the Unemployment Trust Fund 
of a Federal Unemployment Account 
from which advances may be made to 
State Unemployment Funds. 

lhe measure also provides that the 
Federal Works Administration admin 
istrator may make funds available in 
the form of advances to 
thereof for the 
purpose of planning the construction 
of public works (not 
housing ). 


loans or 
states and agencies 


including 


Reconversion and Anti-Trust Laws 


In August, the Department of 
Justice announced new arrangements 
with the War Production Board in 
order to clarify the application of the 
anti-trust laws to W.P.B. reconver- 
sion activities. The release consisted 
of the quotation of an exchange of 
letters between Attorney General 
Francis Biddle and Mr. John Lord 
O'Brian, general counsel of the 
W.P.B. 

In his letter dated July 5th, the at- 
torney advised: that consul- 
tation with the W.P.B. by members 
of industrial advisory committees in 
connection with industrial demobili- 
zation would not in and of itself 
constitute a violation of the anti-trust 
laws. He pointed out that mere con- 
sultation does not involve a determina- 
tion by 


general 


such committees of policies, 
the administration of programs or the 
formulation of problems which should 
be the responsibility of the W.P.B. 
He further stated that such consul- 
tations would not authorize the mem- 
bers of industry advisory committees 
to get together and reach an agreed 


position in anticipation of such 
consultations. 

On June 28th, John Lord O'Brian 
had written to the attorney general 
calling his attention to problems which 
will arise in connection with the re- 
adjustment and reconversion of busi 
ness units from war contracts to pro 
duction for civilian uses. He stated 
that in accomplishing the return to 
civilian production without disruption 
to the War Production program, it 
may be necessary for the W.P.B. 
to request cooperative action on the 
part of industry. He set forth the 
following as suggestive of the type of 
joint action plans which could present 
questions under the anti-trust laws: 

“I—Plans for confining production 
to certain prewar models for a limited 
period of time, in order to avoid the 
obsolescence of substantial quantities 
of patterns and parts, and to lessen the 
period of unemployment 
models are being developed. 


“2—Plans for 


while new 
subcontracting the 
civilian production of a plant engaged 
in war work or a plant which is unable 
promptly to reconvert. 

“3—Plans for the equitable distribu- 
tion of available machine tools 
components, and 

“4 Plans 


reasonable 


and 


placing 
restrictions 


temporary and 
upon distribu- 
tion practices both here and abroad 
where war needs have substantially 
dislocated normal channels of distribu 
tion.” 

In response to this letter the attor- 
ney general replied on July 6, 1944, 
advising that the Department of Jus- 
tice would be glad to cooperate with 
the W.P.B. in reviewing such plans or 
programs and attempting to work out 
such safeguards as may be available 
to the protection of long term eco- 
nomic policy. He requested, however, 
that each specific plan before it is’ put 
into operation be submitted to him for 
advice and individual and 
he specifically reserved to the Depart- 
ment of Justice the right to take any 
action under the anti-trust laws of 
either civil or criminal nature if a 
particular plan is used to accomplish 
unlawful private ends and the abuse 
of the plan continues after notice to 
desist from the Department of Justice. 

This exchange of letters should be 
considered in the light of recent 
speeches by Mr. Wendell Berge, As- 
sistant Attorney General of the 
United States, in charge of the Anti- 
Trust Division of the Department of 
Justice. Mr. Berge has pointed out 
time and again that it is the belief of 
the Department of Justice that recon 
version will fail if the anti-trust laws 
are not so enforced as to result in 
the maintenance of free enterprise in 


clearance 
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the W...S. 
\ngeles on September 11, 
serge said: 

“The problem of the immediate fu- 
ture is not one of patriotism or of 
morals. It is rather one of economic 
policy. The business interests of this 
country have performed miracles of 
production and distribution under the 
stimulus of war, and we will forever 
be proud of the performance. But due 
sense of pride in our war-time accom- 
plishment is not going to solve the 
problems of reconversion and of peace. 
[ believe that our greatest hope for the 
future lies in policies which will again 
give competition and free enterprise a 
chance, and in the use of laws, so far 
as possible, to remove restraints on 
freedom rather than in the use of laws 
to regulate every detail of business 


In a speech made in Los 


1944, Mr. 


life. 

“T ean assure you that in the post- 
war period, the Anti-trust Division 
will be on the alert to enforce the law 
against those who seek to take advan- 
tage of the reconversion process for 
monopoly ends.” 

It is vital, as I have said, for indus- 
try to with Governmental 
agencies responsible for reconversion. 
Industry Advisory Committees should 
do everything possible to assist the 
W.P.B. in meeting problems growing 
out of reconversion and the demobili- 
zation of war-time economy. On the 
other hand, the two men chiefly re- 
sponsible for the enforcement of the 
anti-trust laws have given us all fair 
warning that overenthusiasm or mis- 
use of the privilege of consultation 
may result in enforcement activities 
under the anti-trust laws. Therefore, 
everyone involved in reconversion ac- 
tivities must be particularly careful 
to see that only such cooperative ac- 
tion is taken as is specifically cleared 
by the Department of Justice. 

At the present time there are pend- 
ing in the Department of Justice 122 
anti-trust suits; 26 of these actions 
have been postponed at the request of 
the Army, Navy or W.P.B.; 28 are 
inactive; and 68 are being prosecuted 
or are being prepared for prosecution. 
Some of the commodities involved are: 
dye-stuffs, transportation, magnesium, 
aluminum, air filters, meat, petroleum, 
newspapers, movies, air conditioning, 
surgical instruments and tobacco. 


cooperate 


Termination 


One of the problems growing out 
of reconversion is that of successful 
termination of war contracts, both 
prime contracts and subcontracts. On 
July 1, 1944, the so-called Contract 
Settlement Act became law, effective 
July 20, 1944, and created an Office of 
Contract Settlement headed by a direc- 


tor. It is the duty of the director of 
the Office of Contract Settlement to 
initiate the broad general policies of 
termination and thereafter, each agen- 
cy, such as the War Department or 
Navy, may then prescribe its more 
minute and procedural regulations. 

The prime contractor or subcontrac- 
tor is vitally concerned in each step 
of termination. There are 3 phases of 
termination; namely, (1) pre-termina- 
tion; (2) termination; (3) payment of 
claims. 

In the pre-termination phase each 
contractor and subcontractor should 
carefully check all of his contracts. 
He should check inventories and allo- 
cate his materials to contracts on hand 
so that when termination comes he 
will be ready to act. 

Actual termination will develop upon 
the receipt of notice of termination 
which will advise that a given contract 
is terminated and request the con- 
tractor or subcontractor to stop work 
“immediately.” By “immediately” is 
meant within a “reasonable time” but 
this in most cases would mean no more 
than 4 or 5 days. 

When work is stopped, the contrac- 
tor or subcontractor must prepare his 
claim as quickly as possible. In so 
doing he must take inventory and al- 
locate material on hand to the termi- 
nated contract; he must endeavor to 
dispose of any such material either by 
buying it himself, or selling it to 
other firms using the same materials, 
or in market channels; or if possible, 
by returning materials on hand to his 
suppliers. 

Claims should include all allocable 
costs for materials, labor, administra- 
tion, advertising and other overhead 
expenses, post-termination expenses 
(all costs which can be allocated to 
the terminated contract). Claims are 
submitted by prime contractors to the 
contracting officer of the department 
involved, and by subcontractors to the 
prime contractor. 

In the final phase of termination, 
which is actual payment of an ap- 
proved claim, payment will be made, 
ordinarily, only upon the acceptance of 
the claim by the contracting officer in 
the case of the prime contractor and 
only in the event of the approval and 
payment of a prime contractor’s claim 
in the case of a subcontractor. There 
may, therefore, be some delay in the 
final payment of such claims, but 
provision has been made for interim 
financing. 

The problem of delay in connection 
with the payment of claims arising 
out of terminated contracts has been 
met by the Office of Contract Settle- 
ment through the issuance of two reg- 
ulations ; one relating to T-loans issued 
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on August 18, 1944, and called Gen 
eral Regulation No. 1: the other re 
lating to advance payments or partial 
payments of amounts claimed on ter 
mination called General Regulation 
No. 2 and issued September 12, 1944. 

General Regulation No. 1 provides 
for termination loans, commonly called 
T-loans, calling for Federal Reserve 
Bank guarantees of termination loans 
made by commercial banks to contrac- 
whose war contracts had been 
cancelled. The regulations enable a 
prime contractor or subcontractor to 
convert into cash at its local bank up 
to 90 percent of the sound value of 
his war assets frozen by contract ter- 
mination. The lending bank would be 
protected by the Federal Reserve Bank 
guarantee. 

General Regulation No. 2 provides 
that a prime contractor or subcontrac 


tors 


tor whose contract has been cancelled 
file application immediately for 
partial payment of the costs incurred 
by him allocable to the terminated 
portion of the contract, including com- 
pleted articles not delivered. Such 
payments are made by the contracting 
agency and it is provided that imme- 
diate partial payments of at least 75 
percent and up to 90 percent of the 
estimated costs shall be made within 
thirty (30) days of application by the 
contractor. The procedure for such 
partial payments was drawn up by a 
committee comprising representatives 
of the War and Navy Departments, 
U. S. Maritime Recon- 
struction Finance Corporation, Smaller 
War Plants Corporation, War Pro- 
duction Board, Foreign Economic Ad- 
ministration and Treasury Department 
and were approved by the Contract 
Settlement Advisory Board. 

Such partial payments are to be 
made to prime contractors on their 
own applications and on applications 
of subcontractors submitted through 
the prime contractors. 

With the termination of prime and 
imminent, it is most ad- 
wholesalers 


may 


Commission, 


subcontract 
visable for all 
to secure and study copies of General 
Regulations No, 1 and 2 issued by the 
Office of Contract Settlement. 

We live in times of rapid change. 
[It is obviously necessary for all busi- 
nessmen to keep thoroughly advised 
as to plans for Reconversion and Post 
War business. Your Post War Plan- 
ning Committee has done a splendid 


electrical 


job and, I am sure, will continue to do 
so; but while I am thoroughly in ac 
cord with the necessity of your think 
ing about the future and your post-war 
problems, I urge you not to fall into 
the error of believing that when the 
war in Europe is over, American busi- 
ness can relax. 








N.E.W. AL'S Appliance Committee Has 


Program Kor Trained Veterans 





















Since rgé@ numbers of men in our Armed 
Forces haVe red intensive training in electrical 
theory and | ce. They have become familiar with elec- 
tricity in its manifold forms and applications. They have 
acquired a knowledge and experience which can be very 
valuable to them when they return and re-establish their lives 
in civilian pursuits. 

It has been said by an eminent authority in the field of 
electronics that television will progress rapidly after the war 
because the many tens of thousands of technically trained 
installation, service, and operating men, which it will require, 
will be found readily available among those trained in radio 
and radar in the Armed Services. This source of technically 
trained manpower will speed up the broad national use of 
television tremendously. Industrial electronics will be sim- 
ilarly speeded up. Other applications and uses of electricity 
will be accelerated by these electrically-minded young men. 

Realizing that the returning serviceman is entitled to every 
possible help in getting the job he is best suited for, and 
realizing the tremendous importance of this situation to the 
electrical industry, the Postwar Planning Committee of the 
National Electrical Wholesalers Association developed a 
plan for the employment of returning servicemen by the 
electrical industry as a whole. 

This plan was approved by the Committee with the rec- 
ommendation that, if possible, it be tried out in the photo- 
graphic industry which is compact and without the great 
ramifications of the electrical industry. 

Mr. O. W. Ray, President, Photographic Manufacturers & 
Distributors Assn., presented to his Association a plan for 
employing returning servicemen who have received technical 





INTRODUCTION 


photographic training in the Services. This plan was adopted 
by the Association and is in successful operation now. 
Through the operation of the plan a great many returning 
servicemen have already been employed in that part of the 
country in whick they wanted to live and at jobs they are 
well qualified to hold. Needless to say, their employers are 
more than delighted. 

The plan is simple and can be quickly put into operation 
in any city in the country. All that is necessary is for a local 
group of interested electrical people to get a copy of the 
plan from the National Electrical Wholesalers Association 
headquarters in New York, or from any N. E. W. A. member. 
It is necessarily a local plan for each center but all local 
groups will, of course, receive the cooperation of the manu- 
facturers, the utilities, the wholesalers, the dealers, and the 
contractors all over the country. 

A colorful poster inviting the technically trained service- 
man to come in and make his application is displayed in 
dealers windows. The applications after they are filled out 
are sent to the local association or group who is sponsoring 
the plan. They, in turn, screen the applications and refer 
them to the proper branch of the industry for consideration. 
It is a simple plan and a powerful help in solving a problem 
that we are all faced with now and will continue to be 
faced with for a long time to come. 

E. B. Ingraham,* Chairman 

Appliance Sub-Committee 

Post-War Planning Committee 

National Electrical Wholesalers Association 


*Times Appliance Company, Inc. 
New York, N. Y. 





“Merchandise Day” 
war period will have manpower as 


following the 
problem. 


when? That is another section of the 
Probably today is too early 


more accurately analyzed. 





Associations, manufacturers, whole- 


one of the industry’s primary prob- 
lems. 

A. There will be a need for more 
men in the electrical industry, because 
of the increased volume of electrical 
appliance sales, and to keep pace with 
the high standard of living which has 
been developed as a result of the war 
industry effort. 

B. There will be many reemploy- 
ment efforts. Therefore, the elec- 
trical industry must be prepared at 
the proper moment to move into its 
own employment program, in order 
that it may secure its share of the 
better class of men and women who 
may be available. To delay is to run 
the risk of ending up with “run of 
the mill” employees. 

C. “Merchandise Day” will begin 


76 


for a reemployment program, tomor- 
row may be too late, so it becomes 
evident that some middle course must 
be considered. While no firm wishes 
to load itself down at this stage of 
the game with unproductive employees, 
we must recognize that the electrical 
industry will be in direct competition 
for manpower with all other industries. 
Therefore, in order to meet this com- 
petition, the industry program must 
get off to an early start. 

Certainly the least that can be done 
now is to prepare a complete and 
effective program which will be ready 
to be put into immediate operation 
when the time is right. The actual 
time of launching the industry’s pro- 
gram can be determined when the fac- 
tors involved in the decision can be 


salers, contractors, utilities and re- 
tailers of electrical appliances, in fact 
all types of American industry and 
business are giving time now to formu- 
lating plans for the smooth, rapid 
assimilation of the returning veterans. 
In the main, these plans are national, 
emanating either at the industrial 
source and finding their way down to 
affiliated connections in the larger 
cities or they are plans conceived by 
trade, manufacturer, or civic associa- 
tions throughout the country for gen- 
eral application within their own 
community. 

It is the specific application to the 
electric industry rather than a general 
application, with which we are con- 
cerned. It is our premise that plans 
now for the employment of veterans 
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within the electrical industry will se- 
cure better employees for this indus- 
try; and by this personalized effort 
bring the industry up to par faster 
than if we are just part of a general, 
municipal or governmental plan. 

We have the framework on which 
to build up interest for employment 
within the industry in the many 
stores, shops and offices which go to 
make up the electrical industry. By 
welding this employer strength into 
a personalized sustaining program, we 
will secure the first interest from those 
seeking new employment connections. 
Not only will we derive much bene- 
fit ourselves, but we will create good 
public relations with the consuming 
public and be identified as part of the 
total national employment program. 

There are four steps needed to make 
the suggested plan successful :— 

1. We must develop local industry 
cooperation. 


2. We must create interest in the 
plan in the minds of those seek- 
ing new jobs. 


3. We must arrange for the equit- 
able distribution throughout the 
electrical industry of applicants 
for employment. 

4. We should exchange information 
and data between local activities 
to bring about national results. 


To develop this cooperation it will 
be necessary that meetings for the 
principals of all establishments in the 
electrical industry be held. At these 
meetings all will be advised of the 
employment demands which the fu- 
ture will make on the industry. The 
plans for meeting these demands will 
be explained including how to pay 
the cost by means of a sustaining pro- 
gram—as such sustaining program 
would be one in which the various 
branches of the electrical industry con- 
tribute a percentage of the estimated 
cost and the power company contri- 
butes an additional amount to equal 
the estimated cost of the program. In 
many instances this may be several 
times the individual contributions. 

Inasmuch as this is an industry pro- 
gram and because all branches of the 
industry and the individuals or com- 
panies in each branch will benefit 
through the joint efforts, a registra- 
tion fee is suggested for each estab- 
lishment which agrees to participate 
in the plan. This amount when equalled 
by the power company, or when a 
multiple of this fee is contributed by 
the power company, will produce a set 
or predetermined amount for each 
participating firm. The total sum of 
registration fees and contributions will 
be used in the first phase of the pro- 





gram to get it started. 
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The amount derived from the regis- 
trations and contributions may not be 
sufficient to continue the program be- 
yond the initial period. It may, there- 
fore, be necessary that a charge be 
made for each applicant who is ac- 
cepted after a 30-day trial, for employ- 
ment by an establishment participat- 
ing in the program. The funds se- 
cured from these acceptances, when 
equalled by the utilities contribution 
or participation, should provide a suf- 
ficient amount to carry the program 
on for at least one year. 

In order to organize and start a 
veteran employment program and to 
forestall delay because of lack of 
funds, it is suggested that the electric 
league whenever possible underwrite 
the program in the amount sufficient 
to guarantee a successful program. 
That money is to be paid back to the 
league as the registration and employ- 
ment charges are paid by the partici- 
pating establishments. 

So far consideration of the frame- 
work on which to build the program 
and the cooperation in dollars which 
the industry must contribute have been 
dealt with. The next phase is the 
development of interest in the minds 
of those seeking new employment in 
the electrical industry. 


Creation of interest in Electrical 
Industry Employment 


Also as conversion from War into 
civilian requirement manufacturing 
takes place an increasing demand for 
new employment by those whose pres- 
ent jobs have been discontinued will 
be felt. There will be a large num- 
ber of returning veterans seeking 
employment in new fields as a result 
of skills developed during their service 
connections. 

It is estimated that once the Ger- 
man war has ended there will be 
250,000 servicemen released each 
month, at least at the beginning of 
the discharge program. The industry 
will need men for all of its various 
divisions, such as appliance repairmen, 
salesmen, motor, elevator, and oil 
burner repairmen, electricians, clerical 
and store helpers, power company per- 
sonnel, etc. In order that we may 
acquire their services (civilians and 
veterans), we must plan to bring be- 
fore them the many advantages to 
be found through employment in the 
electrical industry. 

It is suggested that the first phase 
to create interest might be the use 
of a display card in every possible 
electrical dealer shop, store, and office 
location ; and wherever possible, in the 
USO, draft board, ration board, veter- 





offices, 


ans’ hospital, and personnel 
etc., in the local area. 

The display card will call attention 
to the advantage offered by the indus- 
try and suggest that those reading it 
ask for a booklet which will describe 
the opportunities within our field more 
fully. The booklet will be accom- 
panied by a return postcard addressed 
to the local league or other clearing 
house. This brochure might include 
material on the electrical industry’s 
background, its war effort accomplish- 
ment; details of “Merchandise Day” 
and future opportunities in terms of 
expansion and new equipment will be 
clearly outlined. This brochure might 
very well contain pictures of stores 
and shops, scenes of actual electrical 
appliance repair, construction and 
maintenance work being done by elec- 
tricians and power company operators, 
Cre. 

In addition to the effectiveness of 
the display cards in industry windows 
and other locations, it will be neces- 
sary to distribute quantities of the 
booklets with the return post card, 
to the Veterans’ Bureau, USES Offices, 
USO, local draft boards, and any 
other centralized location provided for 
the assistance of returning veterans 
or war workers seeking new employ- 
ment. It is felt that quantities of 
these booklets can also be attached to 
car-cards which will be used in street 
cars and busses as part of the publicity 
campaign. 

Presuming that this brochure will 
create a desire to find employment in 
the industry, the individual applica- 
tion will be sent with a letter asking 
the applicant to complete the form 
and return with it for a personal 
interview. The application will be 
come part of an employment file, after 
a personal interview has been had 
with the applicant. Much better re- 
sults will be obtained if the league 
or some central clearing house handles 
all interviews. One central clearing 
house will be in a better position to 
screen the applicant and fit his abilities 
into the special requirements of each 
organization or prospective employer. 
As quickly as this matching of abili 
ties and requirements has been made, 
the prospective employee will be given 
letters of introduction to several of 
the establishments who have need for 
his services. 

It is not expected that a display 
card in a dealer’s store and a booklet 
in other locations will supply suffi- 
cient applicants to take care of the 
demands of the industry. It will be 
necessary, therefore, to create wider 
interest by the use of classified news- 
paper ads, radio spots, car cards, etc.., 
if we are to get the thousands of 
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ipplications which it will take to put 
enough top quality men into the indus 
try within two years. 

\ bulletin prepared periodically list 
ing applications (properly 
keyed, so that names are not men 
tioned; for easy and quick file finding ) 
should be considered. These bulletins 
might sent to other areas 
where a hard to place man may have 
applied for a job and been screened 


for jobs, 


also be 


but no local job is available—or when 
a man prefers a job in a location dis- 
tant from his point of interview. The 
bulletin should be a complete word 
picture description of the applicant’s 
abilities, desires, personal history, etc. 


Equitable Distribution of Applicants 


lhe foregoing sets up the machinery 
for creating interest in employment 
within the electrical industry. Know- 
ing that men and women from service 
and civilian life are and will be seek 
ing new fields of business connections, 
the next step is to determine which 
firms in our industry need help, the 
kind of help, and the details of work 
ing conditions, hours, etc. 

It is only by a cooperative plan 
that we can accomplish the necessary 
screening which is so important where 
a large number of people and a large 
variety of skills are under considera- 


tion. It will, therefore, be the busi- 
ness principal’s job to display the 
window card in such a way as to 


attract the attention of as large a 
group as possible, to make the book- 
lets easily available when a potential 
employee of the industry steps inside 
to ask for one, and then to make sure 
that he fills out the return card which 
mailed back. All 
participating organization 
should be acquainted with the plan in 
order that potential applicants may 
meet with due 
standing in the 
booklets. 

\s another essential to the success 
of the program, it is necessary that 
each participating principal furnish 
the Central Clearing Office with a list 
of the number of employees that he 
is in need of, this list to be divided 
into skills and further indicate the 
hours of work and special require- 


is to be members 


of every 


courtesy and under- 
distribution of the 


ments for each particular job. Upon 
receipt of these lists they will be 
broken down into card form within 


the particular skills common to the 
industry, forming a file which will be 
used in matching the skills of the 
applicants. In this way, each prospec- 
tive employer will be assured the 
type of help best suited to his need, 
and furthermore, it will avoid putting 
round pegs into square holes, a thing 


which is very common unless the ap- 
plicants are screened, and the skills 
are matched before giving the pros- 
pective employee a letter of introduc- 
tion. 

All participating member firms will 
receive the form asking them for their 
list of help wanted at the same time. 
Requests for help will be filled in 
order of their receipt. 


National Effect of Local Effort 


The local facilities of the electrical 
industry, the league or a similar clear- 
ing house, may interchange data or 
other information with other areas. 
By such an exchange a national pro- 
gram will be established and permit 
an applicant in section of the 
country to find employment in his 
chosen locality. The prospective em- 
ployer might also locate a hard to find 
employee in a different area than his 
location would usually draw from. 

Some compensation or reciprocal 
arrangement could be effected between 
clearing houses to equalize participa- 
tion costs for these so-called foreign 
or distant placements. 


one 


In Conclusion 


The electrical industry is at the 
present time, seriously under manned. 
We also know that a large number 
of servicemen and civilians will be 
available within a reasonable length 
of time. 

With these known facts, it would 
seem that the industry’s job is to so 
dramatize the advantages and the op- 
portunities within our industry, that it 
will attract the better type of men and 
women who are seeking new connec- 
tions. 

To create that interest we will need 
the complete cooperation of all sec- 
tions of the industry. Tied up with 
that personal cooperation we _ will 
need promotional material and an ad- 
vertising plan. These things tied to- 
gether should develop a large number 
of applicants for jobs in our industry. 
We feel that if these applicants are 
properly screened and matched in 
with the requirements submitted by 
the business principals, we shall be 
able to furnish the industry with a 
large number of new top quality em- 
ployees—new blood well suited to the 
0b. 

One of the intangible but none the 
important and valuable gains 
through this program will be the cre- 
ating of better public relations with 
the consuming public. 


less 


Putting the Program to Work 


As indicated in the introductory 
statement, the time for launching this 
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employment program cannot be deter- 
mined until factors involved in the 
decision can be more accurately 
weighed. 

It is obvious, however, that the 
needs of the industry will dictate a 
certain sequence as to the type of men 
needed during certain phases of the 
industry’s return to normal merchan- 
dising practices. The need of the in- 
dustry at present, and probably for at 
least the balance of this year, if not 
well into 1945, will be for capable and 
experienced service and repair per- 
sonnel. Ranks in this field have been 
depleted by at least 50%, and the vol- 
ume of repair business has, at the 
same time, increased very materially. 
As existing appliances and devices be- 
come older and cannot be replaced 
because new equipment is not yet 
available, the demand for repair serv- 
ice will continue to increase. 

It appears, therefore, that the prac- 
tical results of the initial period of 
this employment program will be in 
terms of increasing personnel avail- 
able for appliance and equipment 
repairs. The increasing need for re- 
pairmen, as well as the requirements 
for experienced mechanics for the in- 
stallation of new equipment sold, can 
be very easily shown to prospective 
employees. As an example: one of the 
greatest fields for equipment sales will 
be in the installation of new commer- 
cial refrigeration and air conditioning 
equipment—to provide facilities in re- 
tail and wholesale establishments for 
handling of frozen foods, improved 
air conditioning, etc. 

This does not mean, however, that 
the entire picture of opportunities in 
the industry should not be presented 
in the initial story to returning veter- 
ans and war workers. There would 
be no better training for future sales- 
men, when appliances and equipment 
are again available, than actual expe- 
rience in the service and repair of 
existing devices. This may be one 
means by which the industry can re- 
tain those men who might be eligible 
and qualified for sales jobs until equip- 
ment is again available. 

Considering the changes which will 
inevitably develop in the type of per- 
sonnel needed by the industry as con- 
ditions change, it would appear that 
only the initial period of the employ- 
ment program should be considered at 
this time. Probably this initial period 
will cover the entire activity for the 
balance of 1944. With experience 
gained and with more definite infor- 
mation as to conditions prevailing at 
the end of the year, details of subse- 
quent phases of the program can be 
developed. 
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As told to Henry W. Young 
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Manufacturers’ Local Stocks 


Now is the time to eliminate duplication caused by 


having local stocks in localities where there are stocks 


with wholesalers, says this West Coast wholesaler 





66 [TH reference particularly 
to wire and conduit, it has 
always been my opinion that 

the maintenance of local stocks by 

the manufacturer coincidently with 
consigned stocks to several whole- 
salers in a center is a duplication of 
effort and a factor in unsettling 
market conditions,” said E. E. Kar- 
sten, treasurer of Listenwalter & 

Gough, Inc., Los Angeles. 

“If ever there was an opportu- 
nity for the manufacturer to change 
over to straight wholesaler distri- 
bution on these and similar staple 
commodities, it is now, because fac- 
tory stocks of these commodities on 
the Pacific coast are extremely low, 
and stocks in the hands of manu- 
facturers’ agents are _ practically 
non-existent. Therefore, the change 
would not represent much more 
than a change in policy. 

“Tt is my opinion, and I take this 
opportunity to express it, that all 
the stock of these commodities 
should be placed with recognized 
wholesalers of ability and the facili- 
ties to handle the stock. This 
should be done with a pick-up ar- 
rangement of exchange on some 
basis, say 5 per cent. 

“Under the present arrangement, 
the smallest wholesaler, the broker, 
or plain ‘fly-by-nighter’ has access 








E. E. Karsten 


factory stock and can do 
competition with the 
stocking wholesaler, and even under 
cut in price if he desires. With 
little or no warehousing facilities, 
or organization expense, he can be- 
come a disrupting influence in the 
market. 

“It is my contention, therefore, 
with manufacturers’ stocks out of 
the way and with an equitable basis 
of exchange of the consigned stocks, 


to the 
business in 


October 1944 — WHOLESALER’S SALESMAN 


no hardships would be worked on 
any factor in the business, large or 
small. 
consigned stock of his own could 
continue to do business, sacrificing 
nothing but the small exchange per- 
centage to which the stocking 
wholesaler is entitled for the use of 
his warehousing facilities. If this 
same small factor wishes to expand 
his operations and become a stock- 
ing wholesaler in his own right, 
well and good. It would put him 
on a competitive basis with our- 


The small operator, with no 


selves and the other wholesalers. I, 
for one, would have no objection to 
this, because he would be competing 
on an equal basis, and [I am not 
afraid of fair competition. 

“What is bad competition for the 
wholesaler who carries stocks and 
is trying to do a complete job of 
distribution is to permit that same 
party to go into competition, using 
the manufacturer’s warehouse and 
stock free of charge and have the 5 
per cent to play around with. If he 
would only keep it all for himself 
it would not be so bad, but when 
he gets good neighborish with it the 
trouble starts.” 


E. E. Karsten, treasurer of 
Listenwalter & Gough, Inc., 
Los Angeles, California. 
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Howard S. N. Stultz 


HOLESALERS’ salesmen 
who have been servicing and 
selling industrial plants during 

the last three years have an excel- 
lent chance to hold a large per- 
centage of this business after the 
war if they start now to take the 
proper approach to this post-war 
market. 

At no the history of 
electrical wholesaling have the elec- 
trical wholesalers and their 
men been in such a favorable posi- 
tion to command the _ peace-time 
business of industry as they will be 
when the coming Victory opens the 


time in 


sales- 


door to complete reconversion and 
peace-time production. 
Let’s take a look at the situation 
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Nalesmen Who Continue 
Can Hold Industrial 








as it exists today—after five years 
of Defense-Program and war ac- 
tivities. The salesmen and his house 
have built up a war-time record of 
serving industry that is the equal 
to that of any civilian war-time ac- 
complishment in helping the war 
effort. His industrial customers, 
the purchasing agents, expediters, 
designers, production engineers, fac- 
tory superintendents, maintenance 
engineers—all have profited by the 
use of the salesman’s great store- 
house of knowledge and experience 
and by the ability of his house to 
“produce.” 

It doesn’t seem logical that this 
enviable position should be some 
thing that will endure only “for the 


Industrial-selling salesmen, backed up by 
experienced management and inside staffs, 
can hold much of their current industrial 
customers by continuing as a partner of in- 


dustry, this wholesaler believes 


By Howard S. N. Stultz 


Hollywood (Calif.) Wholesale Electric Co. 


As told to Howard J. Emerson 


duration” and will 
thereafter. 


crumble 
There need not be de- 
mobilization of the industrial-serv- 
ing salesmen after the war—no 
humble road back to only contractor 
and dealer selling. The salesman 
can and will quite properly continue 
through the period of reconversion 
and into the future era of peace- 
time production just as strong a 
partner of industry as he has been 
during the war. 

But, going about the job of main- 
taining the salesman’s position is 
going to be a hard job, one that 
requires much planning today, a 
lot of work for both the salesman 
and his organization, 
as well as the breakdown of maybe 


soon 


wholesaling 
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a few of the pre-war selling ideas. 

Like the other wholesalers who 
have experienced a considerable in- 
crease in industrial business during 
the war years, I have tried on many 
occasions to analyze the peace-time 
future of this business of serving in- 
dustry and have tried to judge what 
would be needed to maintain a good 
percentage of it. 

[It seems to me that the main- 
tenance of a salesman’s industrial 
business will depend greatly on two 
main factors: 1) His attitude 
toward sales to peace-time industry ; 
2) The experience and facilities of 
the organization behind him. 

By the attitude the salesman takes 
toward sales to peace-time industry 
[ mean particularly the continuing 
development of a strong feeling of 
partnership and cooperation with 
his customers in their work. If 
the salesman can continue to con- 
sider himself a partner with his in- 
dustrial customer, feel that he is 
joined with this customer in work- 
ing toward a common goal, then 
I believe he will succeed in holding 
this business. But if the salesman 
who has made his war-time success 
by “helping” his industrial customer 
goes into the post-war period with 
the attitude that he can continue his 
success by “selling” those custo 
mers, I believe he will fall back 
quickly into his pre-war position. 

I am not looking at the. sales 
man’s role of a helper and partner 
for industry as a purely “boy scout” 
existence. Mine is a very practical 
viewpoint based on what I think is 
the best method of getting sales, 
building volume and making a profit 
both for himself and his wholesaler. 
But it is influenced by the factor 
that is very evident today and 
which, | believe, will be stronger 
tomorrow, namely—industry wants 


salesmen who have the knowledge 
and experience and willingness to 
help them work out their electrical 
problems and will reward this effort 
with orders. 

It seems to me that salesmen will 
find it easier to develop this proper 
attitude toward post-war industrial 
sales if they consider this point- 
during the current war the sales- 
man and the industrial customer 
have had a strong mutual interest— 
the production of better weapons 
and material of war faster and in 
larger quantity than our enemies. 
When peace comes, the salesman 
and his customer will have the mu- 
tually profitable aim of producing a 
more marketable product at less 
cost than the competitors. 

In this analysis of how the sales- 
man can maintain his industrial 
business post-war, we must take a 
look first at his ability to handle the 
job. In this respect, I think that 
any salesman who has made a suc- 
cess of servicing manufacturers 
during the war has the ability to 
adapt himself to the same type of 
selling when peace comes. He is 
now well-acquainted with his cus 
tomer’s plant layout, machinery and 
other equipment. He knows most 
of the men who are responsible for 
purchasing and production. His 
war-time experience has made him 
accustomed to considering the prod- 
ucts he sells in the light of their 
actual influence on productive ca- 
pacity. It has made him able to 
look at production problems and 
consider what products he can sup 
ply that will help solve those prob 
lems. All in all, the salesman 1s 
well-equipped to be a valuable part 
ner to his industrial customer in 
the reconversion and peace-time pe 
riods ahead. 

As for the second factor neces 
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sary to the salesman’s holding his 
industrial business—the experience 
and facilities of the organization 
behind him—there seems to be little 
doubt that the salesman goes forth 
on his calls each day backed up by 
more widely experienced manage 
ment and a far better trained i» 
side staff than the wholesaling busi- 
ness ever had. 

Those of us who are in the man- 
agement of electrical wholesaling. 
and who have seen our industrial 
business increase from, say, 15 to 
65 percent of our gross volume, 
have, I think, become much more 
proficient in our ability to guide the 
work of our salesmen as they sell 
to industry. We have developed a 
much better knowledge of indus- 
trial electrical supplies. We know 
more about purchasing these goods, 
and have learned considerable 
about the problem of maintaining 
inventories of industrial supplies. | 
believe that we, as management, are 
fully able to give the salesman all 
the cooperation he needs to do an 
efficient job of holding his indus- 
trial customers. 

The inside staff of most whole 
saling houses can continue to be a 
valuable asset to the salesman be 
cause clerks, counter-men, tele 
phone order men, credit men, 
shipping and ware- 
housemen have been well-trained 
during the last five years in pro- 
viding 
efficient service. 


bookkeepers, 


industrial customers with 


| believe that neither manage 
ment nor the inside organization of 
any wholesaling house will let the 
salesman down if he makes an ear 
nest effort to hold his industrial 
business, And the salesman won't 
let himself down if he establishes 
now that proper attitude toward 
post-war industrial business. 
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PROCTOR wasthe VZIVSMAKER 
at the HOUSEWARES SHOW! 


Proctor proudly presented unusual new ex- 
perimental designs for post-war irons and 
toasters ...at the Housewares Show, Hotel 
Pennsylvania, New York City, July 24-29, 
1944. Once again, Proctor made news. While 
we've been 100% engaged in war production, 
we’ve been using our “after hours” time to 
think and plan for post-war. Here’s a promise: 
we'll be ready, when the time comes, to make 


news in post-war appliance merchandising! 
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COM a cctrs tested” 
Appliances 


At shows and exhibitions, by mail and per- 
sonal interview...we’re finding out what 
kind of appliances folks want, what kind 
they'll buy. That’s the kind we'll make! 
Meanwhile, keep on buying War Bonds. 








PROCTOR ELECTRIC COMPANY 
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When Temperature Is a Factor 
Fluorescents Give the Answer 





NE of the world’s largest and 

most modern bomber factories, 

the recently completed plant 
operated by Bell Aircraft at Mari- 
etta, Georgia, 15 miles north of 
Atlanta, houses an outstanding ex- 
ample of the art and science of 
modern illuminating engineering. 
Completely blacked-out, and contain- 
ing not a single skylight or window, 
the entire factory is dependent on 
artificial light for illuminating the 
machines, benches, desks and assem- 
bly-lines of the thousands of em- 
ployees. 

According to Bell, Army, archi- 
tects and lighting engineers who 
worked out the immense installation, 
the problem they confronted in their 
plans was two-fold. They were not 
only faced with the task of furnish- 
ing excellent light—50 foot candles 
at floor level—for the highly im- 
portant work of building bombers, 
but they had to cope with a tremen- 
dous temperature problem created 
when thousands of lights bulbs are 
all operating at once. 

Fluorescent lights, 36,000 five- 
foot, 2-lamp, 200-watt fixtures, 
solved the puzzle. Compared to in- 
candescents, fluorescent lights are 
virtually heatless, and this factor 
was vital for the construction engi- 
neers. 

So narrow are the tolerances on 
some of the parts of the bombers 
being built in this vast plant that a 
temperature variation of as little as 
six degrees Fahrenheit would create 
inaccuracies because of expansion. 
Large plane sections of all kinds 
would become misfits when the 
slight change in heat affected the ex- 
pansion characteristics of the parts. 

An elaborate refrigeration system 
governed by eleven master thermo- 
stats, which can control the tempera- 
ture down to a range of one degree, 
was the Number One project to 
prevent this sabotage by heat. And 





Sylvania phote 


Fluorescent lighting aids the cargo- handling 


the huge installation of fluorescent 
lights, whose heat contribution was 
virtually insignificant, was another 
factor in overcoming the problem. 

High-bay fluorescent lighting was 
used throughout, and more than 
39 miles of single catwalks were 
suspended from crane beams to fa- 
cilitate reaching the fixtures for 
washing and servicing. New, simpli- 
fied fluorescent fixtures were sup- 
plied for the Bell installation. 
Instead of requiring two different 
wrenches for dismantling and serv- 
icing, the new fixtures are equipped 
with two small handscrews that can 
be removed easily. 

The fluorescent fixtures were of 
two-lamp design, five feet long, and 
mounted end-to-end. The rows run 
in p4irs, one row on each side of 
every crane runway support beam 
in the ceiling structure. The double 
rows run the full length of the build- 
ing, which is so large it could con- 
tain the total national annual cotton 
crop, or dozens of simultaneous 
foot-ball games. Crosswise, the 
rows are spaced 20 feet apart across 
the width of the structure. 

On the main floor where the most 
precise machines are used and 
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where the most accurate work is re- 
quired, the problem was to give both 
general lighting and individual ma- 
chine lighting. In most instances, 
individual lighting meant obstruction 
of working space, so one overhead 
system of general lighting was de- 
cided upon with the required 
intensity to provide 50 foot-candles 
at the working level. 

One measure of the vastness of 
this installation is the maintenance. 
Although the lamps operate for 24 
hours per day, they have an average 
life of about six months. Never- 
theless, a crew of seven men is as- 
signed to service the lighting units, 
cleaning, checking, and replacing 
where necessary. 

Guarantees against a breakdown 
of the lighting of the plant have been 
set up. For example, an auxiliary 
power supply can be cut in for 
emergency lighting, in the event of 
failure of the standard power 
source. Bell engineers said the 
change-over would occur without 
any dark interval in case of an inter- 
ruption of the current. After a final 
survey, they reported “the lighting 
system is delivering in an efficient 
manner.” 
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Gear Your Electrical Dealers Into 
And Youll “Hit The Jack-Pot 


Better understanding of each others’ problems, elimination of 
overlapping functions, and earnest concentration on indi- 
vidual responsibilities are necessary in capitalizing to the 
fullest extent the post-war appliance sales opportunities 








THINK one of the first things I 

should do with my subject is to nar- 

row it down, or better stated—cut it 
down to somewhere near my size. To 
approach it from all the angles that 
its full scope might suggest would 
be quite impractical. Broadly, I could 
probably best handle the subject by 
saying that the trends in electric ap- 
pliance merchandising are marvelous— 
and then sit down. 

[ personally feel that “trends” in any 
business, or in almost any direction, 
are extremely difficult to get your 
teeth into under today’s conditions. in 
practically no way is our business, our 
thinking, our planning, or our very ex- 
istence—being conducted under a nor- 
mal influence of saneness and good 
judgment. 

So, I reiterate that it is difficult, for 
me at least, to get my teeth into 
“trends” when so much of what we 
see, read and hear is influenced and 
distorted by the fact that peoples are 
again at war and that mild form of 
insanity again prevails. 

Yet, by narrowing the subject down, 
there are some trends within the realm 
of probability and perhaps worthy of 
review. If we could accurately an- 
ticipate “trends” in terms of: 

When the war will end. 

How and contracts 
be canceled. 

The disposal of surplus inventories. 

Rehabilitation of foreign countries. 

Future Lend-Lease policies. 

Government Regulations. 


when war will 
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International Exchange—and the 
varied and complex factors of financ- 
ing in general. 

It would give us solutions to many 
of our uncertainties. They are all 
topics worthy of exploratory discus- 
sion, but due to the many “ifs” and 
provisos that are involved, I have 
chosen to comment on a few broad 
subjects, which are probably just as 
controversial, but are more intimately 
related to the electric appliance busi- 
ness. 


New Distribution System Not Necessary 


One of the popular and confusing 
subjects of controversy is that broad 
one of distribution and its allegedly 
high costs. Now, I do not disagree 
for one moment with the fact that 
there is plenty of room for improve- 
ment and increased efficiency in the 
channels of distribution. Yet, I sense 
that a lot of the thinking is along the 
lines of “let’s plan it differently for 
postwar”—just because, again, it is 
socially correct to be planning most 
everything differently. Many ap- 
proaches also appear to be tinted with 
that “wishful thinking” and “selfish 


benefit” flavor, or, as merely the result 
of “once-over-lightly” analysis. Rarely 
is the subject approached in its full 
scope of direct and indirect influences 
of all participants. 

In thinking of distribution and its 
costs, I view it as a three-way re- 
sponsibility — manufacturer, distribu- 
tor and retailer—with each having 
a continuing obligation toward in- 
creased efficiency and lower operating 
costs. I do believe that any one of 
the three can say to another one— 
“What are you going to do about 
it?” The question should be —“What 
are the three of us going to do about 
it?’ There are, of course, those who 
say the solution is simple—all you 
need do is cut the distributor’s throat 
and throw him out of the picture. 
Well, maybe that is the answer, but 
how long will it be after that before 
someone advocates cutting the retail- 
er’s throat and doing everything by 
mail. This is far-fetched 
but if low cost is all we are striving 
for, I suppose that from manufac- 
turer direct to consumer is technically 
the irreducible minimum. I am afraid, 
however, that this method would make 
the world rather drab and dreary, 
and certainly be a “hell” of a blow 
to all those post-war “dream prod- 
ucts” we hear so much about. 


obviously 


Distribution Costs Are Moderate 


Personally, 1 am not an advocator 
of anybody’s throat being cut and I 
do not think it necessary. I firmly 
that the manufacturer-dis- 
tributor-retailer type of distribution 
has proved itself to be a construc- 


believe 
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In Post-War 





T. J. Newcomb 


tive force in making this country 
of ours the most progressive in all 
the world. It pioneered and brought 
new and modern conveniences to the 
cross roads of America as well as to 
the city “slickers,” and the cost in 
terms of total service rendered was 
certainly moderate. 

Now, I| reiterate, that there is room 
for improvement and it’s due time— 
yes, maybe over-due—that all three 
of us take a good look at ourselves 
in terms of how we can be more 
efficient. 

In any event, I think it suggests 
that our “three-way team” must de- 
velop a closer association and a better 
understanding: of each other’s prob- 
lems; we must eliminate wasteful sub- 
terfuge; we must orient our individual 
responsibilities and eliminate duplica- 
tions of effort; we must perform our 
responsibilities efficiently and _ elimi- 
nate ineconomies, and we must time- 
study our costs and apply only rea- 
sonable profit margins. 

If we approach these basic funda 
mentals with intelligence and sincer- 
ity and evaluate them over a span of 
years and not just to some favorable 
short-term seller’s market, I feel con- 
fident we will learn that there are 
definite functions for each of us to 
perform, that we can be of service to 


Nelling 


Newcomb 








each other without duplication of ef- 
fort, that we can be more important 
to each other, and that our efficiency 
can be improved. In addition, and 
most important, | am sure we can 
adequately and economically serve the 
consumer’s needs, 

Now there is one more trend in the 
confusion classification that I should 
like to comment on, because it also 
can become a serious challenge. It’s 
the competitive picture. To say the 
least, it is kaleidoscopic from most 
any angle we view it. For example, 
there currently seems to be no race, 
creed, type, size, or quality of retail 
outlet that isn’t planning to be in the 
electric appliance business. The same 
applies to the distributing and manu- 
facturing ends of the business. It’s 
quite apparent that we will have all 
of those that existed prewar and some 
new ones that are sufficiently experi- 
enced to qualify. In addition, how- 


ever, I sense that we may be knee- 
deep in “neophytes,” from which most 
anything can happen. From the manu- 
facturing angle there will be products, 
some of which may be attractive in 
design and price, but loaded with 


Com- 


latent maintenance liabilities. 
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bine this with distributor and retail 
distribution that may be inexperienced 
or have an intent to “buy their way 
into the market” and we might be con- 
fronted with tactics and _ policies 
slightly on the “screwy” side. 

Thus far I have dealt with trends 
that, at first blush, might seem rather 
discouraging, but not to me. Any 
business that can attract such a wide- 
spread interest is a good place for my 
“dough” and effort—any time—any- 
where. Electric appliances as we 
knew them prewar have a consumer 
acceptance far beyond their availability. 
In both 1940 and 1941 there was a 
demand far exceeding supply and this 
demand has been pyramiding and will 
continue to do so until they are again 
available. 


Many Appliances To Be Improved 


You can add to all of this the fact 
that many of the most practical pre- 
war electrical appliances are still in 
their infancy, say nothing of new ones 
that may be developed. Take the elec 
tric range for example. It has a na 
tional saturation of only about 13 
percent of wired homes. Yet, its 
growing consumer acceptance is defi- 
nitely established by the fact that in 
1933 its chief competitor—the gas 
range—sold at a ratio of about 15 gas 
to 1 electric. In 1941—eight short 
years later—the ratio was reduced to 
about 3 to 1. 

Now let’s take another item—the 
electric water heater. It has a satu- 
ration of only about 4 percent of wired 
homes. It too has a growing con- 
sumer acceptance and will have, in 


85 





my opinion, a tremendous impetus in 


the post-war era. The chief contrib- 
uting factor will be the rapid develop- 
ment of automatic cycle laundry 
equipment and the emphasis that will 
be place on the modernization of the 
home laundry. 

Another item that will work for the 
water heater will inevitably be the 
electric dishwasher. Admittedly, it 
isn’t a high demand item at the mo- 
ment but the market is there just as 
soon as the real approach and product 





30th of 
water 


are developed to meet it. 
these items mean _ better 
more of it. 


and 


So, I believe that the public is going 
to be far more conscious of hot water 
convenience, and certainly electric 
water heaters should be an acceptable 
source of supply. 

Now again referring to the auto- 
matic washer, experience has proved 
that with the ease and convenience of 
the automatic way, the housewife does 
more if not all of her laundering in 
the home. This fact, plus the high 
water extraction principle, makes the 
electric drier a perfect running mate. 
Together these two items will revita 
lize an interest in the electric ironer, 
and an improvement in its usability 
and acceptance. So, it behooves us 
to give the modern home laundry of 
“postwar” a high rating in our plans. 
It will unshackle Mrs. Housewife 
from the bonds of drudgery and open 
up a new and plus opportunity for 
all of us. 


Opportunities in Fast Freezing 

Then we have the rapidly growing 
interest in frozen foods. This will re 
flect in adaptions to the domestic type 
of refrigerator, and open up a brand 
new companion market with various 
types of frozen food cabinets for do- 
mestic as well as commercial use, and 
by all means, let’s not minimize the 
importance of those small or table ap- 
pliances. I think many of us have 
failed to recognize what an advertising 
and satisfied user benefit they can be 
to the large or major appliances. We 
never know how many major appli- 
ances are purchased because Mrs. 
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user of a 
flatiron, roaster, or toaster, etc., of the 
same make—yet, many of us place all 
our emphasis on the so-called “big- 
ticket” items. I see a strong trend 
in the direction of complete and well 
displayed lines of table appliances in 
conjunction with major lines, and in 
large believe they will be 
shown and sold in more than one de- 
partment. The “full-line” approach, 
where one sale can aid and abet the 
sale of another of the same brand, has 


Housewite is a_ satisfied 


stores I 


already proven itself to be sales build 
ing and less confusing to the con 
sumer. 

[ could go on enumerating other 
electric appliances, both old and new, 
that await our common interest in the 
post-war era, but publicity and the re- 
sults of countless surveys certainly 
confirm that plenty of attractive prod 
ucts are in the offing and that con 
sumers have a sincere interest in own- 
ing them. Therefore, I reiterate that, 
despite our ability to cope with some 
of the uncertainties, and despite the 
kaleidoscopic competitive picture, the 
obvious potential in the electric appli- 
ance field highly recommends it as a 
good investment for time, effort and 
money. 


Plan Now for Tomorrow’s Selling 

But, I don’t believe any of us can 
“slop” our way into success or ride 
in on a golden chariot drawn by four 
“lily-white” horses. Nor can we say, 
because we are already in the busi- 
that there is nothing for us to 
do but coast along complacently, put- 
ting a nickel in the slot now and then, 
with a self-satisfied assurance that the 
“jack pot” is automatically going to 
shower down on us. To be sure, there 
are many things that only time can 
solve, but there are many more that 
we can do something about, right 
now. Yet, we can easily become the 
victims of indifference and procras- 
tination, 

You know, God must have created 
us to rebel against doing things “now” 
for the benefit of our future. Certainly 
it started early in life. For example, 
how many of you went to school as a 
kid, because you wanted to? Sure, 
Papa and Mamma reasoned that you 
should go to school as a child so you 
wouldn’t be a half-wit as a man. It 
was something you just had to do 
“Now for Later”—yet (call a grape- 
fruit what you will it will still squirt 
in your eye), school was just a nui- 
sance, an excuse to keep you from the 
‘ole swimmin’ hole.” 

And so it goes in our business life 
(war or peacetime)—if we are to 
progressively succeed, then we must 
continuously be alert to doing today’s 


ness, 








little things to make tomorrow's big 
ones easier. Current examples are 
little customer courtesies—the exercis 
ing of patience and explanatory rea- 
soning in response to the impossible 
requests for immediate service—cour- 
tesy over the telephone — courtesy 
when they demand products that are 
long since unobtainable. Sure, there’s 
a “war on” and many customers are 
absurdly unreasonable, however, it 
will pay dividends if we fool them by 
responding with courtesy and smiles. 


Should Build Sales Forces Now 


In addition to these little courtesies 
that we should be employing as a daily 
habit, we have other things we should 
be planning and preparing for. Take 
our sales organization for example 
there is no phase of any business that 
has disintegrated so completely and 
definitely in this war period as the 
sales organization. Most of the sales- 
men have war, taken war 
jobs, or been fired. The few that are 





gone to 


left are rotting on the vine with 
bloated indifference. Yet, when that 


evil post-war day of supply exceeding 
demand really arrives, a well trained, 
hard-hitting sales organization will be 
our only salvation. 


This war has developed a wealth 
of engineering ability, a wealth of 
manufacturing ability and a wealth of 
productive capacity—but it still may 
be possible to starve in a land of 
plenty. Many former salesmen have 
entered those ranks and many may 
want to stay there. As long as de- 
mand exceeds supply, business man- 
agement can be reluctant to train and 
build up a selling staff. Yet, all of us 
know, maybe to our sorrow, that a 
real organization 
whipped together, fresh 
morning’s milk. Products may be 
changed, policies may be different, 
terms, prices and a host of conditions 


cannot be 
from the 


sales 


can prevail that require thorough 
training, seasoning and experience, 


before a salesman can be productive 
for himself or his employer. 
Therefore, it seems none too early 
to at least plan the rehabilitation of 
sales organizations and selling meth- 
ods. I place considerable emphasis on 
the selling end because | am not a 
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subscriber to the popular prediction 
that pent-up demand and stored up 
wealth is going to take merchandise 
away from us for too long a period. 
\ “buyer’s” market can develop much 
quicker than we expect, and perhaps 
“wishful thinking” at that time may 
be too late, or we may find ourselves 
in the same position as the farmer 
who hadn’t anticipated the cold win- 
ter. 

So, let’s do a little anticipating and, 
even though we may be wrong, we 
may find comfort in a preparedness 
that will avoid wasting our wishes. 

Now I should like to take a few 
minutes to explore some psychological 
trends that deal with our approach to 
the electric appliance business and 
our attitude toward the consumer. 


Profit from Pre-War Mistakes 

I believe in this war period that the 
old axiom—‘You never miss the 
water till the well runs dry” aptly ap- 
plies to the loss of the electric appli- 
ance business. There were a great 
many who in prewar treated it rather 
casually, and I am beginning to sus- 
pect that many accounting procedures 
must have bordered on the nefarious. 
In any event, it was allegedly referred 
to in many circles as being quite a 
headache and definitely unprofitable. 
Yet, “when the well did run dry” sor- 
row seemed to prevail in large clusters 
and now that “water” again seems to 
be in the offing the crop of “drillers” 
or at least “surface drillers” is ter- 
rific. 

Seriously, I believe that the “dry” 
period gave many of us an oppor- 
tunity to reflect on some of our omis- 
sions and realize that “we might not 
have been farming half as good as we 
knew how to,” for sure. As a result, 
and particularly from a retail angle, 
I believe we are going to see bigger, 
better and more full-line electric ap- 
pliance departments, and that they 
will be much more uniform and stand- 
ardized as to brands. This seems a 
very practical trend toward eliminat- 
ing the consumer confusion that must 
exist when they are confronted with a 
multitude of brands and assortments. 

One of the best definitions I have 
ever heard is that “good salesman- 
ship is helping a prospect make a 
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buying decision,” and it certainly 
seems that we are a long ways afield 
when we confront both the salesman 
and the consumer with a multitude of 
models and a variety of brand names 


Create More Appliance Acceptance 

In addition, I think we are going 
to see an increased emphasis on more 
attractive displays of appliances, and 
the revival of a specialized consumer 
approach in both inside and outside 
selling. In other words, I believe this 
“dry” period again has enabled us, in 
retrospect, to visualize a far greater 
consumer interest and receptiveness to 
electric appliances than, at times, we 
have made it convenient for them to 
show. 

We have frequently approached 
their problem and their need from the 
angle of our own selfish benefit. I 
know this has happened product-wise 
even though it was not with malicious 
intent. Take the electric refrigerator 
for example—for years we made the 
size the determining factor of price 
range. As we went up in size from 
the 4 cubic foot model we added fea- 
tures so that to get a 7, 8, or 9 cub'c 
foot box, you had to be technically of 
the elite. Not until a relatively few 
years ago did one of our contempora- 
ries shock us into the realization, that 
the poor wash woman with seven chil 
dren on her back needed a large size 
far more than the “gal” with the fat 
pocketbook. This gave birth to the 
so-called stripped 6 and 8 cubic foot 
sizes at a price. In other words, we 
had not taken the consumer’s problem 
and the consumer’s need into serious 
consideration. I won't say our motive 
was profit selfishness but it does show 
that we were not seriously attempting 
to meet the real market need. So, as 
manufacturers, I am sure we have not 
always made it convenient for the 
public to show their true interest and 
[ can well imagine that if distributors 
and retailers really studied long 
enough they might find similar ex- 
amples. 

Furthermore, I am not sure that 
our over-all approach has been too 
favorable. If we go back over the 
past ten years and analyze our adver- 
tising and publicity, I am afraid we 
would find that a large portion of it 
was defensive rather than offensive. 
Our approach was too frequently in 
trying to defend our particular prod- 
uct, our particular method of doing 
business, or in trying to impress the 
public with our individual difficulties 
and problems. Now, I know we were 
probably justified and that we had.and 
will continue to have troubles, but 
unfortunately the general public isn’t 
very much interested. It is like tell- 





ing friends about “my operation.” To 
me it was a tragic affair—it was 
vitally important and I| suffered. Yet 
I am afraid, to my friends, it wasn’t 
important, it wasn’t interesting, and 
[ don’t believe it impressed them one 
bit. At least I'll wager that their 
sympathy or interest was short lived. 
Offensive Tactics Necessary 

Come postwar, I believe it even 
more important that we be on the of 
fensive rather than the defensive. Cer 
tainly in our war effort we have 
earned an increased right, heritage, 
and privilege to do so. In addition, 
[ think we are entering an era when 
the public expects it of us, yes even 
may demand it. I have always heard 
that the best defense is a good de 
fense, so shouldn’t we: 

1. Take a sincere and broader in 
terest in trying to anticipate as well 
as meet the consumer’s need—product 
wise—pricewise—and servicewise. 

2. State the merits of our business 
plainly and offensively but in terms of 
consumer interest and benefit. 

Many of us may say, “Well, isn't 
that what we have been doing?” How 
ever, before we lapse into complete 
seli-satisfaction on the question, maybe 
it would be well to take another good 
look. We are all out to win the pub 
lic’s favor and merit a portion of its 
spending dollar. To do this we must 
serve it well and make it like us. | 
am positive it likes our wares and en- 
joys using them. Our problem is to 
make it convenient for them to use 
more and make them still happier. 

Nailing it right down, we in the 
electric appliance business will be the 
“stag line” at the “National Ball’ 
vying with many others for the favor 
of the popular “Belles.” As we “cut 
in” we are not interested solely in a 
“once-around-the-hall” courtesy per- 
formance but are hopeful that our 
technique and execution will merit a 
return engagement with satisfaction 
and happiness assured. What better 
assurance is there for their satisfaction 
and happiness than teaching the 
“Belles of the National Ball” the 
modern “steps” of “Living Electri- 


cally”? 

















Successful Wholesalers Know [hat 
Backed-Up With Streamlined 





N LOOKING ahead to the post-war period it 1s 
quite natural that emphasis should be placed on 
methods of selling new territories and new prod- 
ucts; but this must not overshadow the fact that sales- 
inen, selling once again in a highly-competitive peace- 
time market, must be supported by up-to-date and 
efficient warehouse and shipping room facilities. 
Successful wholesalers know that they can not 
expect their salesmen to sell effectively if these men 
constantly are in trouble because of customer dissat- 
isfaction with the wholesaler’s warehousing and ship- 
ping service. And these wholesalers know that the 
opposite is true—that salesmen can sell more and can 
beat out their competition, even when product quality 
and prices are equal, through the confidence customers 
have in the services that will follow the actual sale. 
Wholesalers must expect that their customer’s 
demand for good service after the war will be stronger 
than it was in peace-time years. Conditioned as 
many buyers have become to the extra services which 
wholesalers and salesmen supplied as an aid to the 
war effort, they are sure to expect and count on much 
of this same service for their future orders. The sales- 
man who is backed up by good warehousing and ship- 
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..-handling wire, cable, cord 


ping facilities has a head start toward getting an order 
from these buyers before he shows his samples. 

Other post-war customers who did not get the 
wholesaler’s war-time extra service—many contrac 
tors and dealers—are still going to demand this post- 
war service because their initial efforts in re-estab- 
lishing themselves in their own competitive field will 
be aided greatly by good service from their jobber. 

Streamlined warehousing and shipping facilities will 
help the salesman sell more by cutting down the over- 
head that eventually must be reflected in the prices 
he quotes. It will help him indirectly by enabling his 
company to remain in a sound operating position dur 
ing the period when the wholesaler’s operations must 
be re-adjusted from war-time methods, with many 
large orders and direct shipments, to a peace-time, 
with smaller orders, more shipments, lower volume. 

Some of the many ideas put into effect during the 
last few years by wholesalers who were streamlining 
their warehousing and shipping facilities are shown 
on the following pages. Many are adaptable for use 
in other warehouses and shipping rooms—all are de- 
signed to back up the salesman with streamlined serv- 
ices that will help him sell MORE. 


Salesmen profit by the efficient service that can be 
given by an efficient, easy-handling method of stor- 
ing cable reels. This arrangement is at the Holly- 
wood Wholesale Electric Company, Hollywood, 
Calif. 


Quick handling of small lots of BX cable is facili- 
tated by this set-up at Service Electric Co., Hartford, 
Conn. 
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Nalesmen Sell MORE— 
Warehouse, Shipping 
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has been devised at Wesco, Des Moines, lowa, with a counter cabinet which is mounted on a shipping truck so that it 


7 A way of keeping a peace-time counter supply of cord clean but readily accessible Here the cable measuring machine is 
enclosed by an ordinary window shade. can be moved in front of the cable. 








Notches in vertical planks provide a safe With a chain hoist and an inclined ramp it is no difficult matter to put these 
and simple way to hold reels of wire. reels of heavy wire into their racks at Graybar, Salt Lake City. 
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Confronting the customer at this wholesaler’s counter is an 
easy-to-see display of wiring devices. Although it is the most- 
used way of showing these items, it is effective. 


More goods are sold and a lot of counter salesmen’s time 

is saved by this practical “book-type” display fixture for 

wiring devices originated at GE Supply, San Francisco. 
Sliding racks used by George B. Vasen, Quincy, Ill., shon 
another way of making wiring devices and other small parts 
available to help the customer make his selection. 


A unique idea, in use a few years ago at Doubleday- 

Hill, Pittsburgh, is this display board which points An ambitious display by the A. Knoll Co., Cincinnati, Ohio, 
out to customers the new products which have re- makes use of cabinet doors behind the counter. The customer 
cently made their appearance. Can be adapted for cannot help but see this display. It helps him select the goods 
post-war use. he needs, may remind him of others he should buy. 


Successful Wholesalers Know That Salesmen Will Sell MOR 
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arranging catalog racks 
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An efficient arrangement of catalogs Where more than one person needs to use the catalogs and price sheets, 
need not be complicated. or where wall space is lacking, a rack on casters is very practical. 


Proximity of stock bins and other supplies to the shipping desk 
helps speed up service for the customer. Enlarged map of the 
city makes it easier to route deliveries. 


A shipping room idea that helps speed up work in this depart- 
ment is a portable nail-up center at the Electric Corp., San 
Francisco. It contains all necessary nails, hatchet, etc., needed 
for packaging and can be moved where needed by means of 
the heavy-duty casters attached to each leg. 


October 1944 — WHOLESALER’S SALESMAN 





Cutting to a minimum all unnecessary 


handling of materials is one sure way to 
step up the efficiency of the shipping 
room. Goods roll up to this packer’s left 
hand, packing material is in front of 
him, cartons are at his right, at Graybar, 
New York. 


Above, right. This warehouse, with ship- 
ping room at the left, is a good example 
of efficient arrangement that will speed 
up the service in this house. 


Right. Good service to back up the sales- 
men can be expected from such a well- 
planned arrangement as this one at 
Wesco, Seattle. This is the first floor 
packing office adjacent to three truck 
loading doors. The shipping clerk’s office 
is seen directly beyond the packing desk. 


The salesman and the whole 
organization benefits when 
warehousing methods are 
well organized to _ permit 
quick, efficient handling of 
pipe, elbows, etc. Pipe stored 
in this warehouse at left is 
separated into types and sizes 
by angular pipes running 
down toward the back wall. 





Successful Wholesalers Know That Salesmen Will Sell MORE = 
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Above, left. No wasted motion in 
handling pipe in this warehouse. 
Overhead pipes form sections in which 
each type and size of pipe is stored, 
and easily located at the Hollywood 
W holesale Electric Company. 


Above, right. Small lots of pipe are 
kept separated by this simple rack. 


Right. To facilitate counting of pipe 
stock at The Electric Corp., San Fran- 
cisco, wood separators are lowered 
between each row. Counting can be 
done from the sides, noting the num- 
ber of separators in use and multiply- 
ing by the known number of pipe 
stored in each row. 


Below, left. A well-designed rack 
makes every size and type of elbon 
material available at a glance. 


Below, right. Elbow stock at the 
Treadway Elec. Co., Little Rock, Ark., 
is accessible by this different method 
of storing. 
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RE =Backed-Up with Streamlined Warehouse, Shipping, Service 
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Here’s the lron erent 
they really HAVE to have! 






















Flip this switch—you iron with 
No other iron like it! Does steam or dry heat instantly! 


everything an automatic electric 
iron will do...does MORE than 


any other steam iron will do! Set the dial—the 
temperature 
4 stays put fab- 


rics are safe! 


Special steam 
safety guard 
— steam pressure 
can’t get too high! 


MILLIONS OF WOMEN 


Will learn about its sensational 
features during the next few 
months through big color ads in 
these important magazines: 








Ladies’ Home Journal 
American Home * Woman's Day 
New York Times Magazine 


Wed i 
True Story * Parents’ Magazine Stam for Mf 
From now on, one of the biggest items in the whole 
appliance business is going to be the automatic 
electric steam iron! 

Women already know they must have a steam 
iron to do a good ironing job, especially on the new 
fabrics. And one look at the outstanding features of 
the SILEX Automatic Electric Steam Iron will tell 
them they’ll never be satisfied with any other. 

It’s the ONLY iron with the 3-way grooves that. 
send steam out ALL OVER the sole plate, from 
heel to tip. The iron with the magic fingertip lever 
that switches from steam to dry heat instantly! 

Big, colorful national ads are telling millions of 
women about these sensational SILEX advantages, 
and all the other features shown above. 

And a dramatic, colorful counter display will 
tell it again in your store! 

Production is still limited, of course. But act 
now to ,et your quota of SILEX Automatic Electric 
Steam Irons as early as possible. Write to ... 


THE SILEX COMPANY, HARTFORD 1, CONN. 


Gruief {LEX 


automatic electric steam iron 
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Sally Silon says: 
See the protective hort- 


zontal sheath of steam 
between iron and fabric 

















---creating counter displays 


Above, left. This wholesaler’s counter 
arrangement is designed with a sloping 
part of the counter as display for wiring 
devices and small parts. 


Above, right. Good lighting of the coun- 
ter area is essential in an up-to-date 
wholesaling house. It helps prevent er- 
rors in using catalogs and price sheets, 
enables a better view of products and 
creates a more cheerful atmosphere. 


Right. Without encumbering movement 
about the counters, GE Supply, Los An- 
geles, has put these pillars to good use 
as a place for attractive displays. 


Above. The showcases at right of the 

adjoining counter in this house provide Above. Small electronic parts are made available to customers on tables set in 
a convenient display for small appli- front of the counter at the Leo J. Meyberg Company, Los Angeles. Storage of 
ances. radio tubes, components is on shelves behind the counter. 
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BACK ON TIME 


with time you can sell 








Wholesalers and wholesalers’ salesmen 
will welcome the news that Telechron 
Electric Clocks will soon be back again. 


Before war interrupted production, this 
biggest-selling electric clock line was dis- 
tributed through the wholesale trade. 


Telechron was the best and most profit- 
able line of electric clocks before the war, 
and it will be again. 


Here’s why— 


‘ There will be attractive new Telechron self- 
I. starting electric alarms with ingenious features 

as well as a full line of silent, self-starting elec- 
tric clocks. We've spent more than a year designing 
new models, and they’re ready for production. 


9 These new Telechrons—accurate and depend- 
4, able as always—will help fill one of the great- 

est wants that American families have. A re- 
cent WPB survey showed that 12% million families 
need alarm clocks. 


Telechico 


REG. U.S. PAT. OFF 


ELECTRIC CLOCKS 


WARREN TELECHRON COMPANY 
ASHLAND, MASSACHUSETTS 
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@) These new Telechron clocks will be priced to 

. ° ° 

3, sell, with models for every room in the house, 
and for every timekeeping need. 


The Telechron line will be backed by hard- 
A. selling advertising in the big national maga- 

zines. Telechron has always spent more for 
advertising than any other electric clock maker. And 
pre-war expenditures will be doubled. 


The electric clock business is going to be BIG BUSINESS. Get 
your share by selling Telechron—the clock made by the pioneer 
“Makers of Modern Time.” 
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Salesmen Sell Faster and MORE 


With “Back Of the Line” Support 


Promotional literature and advertising will make selling more effec- 


tive, build reputation, help meet intensified competition in the peace- 


time days ahead. Some wholesalers already have material prepared 





N the highly competitive, peace- 

time days ahead, the whole- 

saler’s salesman is going to need 
full support from “the house” if 
he is expected to capitalize on ex- 
isting markets and develop an im- 
pressive sales record. Of course, 
there are many means of giving him 
this support, and the successful ef- 
fort will be a combination of several 
methods. But there is one way that 
should not be overlooked—that is 
the use of promotional literature 
and advertising by the wholesaler 
management. 

The ideal promotional literature 
is that designed spec'fically for use 
in selling the wholesaler’s services 
to the salesman’s customers and 
prospects. Such literature will 


show, in one or more of many 
ways, the quality and character 
organization, 


of the wholesaling 


the facilities and personnel avail- 
able, the lines handled, the office 
and warehouse space, etc., described 
to show how they represent a well- 
equipped and reliable source of 
electrical supplies. 

This literature can be used in a 
mailing campaign to prospective 
customers in advance of the sales- 
man’s calls. And it can be car- 
ried by the salesman to leave with 
his regular customers as a sales and 
reputation builder. 

But even that promotional ma- 
terial prepared for other reasons, 
such as for distribution to electrical 
manufacturers, can be useful to the 
salesman. Although it may _ be 
worded differently, this promotion 
still carries a sales message describ- 
ing the character, facilities and 
services that the wholesaler pro- 


vides. In the hands of the sales- 














These two pages from the booklet of the Standard Sales Company show that whole- 








salers’ promotion pieces can have attractive layout and typography. 


October 1944 — WHOLESALER’S SALESMAN 





man’s customers and prospects, this 
material serves to emphasize the 
strength and quality of the firm he 
represents and in that way can help 
materially to ease his sales work. 

Illustrated here are examples of 
literature currently 
being used by three electrical whole- 
saling concerns. Each is designed 
to do a different job, each differs 
from the others in several ways, 
but all are of the type that can be 
put to use to help the salesman sell 
more goods. 

Each of these promotional book- 
lets, coming out as they do at the 
threshold of re-conversion and re- 
establishment of peace-time busi- 
ness, are keyed to the theme that 
these wholesalers are well equipped 
to perform a valuable wholesaling 
service in the important days to 
come. 

One of the booklets features the 
wholesaler’s war-time record. The 
Tristate Electrical Supply Company 
of Baltimore, Md., Hagerstown, 
Penn., and Cumberland, W. Va., 
has developed its sales story in 
“Tristate Passes in Review.” Be 
ginning with the statement that 
“Tristate takes pride in the service 
it has rendered to the war plants 
it serves,” the company presents 
through samples of letters and case 
studies of war-time service a brief 
history of Tristate’s contributions to 
the war effort. At the same time it 
shows a background of wholesaling 
success which it introduces as evi- 
dence of its ability to continue such 
service in peacetime. It closes with 


promotional 


a statement from R. A. Stott, presi- 
dent, outlining the company’s policy 
and describing the concern’s ability 
to serve its old and new customers. 

With the same objective, but ap- 
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4 good record is natura'ly one of the best advertisements a 
wholesaler can have, and every promotion piece should make 


proaching it from a_ different 
“slant,” the Harry Alter Co., Chi- 
cayo, presents to its customers an 
oudine of the background and ex- 
perience of the company and its 
personnel. The booklet “A Distri- 
butor Makes Post-War Plans,” in 
troduces the Harry Alter staff as 
a group that, through long. exper- 
ience has become “an organization 
with know-how.” Backing up this 
staff, the booklet shows a set-up of 
shipping and warehouse facilities 
adequate to provide “prompt, effi- 
cient service.” These facilities are 
illustrated, as are the company’s 
showroom and the store window on 
Michigan Avenue. The Alter Com- 
pany’s successes in appliance sales 
pre-war are featured to tie-in with 
what the organ‘zation expects it 
can do in the future. An effective 
map shows the territory in which 
the company serves. 

A file-size booklet put out by the 
Standard Sales Company, Spokane, 
Wash., appears to be des'gned chiefly 
for the purpose of selling manu- 
facturers on the importance of the 
territory this company serves and 
on the desirability of using this 
wholesaling house as the distributor 
in that important region. 
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Although such a_ promotional 
piece as this one is not written 
specifically for the salesman’s custo- 
mers, it can help him make more 
sales. Through its use in advertis- 
ing the economic importance of the 


judicious use of “satisfied customers.’ 
Company, in its booklet, shows war-time service record. 


re which destroyed its pulverias 


as called and a serv 





’ 


The Tristate Electric 


territory he sells, it creates goou- 
will among customers who ate 
bound to profit by having more at- 
tention paid to merchandising in 
their area. Copies of such a booklet 
presented to each customer and pros- 
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THE HARRY ALTER RECORD IS STAR-STUDDED 
WITH PROMOTIONAL SUCCESSES 
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Another asset in promoting the house is the wholesaler’s success record with 
other manufacturers’ lines. Harry Alter says ... “we can do it again!” 
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STREAMLINED. 
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TO 20,000 CUSTOMERS 
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An impressive booklet put out during war-time by Graybar helped their sales- 


men by showing the experience, organization and personnel behind them. 


pect takes to them the story of 
Standard Sales Company’s ability 
to do an effective wholesaling job. 
It can be nearly as instrumental in 
getting more sales for the salesman 
as it is in getting new lines for the 
wholesaler. 

In this booklet, Standard Sales 
features the importance of the “In- 
land Empire,” that region between 
the Sierras and the Rockies, and 
emphasizes that this wholesaling 
house reaches all markets in this 
profitable area. As it is a compara- 
tively new concern, Standard Sales 
goes into detail to show how rapidly 
it has grown and how well it has 
obtained the confidence of its custo- 
mers. 

During the height of the war pro- 
duction program the Graybar Elec- 
tric Company issued a booklet which 
described the conversion of that 
company’s organization to the serv- 
icing of war industry and essential 
civilian needs. Although a war 
product designed to create more 
sales at that time, it could not help 
but have a long-range effect on sales 
by its dramatic presentation of the 
company’s services and facilities. 

Another way in which “the 
house” can back up the salesman 
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This full-page advertisement, although designed to interest manufacturers, 
brought much attention to this wholesaler from the rest of the industry. 








is through local advertisements in 
publications and newspapers, even 
though this effort is directed pri 
marily toward securing new lines 
from manufacturers. Herewith is 
reproduced a full page advertise- 
ment used in WHOLESALER’S SALES- 
MAN by Crannell, Nugent & Kran- 
zer, Inc., New York. This adver- 
tisement was written to point out to 
manufacturers the excellent facili- 
ties offered by this wholesaling 
house in serving as a distributor fot 
the Metropolitan New York area. 

However, because it went into de 
tail in describing the competent sales 
staff, the maintenance of adequate 
stocks, up-to-date shipping depart- 
ment, and the company’s many years 
of success as New York distributor 
for many of the country’s leading 
brands, it carries a message that 
helps every one of its salesmen in 
his daily work. 

As wholesalers go into the post- 
war period they will realize more 
and more that, through promotional 
literature and advertising, they can 
build prestige and sales if they 
“blow their own horn’—conserva- 
tively and in good taste, of course. 
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To Make More Money on Reconversion, 
Nalesmen Must Know the 





HAT do fuses and fusible 
equipment hold for me in 


the way of post-war sales 
possibilities? Will changes be 
made in the design of fuses, panel- 
boards and switching equipment 
for the post-war market? These 
are questions which many electri- 
cal wholesalers and their 
men are asking themselves to 
day, and in the succeeding para- 
graphs are answers which should 
prove helpful to every salesman 
in getting the maximum volume 


sales- 






« Fuses and fusible equipment form one of the long-established 
product groups, that meets every modern demand and offers 
excellent sales and profit potentials to the salesman who is 


smart enough to sell them on every order 





of fuse business out of his 
territory. 
First, let us take up the matter 
of post-war sales possibilities for 
fuses and fusible equipment. In 
discussing this, it must be pointed 
out that fuses, panelboards and 
switching equipment are staple 
products, which go into buildings 
of every conceivable type to pro- 
vide protection for the electrical 
circuits therein. This being the 
case, the future sales possibilities 
of products of this kind are con- 
tingent to a large degree upon the 
future building activity of the 
country. 

So let’s look and see what post- 
war construction as forecast by 
some of the country’s building 





In plants where machines are likely to be changed from time to time a bus 

duct system once installed is adaptable for use with almost any new type of 

machine. In this illustration fusible switch plugs in the duct are connected 
to welders below by short runs of the conductors. 
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research analysts may be _ ex- 
pected to provide in the way of 
new markets for fuses and allied 
products. 

Reports from virtually all of 
authoritative sources indicate a 
tremendous building expansion 
program in the immediate post- 
war era. Based on a _ survey 
covering 37 states, the F. W. 
Dodge Corporation predicts that 
the total building construction 
in the country will average 
$5,157,000,000 or 99 percent (al- 
most double) more than the total 
building construction in the 
United States during the ten-year 
period 1930-1939. These figures 
apply to all types of building con- 
struction in the 37 states included 
in the survey, and cover com- 
mercial, manufacturing, educa- 
tional, hospitals and institutions, 


public buildings, religious, social 
and recreational buildings. 
With regard to residential 


building, the Dodge Corporation 
estimates that an average of 
820,000 units per year will be built 
in the first ten post-war years. 
Added to that, comes an estimate 


from another reliable source in- 


dicating that after the war 
$3,502,472,000 will be spent to 
make available electrical facilities 
to 5,131,483 new rural customers. 

It goes without saying that the 
thousands and thousands of elec- 
trical circuits to be installed in 
this tremendous expansion pro- 
gram will provide a_ potential 
market for fuses and _ fusible 
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Post-War Orders 
Why and Where of FUSES 


By D. C. Frederick 
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equipment, that will exceed any 
market yet encountered in the 
same length of time by the electri- 
cal wholesaler or his salesmen or 
for that matter by the entire 
industry. 

Another factor which should be 
cheering to the heart of the elec- 
trical wholesaler and his salesmen 
is the conversion to a peacetime 
basis which is now beginning to 
take place in American industry. 
Already some of our factories 
previously engaged in the manu- 
facture of war material, have 
started to reconvert to peace-time 
production. As the war prog 
resses to a successful conclusion, 
more and more industries will of 
course, engage in such reconver- 
sion. In many instances, because 
of a change in circuit conditions, 
much in the way of new fuses, 
panelboards and switching equip- 
ment will have to be purchased. 

And there is still another bright 
spot on the horizon in the im- 
pending relaxation of restrictions 
on the manufacture and sale of 
major appliances which, for some 
time have not been available to 
the public. With the reappear- 
ance on the market of vacuum 
cleaners, washing machines, 
toasters, etc., people who hereto- 
fore have not been able to avail 
themselves of such modern con- 
veniences will be able to do so 
and this unquestionably will in- 
crease the demand for additional 
circuits in homes already wired. 

All these facts and figures, 
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No longer is it customary to install fuse centers in the basement. Now the) 
can be installed in a modern flush mounted panel in the kitchen or at 
some other convenient location. 


coming as they do from reliable 
sources indicate an extremely 
favorable outlook for building in 
the post-war period with volumes 
far exceeding those in the pre-war 
period from 1930-1939. This be- 
ing the case, the sales possibilities 
of fuses and fusible equipment 
will be correspondingly large and 
far greater than those which 
existed previous to World War 
II, perhaps even greater than in 
any prior comparable period. 
Speaking of the matter of 
changes in design for the post- 
war market, many exaggerated 
and fantastic ideas have been ex- 
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pounded with regard to new and 
revolutionary products, which 
will come to the American market 
following the end of the war. 

For instance, up until recently, 
many people had the idea that as 
soon as Hitler was beaten, we 
would start driving around in 
“glass bubble” automobiles mov- 
ing at prodigious speed with the 
use of little or no motive power. 
Fortunately, the hard-headed 
manufacturers of automobiles 
have exploded the idea by stating 
bluntly that at least for some 
time after the termination of the 
war we must be content with 
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GET YOUR COPY OF THE 


NEW MITCHELL CATALOG wo. 2a 





Complete Data and Information 
Ready to Help You Do a Better, Easier 
Industrial Lighting Job! 


Get Catalog No. 281 from your MITCHELL DISTRIBUTOR 
or write us today! 


MITCHELL 7anufacturing Co. 


2525 CLYBOURN AVE. + CHICAGO 14, ILLINOIS 
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models much the same as were in 
use preceding Pearl Harbor. 

Similarly, many staple products 
will continue largely in their 
present use for years to come. 
Men will go on wearing hats and 
trousers and they will insist on 
eating three square meals a day 
even though concentrated food 
tablets may be offered as a sub- 
stitute for meals. In fact, most 
standard products will continue 
to be used in substantially their 
present form, although, in many 
cases, they doubtless will be 
dressed up and superficially changed. 

Both fuses sand fusible equip- 
ment have been improved con 
siderably over the past twenty 
years and can be installed, or 
when necessary replaced in a 
manner which will insure the best 
possible electrical protection, ease 
of operation and _ convenience. 
Panelboards and switching equip- 
ment have been streamlined to fit 
in with modern design and archi- 
tecture, so that in general there 
is nothing to worry about as far 
as changes in design are con 
cerned. 

In short, fuses and _ fusible 
equipment have already been 
modernized and improved to meet 
the exacting standards of today. 
Therefore, all the electrical 
wholesaler and his salesmen have 
to be concerned about is making 
all possible sales of these products 
in a market where there will be 
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The interlocked handle on the 

cover of this fusible bus plug 

disconnects fuses when the cover 
is opened. 


a great demand for them. 

To help the electrical whole 
saler and his salesmen toward 
making the best of the sales op 
portunities in these products, that 
so obviously lie ahead, we give 
below some of the selling points 
that it is well to remember: 

1—Fuses, being like the safety 
valve of an_ electrical system, 
need to be, and are, positive in 
operation. 

2—The initial cost of fuses is 
low. 























Modern dead front fusible industrial switch- 
board has interlocked switch handles which 
ensure cartridge fuses being disconnected 

before they are touched. 


Neat, compact dead front fusible 

switchboards help the building 

planner to save space and afford 
safe, low cost protection. 
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A bulky old-fashioned fuse box may be replaced 
at very reasonable cost by one of these modern 
plug fusible-type lighting panelboards designed 


for flush mounting on the wall. 


3—Maintenance cost of fusible 
installations is almost negligible. 
In residences the United States 
Bureau of Census statistics show 
that only 1% plug fuses are 
purchased by each 
home per year. 


American 


4—The fuse has no moving 
parts. Fuses installed twenty 
years ago still offer the same 
economical and positive protec- 
tion as when originally placed in 
service. 

5—Fuses are available for every 
type of electrical circuit. 

6—Tor industrial and commer- 
cial use, fuses have been con- 
sistently improved in design to 
meet modern circuit conditions. 
Fusible panelboards and switch 
ing equipment have been stream- 
lined to fit in with modern in- 
dustrial design and production 
practices. 

7—For residential use the pres- 
ent practice of installing a fusible 
panel in the kitchen, or some other 
convenient location, makes it 
readily accessible and as easy to 
operate as the wall switch 

8—When fuses and 
equipment bear the Underwriters’ 
Laboratories label of approval 
they can be depended upon to 
provide economical, convenient, 
modern and safe electrical pro- 
tection. 


fusible 
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Atter 50 Years of Wholesaling, 
Veteran Henry L. Walker 


Well-known Detroit wholesaler celebrates half-century of con- 


tinuous wholesaling activity. Says he “thoroughly enjoys the 


business” as he looks forward to post-war and peace-time period 





667PV HERE should be nothing but 
a hank of hair left of me 
after passing through five 
panics and five wars during my fifty 
years of electrical wholesaling, but 
the fact that | weigh more than | 
did when I started proves that | 
thoroughly enjoy the business.” 

That statement, coming as it does 
from Henry L. Walker, founder 
and president of the Henry L. 
Walker Company, Detroit electrical 
supply house, is notable endorse 
ment of the wholesaling business to 
any young men who may be consid 
ering the distribution of electrical 
supplies as a life work. 

That he “thoroughly enjoys the 
business” is a conservative statement 
typical of Henry L. Walker, because 
everything about him and his half- 
century record in wholesaling shows 
that he loves the business and is 
truly devoted to his work and the 
industry. This is reflected in the 
outstanding success he has made of 
his own company and in the healthy 
and honest respect held for him by 
so many other wholesalers through- 
out the country. 

This is not a large wholesaling 
concern that this year celebrates its 
fiftieth year of continuous opera- 
tion — not large in comparison to 
many others throughout the country, 
or even when compared with much 
newer houses in the same Detroit 
area. And the Henry L. Walker 
Company could not be called a 
“spectacular” concern, It is best de- 


104 


“substantial” and the 
sound policies of its founder must 
be credited with its steady, conserv- 
ative growth and the record of con- 
stant, reliable service to which its 
hundreds of customers would tes- 
tify. There are probably many 
in the electrical wholesaling industry 
who would agree that the desire of 
Henry Walker not to want his com- 
pany to become a large organiza- 


scribed as 


tion, but instead to remain medium- 
sized, well-organized and_highly- 
successful, has contributed much to 
the company’s ability to weather 
panics and wars and to make Mr. 
Walker still enjoy the business. 

Fifty years of electrical whole- 
saling have established in Henry L. 
Walker strong concepts of 
wholesaling practice and business 
economy. Even fifteen years ago he 
was known to the industry for his 
firm convictions and for his de- 
termination to stand up stoutly for 
his rights and in defense of his be- 
liefs. 

featured as a “Man You Should 
Know” in the November, 1929, 
issue Of WHOLESALER’S SALESMAN 
(then Jobber’s Salesman) Mr. 
Walker was described as a level- 
headed man whose feet never leave 
the ground no matter how hot the 
battle. But, although he has_ be- 
come well-known as a conservative 
in business operation, he has not 
been behind the times and often 
has pioneered in the electrical field. 

His firm was one of the first to 
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handle “wireless telegraph” material. 
And Mr. Walker was one of the 
early members of the wholesaler 
group that today is the National 
Electrical Wholesalers Association. 
Many members of that organiza- 
tion will remember how often his 
energy and efforts have been be- 
hind movements for the betterment 
of conditions within the industry. 
Today he is active in helping warn 
the public of the evils of the infla- 
tion which he fears is rapidly ap 
proaching in this country. 

The romance of Mr. Walker’s 
business life seems to include every 
thing but travel. He chose to live 
and work in the same district where 
he was born. Throughout fifty years 
of electrical wholesaling his con 
cern has served the same territory 
of southeastern Michigan which he 
selected in the first days of his 
business operation. 

Although he has worked for a 
half-century in the electrical suppl) 
business, his earlier business career 
was in other fields. His first job- 
at $2.50 a week—was in a whole- 
sale drug house where he ran an 
elevator. From that he went into 
an iron foundry to work at grind- 
ing burrs from steam radiator cast- 
ings—a. job he left on his doctor’s 
advice because there were in that 
day no exhaust fans to carry away 
the emery dust and gases. The next 
step was a far one, to that of bank 
messenger for the newly organized 
Second National Bank of Detroit. 
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Weathering ) Panics and 9 Wars, 
till Likes Wholesaling Best 











There he worked up to a position 
as paying teller during the next 
seven years. 

It was while he was in that job 
that he was asked to serve as secre- 
tary-treasurer of a small electrical 
manufacturing concern which pro- 
duced electro-dynamos and handled 
electrical construction work. In two 
years that job ended when the com- 
pany was dissolved, but Mr. Walker 
had received a working knowledge 
of the electrical business and had 
made many contacts in that field. 
He became agent for two eastern 
electrical manufacturing concerns, 
soon took on a third and then a 
fourth. The latter was the General 
Electric Company which gave him 
exclusive sales rights for all its 
screw-base material. 

The evident confidence of these 
companies in Mr. Walker’s business 
ability and his reputation for hon- 
esty were found valuable assets 
when finally he decided to enter the 
electrical wholesaling business on a 
larger scale. 

As plain Henry L. Walker—no 
“Co.”, “Company,” or ‘“Corpora- 
tion” attached—he started his busi- 
ness at 5 Griswold Street, Detroit, 
fifty years ago. The company has 
been in three different locations 
during its five decades of existence 
as it shifted to meet the needs of the 
expanding Detroit area. In 1902 
a building was constructed at what 
is now 140 East Larned. It became 


an auxiliary warehouse in 1913 





Henry Walker 


when the company moved its opera- 
tions to 27 East Jefferson Street. 
At present the concern is back at 
the old address on East Larned 

Looking now at the post-war and 
peace-time years ahead, Mr. Walker 
says that he does not anticipate 
any great changes and he believes 
that the “wholesaling business will 
be conducted along the same old 
lines.” But there are those who 
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know him who would bet that his 
ear is to the ground and that should 
wholesaling deviate from the same 
old lines, Henry L. Walker, with- 
out fanfare and in a measured, 
conservative way will adjust his 
company to the new way and con 
tinue serving southeastern Michigan 
as steadily and successfully as dur 
ing the past fifty years—and that 
he’ll still “thoroughly enjoy” it 
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Trophy Team's Success 
Shows Pattern for 


Graybar-Philadelphia’s lighting team welcomed the oppor- 


tunity for cooperating with the Philadelphia Electric Asso- 


ciation and the local utility company in lighting sales drive, 


and was paid off in sizeable orders, a precious trophy and 


prize money to boot 








Frank Moos 


HEN we were asked by Fred. 
Wkecs to relate some of our ex- 

periences in the recent lighting 
activity directed at relighting small 
war plants, we realized that unless 
the whole picture behind this effort 
were presented, little would be 
gained, 

First of all, we, in Philadelphia, 
are very fortunate in having an elec- 
trical association that is forever 
trying to find ways and means of 
keeping alive interest in the field of 
lighting. It was through the efforts 
of this association that, in Decem- 
ber, 1943, a plan was launched to 
relight as many war plants as pos- 
sible. 

The plan was as follows: that for 
a period of three months up to April 
Ist, 1944, a concerted effort was to 
be made by the lighting men of the 
local utility company (Philadelphia 
Electric Co.), lamp manufacturers, 
lighting equipment manufacturers, 
electrical contractors and electrical 
wholesalers to call upon all indus- 
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tries doing war work and point out 
to them the value of good lighting. 
This was truly a plan that called 
for cooperation ! 

The entire operation was planned 
on a merit system based on points 
per lumens per square foot. That 
is, the increased lumens over the old 
lumens of any given installation. 
These merit points were then cred- 
ited to the participating wholesalers’ 
salesmen, with additional credits if 
the salesman succeeded in having the 
interior of the relighted area painted, 
and additional points also if a con- 
tractor participated in the installa- 
tion of the equipment. 

The wholesaler with the most 
merit points was then to be awarded 
the Electrical Association plaque for 
the current year. 

One important point must be 
brought out here, and that is, the 
fact that only factory, shop-office, 
drafting room, engineering depart- 
ment and yard lighting were consid- 
ered eligible. This definitely placed 
the effort where it was most needed 
and no time was wasted on unneces- 
sary lighting that did not help the 
war effort. 

We, in Graybar, realizing that 
here was a splendid opportunity to 
do our part, organized a team of six 
men who called on industrial estab- 
lishments and were in a position to 
contribute materially in spreading 
the better light, better sight story to 
their customers. 

These men, by the way, had just 
completed a refresher course in 


lighting, sponsored by the local 
I. E. S. This course was attended 
by other wholesalers’ salesmen as 
well as utility contractors, architects’ 
personnel and manufacturers’ repre- 
sentatives. 

The results of this course were 
noticed throughout the entire activ- 
ity. The Graybar team went out 
with the determination to win this 
most coveted plaque. 

Of course, alone, they would 
never have succeeded for it meant 
lighting layouts were to be made 
that fell into the category of the util- 
ity company’s lighting ‘men who 
worked in close harmony with our 
men deciding the best methods of 
lighting each particular plant. The 
lighting manufacturers’ representa- 
tives also did their part in help ng 
to make available the equipment 
needed for this work, and the elec- 
trical contractors, too, played a very 
important part in the installation of 
the equipment which, in many in- 
stances, they purchased for the con- 
sumer. 

As a result, we succeeded in re- 
lighting approximately 54 industrial 
areas, large and small, and in solving 
many other problems where relight- 
ing was not necessary but present 
equipment could be utilized. 

There was considerable work con- 
nected with this idea, in keeping rec- 
ords of all the reported jobs by all 
the wholesalers’ men, a total of 67. 
This work was ably handled by Mr. 
Le Fond of the Philadelphia Elec- 


tric Co. He was really snowed un- 
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In War Plants Relishting 





eace Plants Relighting Campaigns 


By Frank Moos 


Manager, Lamp and Lighting Dept. 
Graybar Electric Company 
Philadelphia, Pa. 
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der, at times, and quite often, when 
I visited his office, he would be sit- 
ting there with his shirt sleeves 
rolled up laboring through stacks of 
papers that kept coming in at an 
ever-increasing rate, especially, near 
the end of the activity. He would 
often look up and say, “Oh, boy, 
this is really something.” 

And it was something! For here 
were men of competitive wholesale 
houses all working for one purpose 
—to bring better sight to the indus- 
tries. 

Most of the jobs went in with a 
lighting load of 35 footcandles and 
higher. This is quite a bit different 
from a few years ago when a light- 
ing man did not have the courage 
to talk more than 25 footcandles, in 
most cases, and then, only in a whis- 
per. Let’s not be mistaken by the 
mention of footcandles. That is 
merely given here as a point of ref- 
erence as to the quantity of light for 
we certainly tried to stress quality 
in lighting and succeeded in its ap- 
pl cation. 

The jobs we accomplished were 
very diversified. Many of them 
were high bay lighting using mer- 
cury and incandescent units, others 
using the 3KW lamps, still others, 
straight incandescent lighting. Then, 
of course, there were many low bay 
shop areas where fluorescent lighting 
was used as well as in engineering 
departments and drafting rooms. In 
all instances, great care was given 
to the application of the lighting sys- 
tem. Never before has the lighting 
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The trophy honoring Graybar-Philadelphia as the wholesaling organization 
achieving the highest point record per salesman in the industrial lighting activity 
sponsored by the Electric Association of Philadelphia is presented by Howard L. 
Miller (left), president of the Association to A. L. Hallstrom, Graybar-Philadel- 
phia president. 


man had so many tools with which 
to accomplish his work and, cer- 
tainly, some thanks must go to the 
lamp and equipment manufacturers 
who are forever making available 
better materials with which to do 
our lighting jobs. 

[ merely point out these things so 
that we do not lose sight of the fact 
that we are all dependent upon one 
another in this great industry and, 
that, as time goes on, we will be more 
closely linked together. 

When the final reports were tabu 
lated and the committee had care 
fully studied them, we were in- 
formed, much to our delight, that 
the Graybar team, consisting of 
Messrs. J. M. Bonner, W. K. Col- 
lum, F. Hudson, S. W. Shultz, 
R. R. Spring and W. S. Wheeler, 


had won the plaque besides some 
very nice prize money for each of 
the participating men on the team. 

The plaque was presented at a 
meeting of the Electric Association 
by Mr. Howard Miller to Mr. A. L 
Hallstrom, Vice President of Gray- 
bar, 

One thing is becoming more evi- 
dent each day, namely, that the 
wholesalers’ salesmen will play an 
ever greater part in bringing the 
story of better lighting home to the 
consumer. We have only scratched 
the surface and great opportunities 
lie ahead. We feel certain that by 
cooperating with one another, as we 
did in this campaign, we shall all 
help to elevate lighting to ever higher 
standards and, at the same time, build 
an excellent business 











JUST PUBLISHED BY McGRAW-HILL 





Other 
McGRAW-HILL Books 


of Current Interest 


1. Raymond Clapper: 
WATCHING THE WORLD 


Ed‘ted and with a biograph‘cal sketch by Mrs 
Raymond Clapper Introduction by Ernie 
Pyle. $3.00 


2. ASIA’‘S LANDS AND 
PEOPLES 


By George B. Cressey, Syracuse University 
A Geography of one-third the earth and twe 
thirds its people, with considerable attentio 
to postwar aspects ot geostrategy. $5.50 


3. BRAZIL ON THE MARCH 


By Morris L. Cooke, American Technical Mis 


sion to Brazl. Absorbing study of the Bra 
zil’'an economy in terms of national background, 
peoples, resources, and mounting industrializa 


tion. $3.00 


4. BULLDOZERS COME 
FIRST 


By Wa'do G. Bowman, N. A. Bowers, Harold 
W. Richardson, Edward J. Cleary and Archi 
N. Carter. Eyewitness story of U. S. war 
construct:on operations in foreign lands. $2.75 


Order by number Use coupon 


108 





WALTER TROHAN, in the Chicago Tribune, says: 
“For those who desire to become acquainted with th 
Republican candidate for President and what he stan 
for, this is a must book.” 

Vew York Journal-American: 
“a straightforward picture of the Republican Presidenti 
nominee without the usual worshipful embellishments t 
which most biographers are prone.” 

Marguts CHILps, in the N. Y. Herald-Tribune, says: 
“the Dewey story is here skilfully put together, and t 
many readers parts of it will be new.” 











DEWEY 


An American of this Century 


By STANLEY WALKER 


























full-length, authoritative, highly readable study of the 
Republican candidate, written by a veteran newspaper- 
man. Here is the amazing record of the G. O. P.’s fighting 
standard-bearer . . . here are his principles and beliefs . . . 
here we see him at work and at play, in struggle and triumph. 
Supplemented by 45,000 words of excerpts from Dewey’s 


major speeches and statements. $2.50. 


2) ade 


Really Know 





FOSS SRO SSSSSSSSSSSSSSSSSSSSSSSSSSSSHSSSSY, 
e ' 
This | McGraw-Hill Book Co., 330 W. 42nd St., New York 18 | 
a Send me the books checked and encircled below, for 10 days’ examina- ; 
id te t= tion on approval. In 10 days | will pay for books, plus few cents postage, \ 
Candi a & or return them postpaid. (Postage paid on cash orders.) i 
7 
: _] Walker’s Dewey, An American of This Century, $2.50 : 
mcGRAW-HILL : Name - 
1 
EXAMINATION | Adéres : 
pON : City and State i 
cou § Position : 
| ean Company WS. 10-44 ; 
2 (Books sent on approval in United States only.) ‘ 
] 
. :f— 


WHOLESALER’S SALESMAN — October 1944 





\\ P ROUEN ARS AS 
ae aK am 


aytex Proved 


We knew that Laytex-insulated wire was good. But actually, no one 
expected any single wire to stand up to all the tough war-usage that Quese® \NSULATION AT ITs BEsy 
Laytex did. 
Laytex has taken arctic cold, tropic heat, moisture, mold, shock and 
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the world—and has come out with flying colors. 
Laytex has a proven record of delivering more electricity, more 
dependably, in more jobs than any other wire we know. 
Right now the entire output of Laytex Wires and Cables is going to 
the Armed Forces. But the day is steadily drawing nearer when manv- U. S. 
facture will be resumed for Buildings, Police and Fire Alarms, Com- 
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ELECTRIC PORCELAIN CO. 






@ Porcelain conforms to the National Electrical 
Code—Porcelain saves metal—Porcelain is avail- 
able—Illinois completely insulated all porcelain 
wiring systems are old in terms of years of serv- 
ice. They have made it possible for contractors to 
continue right along with wiring installations—no 
time-outs for materials. 


No vital materials go into the production of por- 
celain—yet, materials do go into porcelain that 
make these systems durable—that are not af- 
fected by rust or corrosion—that make possible 
full safety—that make these systems valuable 
where there is dampness and fire hazard. 


You can do an up-to-the-minute wiring job with 
an Illinois Porcelain System—you can guarantee 
these systems for longest service life. 


Porcelain is a logical material too because it con- 
serves vital metals for our victory effort. 


Illinois all porcelain wiring systems are adapt- 
able to practically all wiring plans and layouts. 
They can be installed without grounding. 


For that next installation job, sell an Illinois all 
porcelain wiring system. 
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Write for new \ agi 
booklet ‘‘Facts - 
about Colovolt” 


AL LUMINESCENT CORPORATION 


8 So. Federal St. CHICAGO 5, ILL. 
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General Offices: 


=~) |) GEDNEY ELECTRIC COMPANY 


R.K.O. BUILDING, RADIO CITY, NEW YORK 20, N. Y. 


FOUNDRY, FACTORY, SHIPPING POINT - TERRYVILLE, CONN 





Locknuts 
16” to 6” 


All Types— Sizes '..” to 4” 








Gedney Type “FS” 
Single-Gang 
Shallow 


de ee 





Threaded for 
Heavy Wall 
Conduit 
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Gedney Conduit Fittings 
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to 


Pipe Straps 
16” to 4” 
Ground Fittings 
: G: Rigid or EMT 
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CONDUIT BODIES 

Gedney Threaded Gedney Threadless 
Type Conduit Type Conduit 

Bodies for Heavy Bodies for EMT Thin 
Wall Conduit Wall Conduit 





De & 


aan. 
%" to 3” 






cant, Connector 
%” we 1k’ 3%” to 1K” 


Ground Fitti 
fur $4” en 


All Types—Sizes ',” to 2” 


Gedney Type “FS” 
Single-Gang 
Shallow 





Threadless for 
EMT Thin Wall 
Conduit 
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FITTINGS FOR EVERY ELECTRICAL WIRING APPLICATION 


Gedney Armored and Non-Metallic Cable Connectors 





Gedney E. M. T. 
Fittings 





Watertizht Connectors 
'2" to a 





Straps 
¢° eto 2° 


Gedney Entrance 
Fittings 





Entrance Elbows 
1,” to 


Entrance 


1” to 4" 


One Hole 
Malleable Straps 
For Oval Service 


Cable 


**Shoe Hold" 
One Hole 
Mounting Service 
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MOF HAN CODE REQUIR 
PARANITE WIRE AND CABLE CORPORATION 


JONESBORO, INDIANA 
Division of 
ESSEX WIRE CORPORATION 
FT. WAYNE, INDIANA 
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AVAILABLE FROM STOCK 
IDEAL Rechargeable 
Flashlight STORAGE BATTERIES 


You can now obtain IDEAL Flashlight-Storage-Batteries 
















and Chargers for stock by applying on WPB Form 547 
(formerly PD-1X). It is smportant that your application 
Storage Batteries for Flash- 


lights’ and you must apply to the following division: 


specifies “IDEAL Rechargeable 









War Production Board 








Electrical Supplies & Household Appliances 
Wholesale and Retail Trade Division 

Office of Civilian Requirements 
Washington, D. C. 










IDEAL Wiring Devices. Peace-Time or War-Time, wiring jobs 
must be finished fast in industrial plants and in construction, 









That is why each year more millions of / 
these IDEAL Wiring Devices are used: — 

@ IDEAL ‘Wire- Nuts” 

e Lugs, Solder and Solderless 


e Fish Tape, Reels and Pullers 
e “E-Z’’ Wire Stripper (illustrated) 











PROMPT DELIVERY on every item listed. 


Other IDEAL Products include Motor Maintenance and 
Repair Equipment, Industrial Cleaners, Electric Mark- 
ing Tools, Machine Tool Accesscries, Fuse Devices, 
Safety Tools, IDEAL ‘Wire-Nuts,” and other Wiring 
Devices. 


Serve 





America better! 











Keeping America’s Flashlights Burning 
A New and Better Wag / 


When American Industry’s safety and production 
efficiency were menaced by the war-shortage of flash- 
light dry cells, InEAL broke the bottleneck—not by 
supplying a temporary substitute—but with the NEw 
IDEAL RECHARGEABLE Flashlight-Storage-Battery, 
a permanent type battery that provides better, brighter, 
more dependable light all the time, simply by re- 
charging regularly! 


This is typical of 1pEAL’s quarter-century-old policy 
of constantly developing new and better things 
(IDEAL now has 100 products) supplied by more than 
200 IDEAL Service Engineers through warehouses and 
wholesalers in principal industrial centers, serving 
IDEAL’S 40,000 customers located in every state in the 
Union, and Canada. 


If you are interested in new and better products and 
methods, send for 1DEAL’s 88-Page Handbook. It’s 
yours for the asking. 















PLAN YOUR PLANT ORIVE NOW! 


Good organization will be needed to sell the 6th. The task of raising the huge sum required will be 
the most difficult ever asked of Industry. As each new military success brings us closer to Victory, the 
public naturally will feel that the urgency of war financing is lessened—whereas it isn’t. So organize 
now to prevent a letdown on the home-front from causing a letdown on the fighting front. Build your 
plant’s payroll campaign around this fighting 8-Point Plan. You don’t have to wait for the official Drive 


to start— swing into action NOW! 
] BOND COMMITTEE—Appoint a 6th War Loan Bond 


Committee from labor, management and each represent- 
ative group of the firm. 


2 TEAM CAPTAINS—Select a team captain, for each 
10 workers, from men and women on the payroll—but 
not in a supervisory capacity. Returned veterans make 
most effective captains. 


<3 QUOTA—Set a quota for each department and each 
employee. 


4 MEETING OF CAPTAINS—Give a powerful presen- 
tation of the importance of the work assigned to them. 
Instruct them in sales procedure. Have them carefully 
study the Treasury Booklet, Getting the Order. 


5 ASSIGNMENTS — Assign responsibilities for: 


(a) Sieste, speeches and announcements of the opening 
rally. 


(b) Pre-drive letter to employees from management and 
labor. 

(c) Competitive progress boards. 

(d) Meeting schedules, etc. 


6 CARD FOR EACH WORKER—Dignify each personal 
approach with a pledge, order, or authorization card 
made out in the name of each worker. Provide for a 
cash purchase or installment pledge. Instruct each cap- 
tain to put a pencil notation on the card to indicate the 
subscription he expects to solicit from each worker. 


‘7 RESOLICITATION—People don’t mind being asked 
to buy more than once. Resolicit each employee toward 
the end of the drive in a fast mop-up campaign. Call 
upon your State Payroll Chairman; he’s ready with a 
fully detailed plan—NOW! 


8 ADVERTISE THE DRIVE—Use all possible space in 
the regular media you employ to tell the War Bond story, 


The Treasury Department acknowledges with appreciation the publication of this message by 


WHOLESALER’S SALESMAN 


This is an official U. S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council 
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* For Important Rat-Wan Developmeitr 


« 
“ Intensified research during the war period, coupled with amplified personnel 
- and facilities (including a new research laboratory) have paved the way for new 
« [LG developments to be announced soon. No miracles . . . these are sound, 
at practical engineering achievements in improved design, ifcreased efficiency, new 
3 applications. Make certain that you are on the list to receive first news 
- about these important developments by writing us or phoning nearby ILG 
. Branch Office (see classified directory). 
o N 
e 
. ILG ELECTRIC VENTILATING CO., 2822 N. CRAWFORD AVE., CHICAGO 41, ILL. 
“e OFFICES IN 38 PRINCIPAL CITIES 






VITALIZED 
VENTILATION 


AND AIR CONDITIONING 


COCO SCSSSESHSSSSSSSESSSESSSSSSHSSOSSSSHSSSESSSSESSSSESSEHOSeseeeeee >9e@e@e@ 





ILG Steam or ILG Direct-Connected ILG Self-Cooled 
Electric Unit Heaters Blowers Motor Propeller Fans 
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MASTERPIECE of Fluorescent Engineering 





The ideal commercial fixture .. combining highest efficiency, 


modern design, minimum glare and low maintenance costs 


All the elements of correct design have been 
incorporated in this outstanding fixture. The 
light from the four 40W tubes is shielded by 
evenly-spaced egg-crate louvres, minimizing 
glare. Reflecting surfaces, finished in ‘‘Plastox”’ 
white (88° % reflection factor) are so arranged 
as to eliminate “trapped light’”—resulting in 
high intensity with low surface brightness. 
Plastic side panels shield end tubes and con- 
tribute to the smart streamlined appearance of 


this modern unit. 


* ©PLANT STANDS BEHIND 
y, You THE ELECTRICAL 
| Pe WHOLESALER 
In spite of shortages and 
oe se = 
line as far A. a. wy B., A 4 


are sold only through legitimate elec- 
trical wholesalers. 


Made for stem or flush mounting. For stem mount- 
ing unit is equipped with an attractive ceiling can- 
opy. Louvres are hinged for easy maintenance. 
Available with Spero Insta-lite—providing instan- 
taneous lighting and still further reducing mainte- 


nance costs by eliminating starting switches. 


NOTE TO WHOLESALERS: Now is the time to be- 
come the distributor for this exceptional unit, the 
Spero LVR=448. Write for ‘details. 


e 














SPERO INDUSTRIAL FLUORESCENT 


A complete line of correctly engineered 
fixtures for Industrial Installations is of- 
fered in the Spero line. Sizes for 40W and 
100W tubes. All have metal reflectors, 
with reflecting surfaces 
finished in ''Plastox” 
white. Available with 
Insta-lite. 


THE SPERO ELECTRIC CORPORATION 


eee22 CARR ER Bee. 


*« CLEVELAND,OHIO 
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The Bryant “No-Blink” starter is com- 


pletely automatic . . . saves your lighting dollars. 


It gives you longer lamp life because of 
positive, automatic starts. 

The starter itself lasts longer. It does not 
burn out in repeated attempts to start a 


de-activated lamp. 


When burned out lamps are replaced, the 


starter automatically goes to work. 


For fluorescent installations specify Bryant “No- 
Blink” starters. Available for 40-watt and 100- 


watt lamps. 


Specify Bryant Devices from your Electrical 


Wholesaler 


aeeremm) THE BRYANT ELECTRIC CO. 


WIRING DEVICES BRIDGEPORT 2, CONNECTICUT 
NEW YORK SAN FRANCISCO CHICAGO LOS ANGELES 





oa ak teat sam 
1 lO Acct atin ie its 
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Today, as the results of the Rittenhouse 
Survey of the wholesale field are tabulated, 
many astonishing facts are being revealed. 


FACT 1—76°% of the electrical wholesalers of the 
Nation handled electric door chimes before Pearl 
Harbor. In actual figures, this would represent 
1377 wholesalers, out of a grand total of 1812. 


FACT 2—(f the wholesalers who previously have 
not handled chimes, 46° state that they will be in 
the business as soon as chimes are available. 


FACT 3—From the figures contained in Fact 1 and 
2 it may be deduced that 87°O of the Nation’s 
electrical appliance wholesalers will handle door 
chimes when production is resumed. 

FACT 4—1173 wholesalers agree that future sales 
volume will be substantially above that of top 
year, 1941. Highest estimate of annual dollar 
volume was pegged at $50,000 a year. 


FACT 5—Largest actual dollar volume reported 
by a wholesaler was $25,000, this « overing chime 
husiness in 1941. 


Paftahuuse 





MOA AA NIN 


PART 2 


Lhe Wholesaler states his stand 


Now you may have them—the only basis 
for sound planning and profitable opera- 
tion. Here are a few: 


FACT 6—65.5°% stressed the desirability of *n 

tional advertising and basic sales promotion, to 
the exclusion of all other types of advertising 
This clearly points up the fact that national cor 

sumer acceptance is the outstanding factor i 

choice of brand to handle. 

*Rittenhouse Chimes were nationally advertised befor 
Pearl Harbor; Rittenhouse won national acceptanc 


These are but a few of the salient facts from th: 
survey. The net of it all is to add proof to th 
conviction that the chime business has assume 
a position of real importance in the electrica 
appliance field. Follow this absorbing fact-findin 
activity. It will present for the first time a full 
factual picture of the possibilities in this busines: 
for you. Under aggressive Rittenhouse leadershi 
chimes now move forward to take their rightfu 
position as real profit-makers in the electrica 
appliance field. 

Vext comes Part 3—the retailer's view—to be fol 
lowed by the consumer report, presenting the cross 
section opinion of 77 million people on chimes. 


The A. E. Rittenhouse Company, Inc. 
Honeoye Falls, New York 


TOMORROW'S BETTER DOOR GHIMES 
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S. J. Stallings 


ECENTLY S. J. Stallings, Se- 
attle district credit manager of 
the Westinghouse Electric Sup- 
ply Co., was encountered, on one of 
is routine trips. 
“We have already begun,” he said, 
to make regular and 
ontacts all over the territory not 
nly with our past appliance dealers 
ut with others who may be consid- 
red potential dealers as soon as 
ierchandise again becomes avail- 
ble. This is not only in connection 
ith future sales activity, but has a 
rect bearing on credit problems 
iroughout the territory. This con- 
ct work is being carried on by the 
iles organization and I am secur- 
ig reports from the salesmen to 
iin specific credit information on 
ery case. 
“Times have changed things so 
‘eatly that it will be necessary now 
build up a whole new groundwork 
information concerning practi- 
ly every dealer outlet, so that it 
ill not be necessary to go through 
e whole procedure when the ap- 
iance market opens up with a rush, 
; it is bound to do when the mer- 


systematic 


chandise is once again available. 
“The credit manager then will be 
somewhat in the position of the small 
boy who has to open the pasture gate 
to a flock of thirsty sheep who have 
been salted and want to get home to 
water. That’s how those dealers are 
going to act when the time comes, so 
the credit department had _ better 
have the situation pretty well in 
hand in advance and be ready to get 
out of the way for a moment and 
not try to hold up the procession 
trying to pick out black sheep. 
“Some of our past dealers have 
gone into other lines entirely, others 
have filled in, still others have sus- 
pended but expect to get back as 
soon as the market opens. While 
their credit may have been of the 
best at one time, we must ascertain 
what the conditions and times may 
have done to them or for them. 
“We must find answers to such 
questions as the following: 
1—What are they into now? 
2—How well have they been doing 
at it? 
3—Has anything changed the 
character of their territory so that 
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Study Sales and Credit Potentials 


Of Future Appliance Dealers 


By 8. J. Stallings 


As told to H. W. Young 





after the war they may do better o1 
worse ? 

4—What other classes of dealers 
have sprung up that might make 
good appliance dealers? 

5—Which ones among them have 
the earmarks of making good appli 
ance dealers later? 

6—How do the local banking and 
financial interests look upon them— 
all of them? 

“As I say, we are busy now find- 
ing out these things and building up 
our credit information files. 

“As to credit matters generally, 
the problems today, under war-time 
conditions, are just as intricate as 
under normal conditions. This is be- 
cause the fact that a customer may 
have a war contract does not insure 
the payment of his bills. It is true 
that the government will eventually 
settle with him for all it owes, but 
if the customer has not operated his 
business profitably he may not have 
enough left over to pay you, either 
in whole or in part. This problem 
will become more acute as cancella- 
tions and renegotiations come into 
effect.” 
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VERD-A: 





SPONSORS SLOGAN 


AS FALL PRQ 






Women’ . __ BClENCE 
al % 
THESE ARE A FEW OF THE 


MAGAZINES WHICH WILL 
CARRY SPACE... 


















@ VERD-A-RAY is a new type of incandescent light bulb scientifically 
designed to make seeing easier. In comparison with the “pinkish” white 
light of ordinary frosted lamps, note the comforting “pastel greenish” white 
light emitted by VERD-A-RAY. 

Scientific research data indicates improved visual (sharpness) acuity, 
relief from eyestrain and reduced glare. 

Many war plants use VERD-A-RAY; one such plant reporting in a trade 
poper that hospital treated headaches were reduced 69.13%, hospital 
treated minor accidents were reduced 54%, and 357 productive man- 
hours were saved in one department in one month after proper instaliction 
of this new “glareless” lamp. 
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VERD-A-RAY CONTEST RULES 


Ist PRIZE..... .seeeeee $1,000 in War Bonds 
Ss wiper tea : 750 in War Bonds 
3rd PRIZE..... heeded 500 in War Bonds 
EE 250 in War Bonds 
NEXT 25 PRIZES....... 100 in War Bonds 


1. Go to your dealer where entry form will be given to you 
free of charge or other obligation. Write 6-word (or less) 
slogan descriptive of VERD-A-RAY. Purchase and use of 
VERD-A-RAY might be of value in making you familiar with 
the product, but it is not a condition necessary to entering this 
contest. Your own facsimile of entry will suffice. 

2. Mail your entry to VERD-A-RAY CORPORATION, Toledo 5, 
Ohio. All entries must be mailed not later than midnight, 
December 31, 1944. 

3. Entries will be judged on the basis of originality of idea. 
Penmanship or fancy entries will not count extra. Decision of 
the judges will be final. In case of ties, duplicate prizes will 
be awarded, 





4. No entries will be returned. All entries, ideas and contents 
thereof will become the property of VERD-A-RAY CORPO- 
RATION. 

5. This contest is open to any resident of the United States 
except the employees (and their families) of VERD-A-RAY 
CORPORATION, or its affiliated companies, and is subject 
to Federal, State and Local laws and regulations. 

















Distributors’ salesmen and dealers identified with prize 


winners also qualify for prizes. 
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Thirty-One ti} Employees Join 
25-Year Club at Salt Lake 





gpd NG 25 years or more 


of continuous service with the 


General Electric Supply Corporation 


yr the General Electric Company, 
thirty-one employees at Salt Lake 
City were honored by a banquet re- 
cently and accepted as a new chapter 
in the GE Quarter-Century Club. 
The group of men and 
which have a combined service record 
if more than 883 years, were enter- 
tained jointly by the Salt Lake City 
branches of the General Electric 
Supply Corporation and the Gen- 
eral Electric Company. 
Approximately 175 employees of 
the two companies, as well as the GE 
X-Ray Company and the Edison GE 
\ppliance Company, attended the 
dinner meeting. Pins were presented 
to the thirty-one members by A. I. 
Jones, commercial vice-president and 
Rocky Mountain district 


women, 


the 


men and women who were ac- 


Honoring thirty-one GE 
cepted into the GE Quarter- 
Century Club at Salt Lake City 
are these 175 employees of GE, 
GE Supply Corp., GE X-Ray, 
and Edison GE Appliance. 


manager 


of the General Electric Company. 

C. J. Wheatlake, Salt Lake City 
manager of the GE Company and 
Jacob A. Kahn, commercial vice- 
president and district manager of the 
General Electric Supply Corpora- 
tion, spoke to the gathering of em- 
ployees. Guest speakers were George 
M. Gadsby, president and general 
manager of the Utah Light and 
Power Company, who was toast- 
master, and Mark E. Peterson, gen- 
eral manager of the “Deseret News” 
a Salt Lake City newspaper. 

The admission of the Salt Lake 
City chapter came during the thirtieth 
anniversary of the founding of the 
GE Quarter Century Club. The idea 
was conceived by Albert H. Rohr, a 
supervisor at the Schenectady Works 
of the General Electric Company. 
Today, several thousand employees 
wear the pin designating member- 
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ship in this group. The founding of 
this new chapter marked another 
milestone in the long history back ot 
the General Electric Company’s em 
ployee relations plans, which include 
in part, insurance, pensions, paid va 
cations, educational loans, 

The employees, who received pins, 
were: Mr. Wheatlake, Mr. 
G. W. Sorensen, G. M. Kinghorn, 
W. L. Thomson, E. S. Nichols, 
R. J. Ramsey, peng B. Roberts, 
5. Schrickler, W. O. Smith, R. S. 
Heath, H. D. cals J. C. Davis, 
F. A. Rank, E. R. Lakin, Miss Marie 
Bergquist, J. A. McDonald, C. B 
Richmond, E. Paul, E. L. Dee, Miss 
Clara Meyer, E. Bachman, C. B 
Shipp, H. T. Plumb, T. M. Woolley, 
J. H. Belt, Albert Stevens, R. E 
Millham and L. B. Johnson, all of 
Salt Lake; J. F. Frost, Denver, 
Fred M. McGee, Butte, Mont. 


courses. 


Kahn, 


and 
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WILL NEED 
THEM, TOO-- 


POSTWA 


RELAYS 


The Ward Leonard Line of Relays comprises light, 
intermediate and heavy duty types for sensitive, 
transfer, time delay, antenna change-over, break- 
in and latch-in operation. They all have crisp 
action, are dependable and durable. Ward Leonard 





Relays use but little power. 





RESISTORS 


Ward Leonard Resistors are built to withstand 
heat, moisture, vibration and other adverse 
operating conditions. The regular line covers a 
wide range of types, sizes, ratings, terminals, 
mountings and enclosures. You can find exactly 
the resistors you need in the Ward Leonard line. 


RHEOSTATS 


Ward Leonard Rheostats include the widest range 
of sizes, tapers and current ratings from the tiny 
ring types for radio to huge multiple assemblies 
for the heaviest industrial use. Smooth operation, 
durable contacts and extreme dependability char- 
acterize all Ward Leonard Rheostats. 





Ward Leonard Relays, Resistors and Rheostats are carefully 
designed and conscientiously made. They are conservatively 
rated to insure dependability and long life. They meet all the 
rigid requirements of service. Complete data Bulletins on the 
various products are available. Send for these Bulletins in 
catalogue form. 


Electric control (WL) devices since 1892. 





WARD LEONARD ELECTRIC COMPANY, 30 SOUTH ST., MOUNT VERNON, NEW YORK 


124 : WHOLESALER’S SALESMAN — October 19-4 


5 bl ae 








(ORK 


r 19-45 








Recent WPB Orders and Revisions 





“B” Batteries for Hearing Aids 
To Be Made in Volume 

Production of “B” batteries for 
use in hearing aids was authorized 
by the War Production Board on 
September 27. FT ollowing the ex- 
pirat‘on of distribution controls es- 
tablished under Order L-71, pro- 
duction was to be permitted on an 
industry-wide basis. 


Ballast Inventory Filed 
By Wholesalers Mfgrs. 

[lectrical wholesalers selling bal- 
lasts and transformers for fluores- 
cent lighting fixtures and manu fac- 
turers and assemblers of such fix- 
tures, were required to file a report 
stating ballast and transformer in- 
ventory, the amount used and the 
amount on order for the year 1944, 
according to a War Production 
Board announcement. 

The information obtained from 
the filing of this report was needed 
to determine whether the present 
production of ballasts and_ trans- 
formers is sufficient for essential 
fluorescent lighting installations. 


Batteries (Dry) No Longer 
Assigned on WPB-547 

Use of WPB-547 (formerly PD- 
1X) for the assignment of pref- 
erence ratings on dry cell batteries 
was discontinued on October 1, the 
WPB announced. 

This applies to all types of dry 
batteries used by civilians: No. 6; 
flashlight; railroad lantern; and ra- 
dio batteries. 

Discontinuation of the use of 
WPB-547 for this purpose will 
eliminate a large amount of paper 
work for the trade and the govern- 
ment, the announcement said. 


Coal Stoker Production 
Increased to 37,500 

Material has been authorized for 
the product‘on of 37.500 domestic- 
type coal stokers during the fourth 


quarter of 1944, the War Produc- 
tion Board announced through the 
Office of Civilian Requirements. 

Since production of domestic 
stokers was halted early in 1942, 
manufacturers will need a couple of 
months to resume production and 
to get the stokers distributed, the 
OCR stated in warning home own- 
ers not to expect the stokers on the 
market before December. 


Copper Section of 
CMP-4 Amended 

On September 21, the War Pro- 
duction Board amended CMP Regu- 
lation 4. Under the section of the 
order entitled “Copper,” paragraph 
(6) (£) (i) has the following sen- 
tence inserted as the second sentence 
in that paragraph: 

“Tn addition, a warehouse may fill 
orders identified by the symbol Z-1E 
as explained in paragraph (m)”. 


Copper Order M-9-c 
Amended by WPB 

The War Production Board has 
amended Copper Order M-9-c as 
follows: 

(Paragraph (3) formerly (2) re- 
designated on August 3lst) Para- 
graph (3) (d)—the following word- 
ing added :— 

No person shall deliver or accept 
delivery of any article or parts (in- 
cluding repair parts) which he knows 
or has reason to believe was manu- 
factured, processed, assembled or 
finished in violation of any applica- 
ble provision of this order. 

Paragraph (f) (3) added as fol- 
lows :— 

(3) Repair. The restrictions of 
this order shall not apply to the man- 
ufacture of repair parts to make a 
specific repair of a used article, or 
to a person repairing a used article, 
on or off the premises of the owner, 
if the manufacturer of the parts or 
the person making the repair does 
not use copper products or copper 
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base alloy products weighing in the 
aggregate more than two pounds and 
when all manufacturing done by him 
ts with knowledge of the particular 
used article, to be repaired. The re- 
strictions of this order shall also not 
apply to the manufacture of repait 
parts to make a specific repair of a 
used article, or to a person repairing 
a used article on or off the premises 
of the owner, even if the manufac 
turer of the parts or the person mak- 
ing the repair uses copper products 
or copper base alloy products weigh- 
ing in the aggregate more than two 
pounds, when (i) the copper scrap 
or copper base alloy scrap delivered 
from the article being 
weighs within one pound of the cop- 
per product or copper base alloy 
product used, (11) all such scrap is 
delivered to a scrap dealer or to any 
other person to whom such delivery 
may be made under the provisions of 
Copper Order M-9 and (111) all man- 
ufacturing done is with knowledge 
of the particular used article to be 
repaired. 


repaired 


Copper Wire Mill 
Replacement Orders 

The War Production Board an 
nounced on September 27 that cop- 
per wire mill warehouses are now 
authorized to enter warehouse re- 
placement orders for copper wire 
mill products with producers or 
other warehouses provided such 
orders are to replace copper wire 
mill products (equivalent number of 
pounds of copper content) previ- 
ously delivered from warehouse 
stock, in accordance with CMP 
Regulation 4, and not previously 
ordered from any source. 

Each order is to be 
‘Warehouse Stock 
Order pursuant to the provisions of 
Direction 4 to CMP Regulation 4,” 
W PPB official explained. 

Form WPB-3009 delivery re- 
ports are no longer required in the 


marked 
Replacement 
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The Door ts Open... 


This No. 412 “Eveready” ‘“‘Mini-Max” 22%-volt “B” battery, 
which measures only 1%2” x 2342 x 2”, is the key to the creation of 


a new field of progress in the development of electronic devices. 


Radicaky new standards of size and efficiency will characterize 
the hearing aids, pocket radios and other electronic equipment 


to be built around this battery. 


Although not available now, the midget “‘Mini-Max” battery has 
been perfected for production immediately after the war. It is a 
striking example of the potentials for improvement which the 


plans of today promise for the products of tomorrow. 


The words “EVEREADY” and “MINI-MAX” 


are registered trade-marks identifying products of 


National Carbon Company, Inc. 


UNIT OF UNION CARBIDE AND CARBON CORPORATION 
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absence of other specific instructions 

rom WPB. At the same time, 
Warehouse Replacement” authori- 
ition letter WPBI-1047 (CMPL- 
85), dated October 21, 1943, is 
ancelled, officials added. 


Copper Wire Mill 
Restrictions Eased 

All copper wire mills and ware- 
ouses received the following in- 
tructions from the Copper Division 
if the War Production Board, dated 
September 30: 

“(1) MILLS: Directive letter 
CMPL-603 dated June 26, 1944, 
limiting the amount of copper wire 
mill products authorized for deliv- 
ery on orders bearing CMP allot- 
ment symbol ‘V-3’, is hereby can- 
celled. 

“(2)\WAREHOUSES: Directive 
letter CMPL-602 dated June 26, 
1944, limiting the amount of copper 
wire mill products authorized for 
delivery from warehouse stock on 
orders bearing CMP allotment sym- 
bol ‘V-3’, is hereby cancelled.” 


Electronic Stocks in Excess 
Need AA-5 To Be Sold 

Wholesale dealers in electronic 
parts and equipment who desire to 
sell excess and idle stocks must first 
secure an AA-5 rating under Pri- 
orities Regulation 13, since these 
ratings are not automatically as- 
signed, the War Production Board 
tadio and Radar officials announced. 

Misinterpretations of Priority 
Regulation 13, as amended August 
18, have led many jobbers to under- 
take the sale of electronic compo- 
ents without securing the necessary 
\A-5 rating, officials said. 


Lamp Makers Hear 
Of Tungsten Shortage 
Increasing tightness in the supply 
f tungsten and nickel for incandes- 
ent and fluorescent lamp manufac- 
urers was reported by War Pro- 
luction Board officials at a recent 
neeting of the Incandescent and 
‘luorescent Lamp Manufacturers 
ndustry Advisory Committee. 
Military requirements for tung- 
ten wire, particularly in the small 
izes, have increased, WPB officials 
tated. They added that the supply 
f tungsten wire for lamp manufac- 
urers is not expected to improve 
intil February, 1945, when new fa- 


cilities can be brought into opera- 
tion. 

Nickel is tight because of a short- 
age of rolling facilities, a WPB 
representative said. For this rea- 
son, it may be necessary for lamp 
manufacturers to discontinue the 
use of nickel wire temporarily and 
resort to the use of nickel-plated 
steel wire as they did in 1943 when 
nickel was also critical. 

The committee expressed the 
willingness to use the substitute ma- 
terial if necessary, but pointed out 
that the use of nickel-plated steel 
wire would result in lowered pro- 
duction, since steel, being harder 
than nickel, is more difficult to work. 


MRO To Be Used for 
Installing Machinery 

Any person assigned a mainte- 
nance, repair and operating supplies 
symbol (MRO) and rating under 
CMP Regulation 5, may use such 
rating to obtain materials to install 
or relocate machinery or equipment, 
the War Production Board an- 
nounced. 


Radio Tube Replacement 
Production Control Changed 

Because changing conditions have 
rendered them unnecessary, the Ra- 
dio and Radar Division of the War 
Production Board has revoked two 
orders which controlled the produc- 
tion of radio tubes and radio tube 
replacement parts. 

Order L-76, which was issued in 
1942 to stop the production of 
many hundreds of types of radio 
tubes, and Order L-293, which was 
issued to obtain maximum usage of 
critical materials that were available 
for home radio tube replacement 
parts, were the two revoked. 

Order L-76 is no longer neces- 
sary, WPB said, because distribu- 
tion and production are now being 
scheduled under General Scheduling 
Order M-293. Removal of L-293 
will allow production of home radio 
tube parts on the same production 
lines as are running for other pur- 
poses. 


Wholesalers May Apply for 
Adjustment of Ceilings 
Wholesalers who are selling com- 
modities at OPA ceilings that are 
below the March, 1942, minimum 
prices for sales by wholesalers es- 
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tablished under State Fair Trade 
Acts may apply for an adjustment 
of their ceilings, the Office of Price 
Administration has announced. 

This applies only where the OPA 
ceilings are established by the Gen 
eral Maximum Price Regulation, 
which generally sets ceilings at the 
highest prices of each seller in 
March, 1942, or by any other reg 
ulation adopting the “fair trade” 
adjustment provision of the General 
Maximum Price Regulation. 

This action extends to wholesal 
ers the same means of adjusting 
their price ceilings as are already 
provided for retailers. 

OPA stated that some manufac- 
turers have contracts with wholesal- 
under State Fair Trade Acts 
specifying mimimum wholesale 
prices. The number of wholesalers 
who would be affected however, is 
comparatively small. Hence only a 
limited number of increases for 
wholesalers could result from this 
action, the WPB said. 


ers 


Wholesaler Advisory Group 
To Meet in October 

A meeting of the Electrical Whole- 
salers Industry Advisory Committee 
in Washington, has been scheduled 
for Monday, October 23, at Wash- 
ington, R. P. Smith, Government 
Presiding Officer, has announced. 
Members of this Committee, repre- 
senting various segments of the in- 
dustry, will discuss and advise with 
W PB officials on current problems 
affecting distribution controls 
electrical supply items. 

Members of the Committee are: 
H. M. Hopkins, Fife Electric Sup. 
Co., Detroit ; Geo. F. Hessler, Gray 
bar Electric Co., Inc., New York; 
I’, R. Eiseman, Revere Elec. Supply 
Co., Chicago; Wm. J. Kranzer, 
Crannell, Nugent & Kranzer, Inc., 
New York; L. E. Salmon, Tennessee 
Valley Elec. Sup. Co., Memphis; 
J. P. Hamblen, Southern Elec. Sup. 
Co., Houston; A. C. Prange, Gen 
eral Elec. Supply Co., Bridgeport ; 
P. O. West, Doubleday-Hill Elec. 
Co., Inc. of the South, Washington ; 
D. R. Cohen, Glasco Elec. Company, 
St. Louis; H. E. Perl, State Elec. 
Sup. Co., Oakland; M. P. Nicker 
son, Westinghouse Elec. Supply Co., 
New York; D. W. Scarborough, 
Sears, Roebuck & Company, Chi- 
cago. 


on 
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No. 7753 
Hubbard Sleeve-Nut Pole 
Reinforcing Bands for Stubbing Poles 


Yf- 
With most of our lumbermen handling knives and 


walnut gun stocks instead of axes and cedar, pole replace 


ments are somewhat of a problem in many localities. Add 
to this, the difficulties of shipping and handling heavy materials 


amidst war time traffic congestion and the result ts a scarcity of 


1 


poles 


The problem is being partially solved on a temporary basis by pole 


for some of our Utility Companies 


stubbing. Discarded poles with rotted bottoms but firm wood above 

the original ground line are used as stubs. After cutting away the 

rotted butt and treating, stubs are set alongside the pole which ts 

in service but in need of replacement Hubbard Sleeve-Nut 
Bands are installed as shown in the diagrams 

Given a solid setting for the stub, the resulrane 


structure will hold to the breaking strength of the 


average pole, as illustrated by the accompanying 





photo of a test 
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News Notes From N. E. W. A. 


By Alfred Byers, secretary 


National Electrical Wholesalers Association 





N.E.W.A. AGAIN FOREGOES 
FALL CONVENTION 

For the third consecutive year the 
N.E.W.A. semi-annual convention, 
usually held this month, has been 
cancelled in cooperation with ODT’s 
request to hold meetings to a mini- 
mum number. 

The last semi-annual convention 
was held at Detroit in October, 1941. 


N.E.W.A. TO RETURN TO CHICAGO 
FOR 37TH ANNUAL IN 1945 

Following due deliberation of the 
question, the Management Commit- 
tee decided that the N.E.W.A.’s 
37th annual convention in 1945 shall 
be held in Chicago during the week 
if April 22. The Stevens was again 
selected as the convention hotel. 

General convention announce- 
ments, as sent out by Managing Di- 
rector Pyle, indicated that conven- 
tion plans were tentative inasmuch 
as the holding of the convention de- 
pended upon the rail transportation 
situation at convention time. 


EXECUTIVE COMMITTEE 
MEETS IN OCTOBER 

Members of the Executive Com- 
mittee will travel to New York for 
a meeting of this committee to be 
held October 25, 26. This will be 
the first meeting since several new 
Executive Committeemen were se- 
lected at the April meeting at the 
Chicago convention. 

During its meeting the Executive 
Committee will survey developments 
in national affairs during the last six 
months as well as impending events 
as they effect the wholesaling indus- 
try and the association’s activities in 
the interests of the industry. 

These considerations, added to 
several important matters requiring 
the attention of the committee, 


assure two very busy days for 
N.E.W.A.’s_ executive committee- 
men while they are in New York. 


DR. BAKER ADDRESSES N.E.W.A.’S 
POST-WAR PLANNING COMMITTEE 

The 7th forum meeting of the 
N.E.W.A.’s_ Post-War Planning 
Committee, held at New York on 
September 15, was devoted to dis- 
cussion of “Post-War Electronic 
Developments.” By invitation of 
Chairman Herbert Metz, Dr. W. R. 
G. Baker, vice president of the Gen- 
eral Electric Company, and an out- 
standing authority in the field of 
electronics, was the guest speaker. 

Dr. Baker’s contribution to this 
most recent meeting in the current 
series was particularly valuable. He 
provided the N.E.W.A. membership 
with pertinent information on a sci- 
entific development which promises 
important post-war opportunities for 
the electrical wholesaling industry. 

Since its appointment more than 
a year ago this committee has ac- 
cumulated for distribution among 
the membership, and the industry 
at large through the trade press, a 
fund of highly practical and authori- 
tative data to assist electrical whole- 
salers in making workable post-war 
plans. This committee, under Chair- 
man Metz’s guidance, has functioned 
most effectively for the post-war 
advancement of the entire industry, 
and many N.E.W.A. members have 
expressed that opinion. 


APPLIANCE DIVISION DIRECTOR 
HAS BUSY TRAVEL SCHEDULE 


R. C. (Bob) Hill, director of the 
Appliance Division of N.E.W.A., 
has spent considerable time in the 
field during the past month or more. 
He has been in many cities in the 
east and mid-west calling on mem- 
bers and prospective members. One 
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result of his efforts is an increasing 
membership in the Appliance Divi 
sion. 

His most recent trip, of some 
three weeks’ duration, took him to 
a number of trading centers where 
informal luncheons were held, at 
tended by the members and _ inter- 
ested appliance wholesalers in those 
immediate areas. Mr. Hill explained 
the organization and functioning of 
the Appliance Division and has re 
ported an enthusiastic interest in 
this new N.E.W.A. division in all 
quarters. 


MANAGING DIRECTOR PYLE 
ACTIVE IN FIELD 

Charles G. Pyle, N.E.W.A.’s 
managing director, has been partici- 
pating in some of the Appliance Di- 
vision’s informal area luncheon 
meetings and has visited a number 
of members in the localities he 
traveled. 

The annual meeting of the Inter- 
national Association of Electric 
Leagues at Detroit last month was 
attended by him and by Mr. Hill. 

Mr. Pyle has been concerned par- 
ticularly with the problem of sur- 
plus war goods disposal as well as 
the general post-war planning of the 
industry. These were two specific 
subjects he discussed with the mem- 
bers he called on. He found a deep 
realization, on the part of all mem- 
bers, of the great importance of 
these two serious questions. 

Mr. Pyle has observed that the in- 
dustry is devoting real constructive 
thinking toward the solution of both 
problems. In his opinion, members 
of N.E.W.A. are making workable 
plans to participate in the opportu- 
nities after V-Day and to cope with 
the responsibilities of economic 
rehabilitation that will follow its 
arrival. 
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BADGER Synchronous Automatic 
Time Switches 


Heavy duty time switch with capacity 
to meet a wide variety of requirements 





RELIANCE Model W Synchronous 
Electric Time Switches 


Completely automatic—extremely sim- 
ple, compa ct. economical—three types 

over practi ically every requirement 
Built to hi ghest standards of accuracy 
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AMERICAS 
RELIABLE 


24-HOUR-A-DAY 


GUARDIANS 
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AUTOMATIC 


TIME 
SWITCHES 


ARE NOW AVAILABLE AND DELIVERY IS 
PROMPT ON RATED ORDERS 


The dependability of RELIANCE Automatic 
Time Switches has been proved in emergency 
as well as in normal times. They are giving 
complete ‘and reliable service under many 
varied conditions —a factor of paramount 
importance particularly in these times when 
constant good service is so essential. 


RELIANCE Switches are easy to install, 
economical in operation, and meet a wide 
variety of needs. The present sales possi- 
bilities should interest you—tap this rich source 
of today’s business. 


Catalog and price sheets available on request. 


RELIANCE 


AUTOMATIC LIGHTING COMPANY 


' 1907 MEAD STREET 
Racine, Wisconsin 
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LIGHTING UNIT 








The “Commander” lighting unit, using 
plastic as the reflecting surface and for 
allowing some light upwards to illuminate 
the ceiling, is available in either close 
connected ceiling or semi-rigid suspension 
types. Wattages range from 200 to 750 
watts. The F. W. Wakefield Co, Vermil- 
ion, Ohio. 
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BALLASTS 











Ballasts, for the operation of 40-watt in- 
stant-starting fluorescent lamps, are avail- 
able for use on 118-volt circuits. It is 
housed in a universal case that allows the 
leads to be brought out at either the end 
or the bottom. Special filters for sup- 
pression of radio interference are in- 
corporated. General Electric Co., Sche- 
nectady, N. Y. 
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SWITCH 








Class 9315 Aneroid switch has been de- 
signed for close control of engine super- 
chargers. Comprised of a precision switch 
mechanism actuated by a sensitive dia- 
phragm, the device weighs 24 ounces and 
is suitable for use over a range of minus 
65° F to plus 160° F. Operating range 
is from 1,000 ft. to 35,000 ft. Square D 
Company, Detroit, Michigan. 
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STARTER 








Automatic lockout-reset type starter is 
designed to cut off all current from the 
entire unit when a lamp becomes defec- 
tive. When a perfect lamp is replaced 
the starter resets itself. Lloyd Products 
Co., Providence, R. I. 
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INDICATING LIGHT 








Glass-lens indicating light, No. 590 D/E, 
is designed for heavy duty service on 120 
volts. The lenses are available in red, 
green, blue, amber and white. The lens- 
cap is of the threaded type and contains 
a heavy walled glass lens, cupped in 
shape. H. R. Kirkland Co., Morristown, 
N. J. 
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REFLECTOR 





tC TEELEEL ALLAN 





"X-ray" silver mirror reflector, for use in 
airplane hangers, ordnance plants, ar- 
mories and factories, is supplied with a 
heavy gauge steel band, which is claimed 
to support reflector and absorb shock of 
blows which otherwise might cause dam- 
age. It is supported at the neck by spring 
clips forming part of tripod holder ar- 
rangement. Duplex hanger may be used 
whenever the reflector unit is hung in 
pairs. Curtis Lighting, Inc., Chicago, 
IIlinois. 





When writing WHOLESALER’S SALESMAN 


131 





EVERYONE WILL 
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.-and the time por YOU to start 
is right es 
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You are a Wholesaler —< 
- . » then be sure that your salesmen 
are telling the Trumbull Multi- 
Breaker story to contractors . . . 
pointing out the opportunities that 
will come with post-war building . . . 
not forgetting the many equally good 
Opportunities that exist TODAY in 
replacement and essential installations 


You ate a Contractor 


- . « then sell Trumbull Multi-Breaker 
automatic overload and short circuit pro- 
tection, with nothing to renew or replace. 
Architects’ plans are being drawn for post- 
war building . . . with Multi-Breaker 
applications. Modernization and essential 
installations are ready for Multi-Breakers 
right now. Multi-Breaker advantages in 
safety and convenience cost no more. 















Ou ate an farchitect . 


. . then be sure you have full information 
concerning this safe and better way to pro- 
tect lighting and appliance circuits. No re- 
placements — no servicing required. Service 
restored at the “flip of a switch’’. Specify 
them — they will improve electrical efficiency 
in the buildings you design. 


You are a Luilder You ate a uilding Owner 


. then consider Trumbull Multi- 








. then consider the savings in 


Breakers as one of the sales features of maintenance and service with . 
your future construction . . . especially Trumbull Multi-Breakers. No more 
since they do not add to the cost. of emergency calls to replace fuses, no 
the electrical installation. danger of replacing fuses with oth- . 
- ers of wrong capacity. With NOTH- , 
Write for your copy of Trumbullaid ING to renew or replace-even a 
Circular No. 323. child can restore service. 











T 
BULL online ce 
clon Se TRO Oe WULTI-BREAKER oa San 


Motor Control | L oO A D i & hl T fe R 4 Service Equipment 














ELECTRICAL CONTROL 
APPARATUS 























THE TRUMBULL ELECTRIC MANUFACTURING COMPANY ¢ PLAINVILLE, CONN. ©, GeNneRAt ELECTRIC BB oncanization 


OTHER FACTORIES AT NORWOOD (CINN.) O. — SEATTLE — SAN FRANCISCO —LOS ANGELES 
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Vacuum Cleaner Industry 
Expects Easy Reconversion 


Quick reconversion and resumption 
§ vacuum cleaner production as soon 


as war conditions permit was foreseen 


by R. J. Simmons, president of the 
Vacuum Cleaner Manufacturers Asso- 
iation, during the recent meeting of 
that group in Cleveland. Mr. Simmons 
stated that the change to production 
f this much-needed equipment would 
receive the same ingenuity evidenced 
by members of the association in their 
quick and early conversion to war pro 
duction. 

“We see great opportunities to reach 
new peaks in production and employ- 
ment for the vacuum cleaner industry 
as soon as government conditions reg- 
ulations permit,’ Mr. Simmons said. 
He referred also to the recent an- 





nouncement by the War Production 
Board authorizing production of vac- 
uum cleaners if there was no inter- 
ference with the war demands, stating 
that any such production would depend 
on individual manufacturers, their fa- 
cilities, and the availability of man- 
power, because all these manufacturers 
are now engaged in war production. 


NEWA 1945 Convention 
Scheduled for Chicago 


The Thirty-Seventh Annual Con- 
National Electrical 
Wholesalers Association, scheduled 
for the week of April 22, 1945, will 
be held at the Stevens Hotel, Chicago, 
according to announcement from 


vention of the 


Charles G. Pyle, managing director 


NEWA. 





ELECTRICAL KITCHEN has millionth visitor. 
morrow,” sponsored by Libbey-Owens-Ford Glass Company, which has 
promoted the use of electrical kitchen equipment along with other modern 
features, had its millionth visitor recently while on a national road tour. 
It has been displayed in department stores. 








The “Kitchen of To- 
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Electrical Retailers 
Form Association 


lhe formation of a National Elec 
trical Retailers Association, with 
headquarters in Chicago, has been an- 
nounced. Circularization of retail 
electrical dealers throughout the coun- 
try is now going on in order to build 
up the membership of the new asso 
ciation. 

\s announced by the secretary, J. 
\. Cobbey of Chicago, the organiza- 
tion is to include for membership all 
retailers of electrical appliances. The 
purposes of the association are: to 
promote, attain and establish high 
ideals in merchandising of electrical 


products such as appliances, radio, 
lighting and other equipment; to pro- 
> > 


mote cooperation between all branches 
of the electrical industry for the broad 
ening of markets; that the peo 
ple of America are completely and 
idequately furnished with dependable 
electrical equipment at low mainte- 


to see 


nance and operating costs. 

The board of directors and the ad- 
visory council are expected to be se 
lected in the near future. As the first 
president of NERA, the charter mem 
bers chose C. B. Sikking, head of the 
\. W. Sikking Company of Spring 
field, Ill. Mr. Sikking is one of the 
pioneers in the retailing of electrical 
eoods and has been active head of his 
business for 25 years 

The association has put forth as its 
to sustain a high level 
sales policies, thereby contributing to 
high national income and employment ; 
to work toward reasonable warranties 
and high service standards ; to promote 
cooperation between manufacturers, 
wholesalers, utilities and retailers for 
the broadening of markets; to promote 
the use of more effective sales promo- 
tion, advertising and sales training 
plans; to make studies and recommen- 
dations for the improvement of trade- 
in and financing plans for all retailers : 
to make the business of servicing and 


objectives 
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YOU SERVE YOUR HOUSE BEST 
WHEN YOU PROMOTE 




















500 Watt Navy 
The ELIPTOR Specification 
Ingeniously de- Enclosed Type 
signed. Neat, Floodlight 
streamlined, gives Rugged. Concus- 
effective uniform sion, vibration and 
lighting. exposure resistant. 





4200 SERIES 
ENCLOSED TYPE 
FLOOD 


A masterpiece in design 
and construction. Rotates 
in yoke for easy—safe 
maintenance. 


This Revere Unit serves many 
purposes because it can be con- 
verted to make a combination area light and spot 






















light with two top floods. All wiring i 
INCANDESCENT Weatherarcat, yoy light available. or The 
SEARCHLIGHT 300-500 Watt or 750-1000 Watt Bi Post lamps. FAMOUS 
for PILOT HOUSE Top floods 150-200 Watt or 300-500 Watt. ; 
CONTROL or REVERE 3 
HAND CONTROL wi HINGED j 
12-18 Our many contributions toward bet- FLOODLIGHT 
and 24” LENS ter lighting efficiency and highest POLE 


— quality construction—ease of wiring— 


ease of installation—and maintenance 
have made Revere Floodlights and 
Equipment first choice among leading 
electrical men the country over. 

We have many new developments to 
offer, covering Marine, Industrial, 4 
Sports and Airport Lighting. Write ~~ .¢ 
for Catalog supplements. 


Eliminates haz- 
ardous climbing 
to clean or serv- 
ice floodliahts 
Available in 20- 
24 and 30 ft. 
mounting heights. 


















REVERE ELECTRIC MFG.CO. 


2935 NORTH PAULINA STREET: CHICAGO. 13 
? Pole 


INDOOR and OUTDOOR LIGHTING EQUIPMENT of EVERY DESCRIPTION 
mewn nm NN ARN RR 
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elling electrical appliances, radio, 


lighting and other equipment a good 


usiness to be in and a profitable busi- 
less to stay in. 

Membership dues have been estab- 
ished at $12.00 a year. The associa- 


tion is making its headquarters in the 


Merchandise Mart, Chicago 54, III. 


Hallstrom to Retire 
From Phila. Graybar 


\fter fifty years of service to the 
lectrical wholesaling industry, A. L. 
Hallstrom, Atlantic District Manager 
for the Graybar Electric Company, 
Inc., will retire from his post in Phila- 
delphia at the end of this year. 

Mr. Hallstrom will turn over 
duties of his office on November 


the 
Ist 


to J. A. Mayer, who will be the At- 
lantic district manager. Until Janu- 
iry 15, 1945, Mr. Hallstrom will re- 


main in an advisory capacity. 

Mr. Mayer has had 31 years of ex- 
the electrical industry, 
vorking with telephone companies be- 
fore he joined the Western Electric 
Company. He held several positions 
vith this company and later with 
Graybar he managed the Erie Dis 
trict. He came to executive headquar 


perience in 


ters in 1939. At the time of his pres 
ent assignment he was working as 
Supply Sales Manager. 


Wholesaler Finds Sales 
For Furnace Controls 


Exploring in a field comparatively 
new for electrical wholesalers, the City 
Electric Company, Syracuse, N. Y., re- 
ports successful off-season sales of an 
electric damper control for home fur- 
naces. 

City Electric first experimented with 
sales of the new product by having 
me salesman mention the damper con- 
trols on each of his regular calls. Eight 
yrders resulted in the first week, thirty 
more within two weeks. This whole- 
saler sold 135 controls during the sum- 
mer months when the demand for heat- 
ng controls is at its lowest ebb. 

The sales experiments were worked 
ut by the City Electric Company in 
ooperation with the Minneapolis-Hon- 
ywell Regulator Company, manufac- 
turers of the electric furnace damper 
ontrol called the “Electric Janitor.” 
lhe work was started following the 
government announcement that such 
‘ontrols were to be made available to 
home owners as part of the fuel con- 
servation program. 


Coast Wholesaler 
Starts New Company 


M. G. Sues, vice president and gen- 
eral manager of the Leo J. Mey- 
berg Company resigned from that posi- 
tion as of September 1, 1944 to accept 
appointment as Zenith Radio distribu- 
tor for southern California. Mr. Sues 
plans to form a new _ organization. 
His partner in the enterprise will be 
Clarence Brown, producer-director of 
M-G-M studios. 


Mr. Sues has a wide background 
in radio merchandising, having been 
affiliated with the John G. Rapp Com- 
pany, early distributors for Kolster 
Radio. He came to the Meyberg Com- 
pany in 1929 as sales manager for the 
Northern office. He moved to Los 
\ngeles as vice president and general 
manager in 1933. 

He is past president of the Elec- 
trical Development League of South- 
ern California and the Los Angeles 
Electric Club. He is also a member 
of the board of directors of the Pa- 





Electric Irons 


in Production 





Heating units are put into place in a mold at the General Electric Iron 
factory as some of the first electric irons go into production following 
W PB’s issuance of quotas to several manufacturers. 





At GE’s Ontario, Calif., plant, the sole plate castings 
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are being poured. 
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No. 700 EH with emergency trouble 
lamp, giving double lamp use. Pow- 
ered by 4 No. 6 Dry Cell Batteries 


af 





No. 700—Powered by 4 No. 6 Dry 
Cell Batteries 


es 


No. 1000— Powered by 9 v. Dry Cell 
Battery 








No. 700D—Dual Head. Powered. by 
4 No. 6 Dry Cell Batteries 
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Portable 
Electric Hand Lamp 






A 2,000 FT. BEAM OR A BRIGHT DIFFUSED LIGHT 


This is, in brief, the story of sturdy, efficient, long-lived Big Beam... 
a story that says things to everybody who works. For war uses— 
in industry —construction—maintenance—transportation—on farms 
—in boats—warehouses—mines—railroads—everywhere work is 
done, the uses of Big Beam are all but unlimited. 

Big Beam is at work now helping to win the war on all fronts, 
military and industrial—but the time will come when Big Beam will 
be available again for play too—sports, hunting, fishing, camping 
and all civilian uses. 

This makes Big Beam a valuable item for you to stock and push 
... an item of an exceptionally wide range of uses—sold at attrac- 
tive prices . . . an item that can be counted on to help swell your 
sales and your profits. Get started with Big Beam NOW! Storage 
battery or dry cell models. Write for catalog and particulars. 


Buy 
More 
War Bonds 


Mf Co 
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11 East Hubbard Street +¢ Chicago 11, Illinois 
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itic Coast Electrical Association and 
member of the Jonathan Club. 

Mr. Brown, his partner, is well 
known for his outstanding motion pic 
ture productions, with his most re 
ent production, The “White Cliffs of 
over” considered one the best. Un 
cnown to most people, he is a graduate 
lectrical engineer and_ therefore 
omes by his interest in his new line 
f business quite naturally. 


E. BE. Elliott Joins 
Hawkins Electric Co. 


E. E, “Ernie” Elliott, formerly light- 
ing engineer in the Chicago area for 
Sylvania Electric Products, Inc., has 
joined the staff of the Hawkins Elec- 
tric Company, wholesalers of electric 
supplies, as manager of the lighting 
and lamp department of that concern. 

Before working for Sylvania, Mr. 
Elliott was a lighting engineer in that 
territory for the Benjamin Electric 
Mfg. Co. over a period of seven years. 
Before he entered selling work he was 
a consulting engineer on lighting prob- 
lems, working with architects and en- 
gineers in the design and construction 
of electrical and lighting systems 


Wershow Co. Purchases 
Myers Supply Company 


A sale was consummated July 20 
whereby the Milton J. Wershow Co. 
of Los Angeles bought the accounts 


receivable, merchandise stock, furni 


ture and fixtures and trucks of the 
Myers Electric Supply Co. The com- 
pany is now known as the Myers 


Electric Supply Co. Div. of the Milton 
|. Wershow Co. Personnel of the 
former company remains practically 
intact, plus four new salesmen. James 
H. Coleman is_ general 
LeGassick is 


manager, 


(seorge sales manager 


and Clarence L. Lord is purchasing 
agent. John C. Taylor is price clerk, 
Frank J. Allen is in charge of ship 


ping and receiving, William Dixon is 
order clerk and Paul Gates truck 
driver. The bookkeeper is Mrs. Edna 
Torvik; billing clerk and switchboard 
operator, Mrs. Margaret Hawkins; 
stenographer, Mrs. Genevieve Galvan. 
All these people have been in the 
service of the company for a consider- 
able length of time, some since its in 
ception in 1917. 

In addition to William Rose, carry- 
over salesman, four new salesmen have 


heen added: Bryn M. Williams, for- 








THIRTY-FIFTH ANNIVERSARY of the § & M Lamp Company, Los 
Angeles, was celebrated in August by members of the staff and friends. A 
banquet was held for all staff members of more than two years service, and 


was attended by eight of the company’s field engineers. 


At a sales meeting 


the next day new models of floodlights, reflectors, etc., were displayed. 
Among those participating in the meeting were, seated, left to right, Les 
Baxter, Portland; Jim Edwards, Vancouver; Geo. Curtiss, Jr., Oakland; 
Orville Butler, Houston; standing, left to right: Barney DeRamus, Los 
Angeles; John Ware, San Diego; Geo. Curtiss, So. Oakland; C. D. Cun- 
ningham, Seattle; Harry Tanner, Denver; Jim Shirreffs, Los Angeles; Bill 


Shirreffs, Los Angeles. 
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with the but later 
with WPB, is an old-time supply and 
appliance salesman; A. W. Zickau 
formerly with the J. Z. Wholesale 
Electric Co., Huntington Park, Calit., 
and later with Army Ordnance; W. B. 
Ranger, recently discharged from the 
U.S. Navy (electrician) and former] 
with the Englewood Wholesale Ele 

tric Supply Co., 


merly company 


Chicago; Irving Jat 
been in the electrical 
supply and appliance business in New 
York City and direct to Los 
\ngeles from there. 
Materials are already 


vis, who had 


came 
bought and 
plans completed to remodel the whole 
inside front of the building 
stairs, with complete, new and modern 
office furniture both unstairs and down. 
The changes will include an elaborat 
display room for both heavy and light 
appliances, as the company expects to 
be very that direction as 
soon as merchandise becomes avail- 
able. Work has already started and 
they expect to be through with this 
remodeling inside of two months. 


down 


active in 


Asks $700,000,000 
for REA Projects 


\ proposal for an additional $700, 
000,000 grant by Congress to the 
Electrification Administration 
for the construction of new rural elec- 
tric lines over a 5-year post-war pe- 
riod has been made by the planning 
committee of the National Rural Elec- 
tric Cooperative follow- 
ing a two-day meeting with the asso 
ciation’s executive committee at St. 


Rural 


Association 


louis. 

This grant would permit the con- 
struction of enough new electric lines 
to provide electricity to 80 percent of 
the nation’s farm The pro 
posal was approved by the executive 
committee and will be submitted to 
the REA. 


homes. 


TAEL Elects Officers 
at Detroit Meeting 


With attendance breaking all previ- 
ous records, the International Asso- 
ciation of Electrical Leagues held its 
ninth annual conference in Detroit 
September 20-22. The program re 
volved around the theme, ‘“Translat 
ing plans into action for more elec 
trical jobs after V-day,’ and covered 
all major markets of the electrical 
industry. 

The following officers for 1945 were 
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elected: president, E. P. Zach 
the Cincin 
Electrical Association; vice-presid 
V. W. Hartley, manager-directo: 
the Pacific Coast Electrical Ass« 
tion; treasurer, John A. Morri 
manager-director of the Electrical 
sociation of Philadelphia. O. 
Small was reappointed secretary. 


Wilson Re-elected 
President of GE 


Charles E. Wilson re-ele 
president of the General Elect 
Company by the board of directors o1 
September 8th, following the resigi 
tion of Gerard Swope from that off 
Mr. Wilson, who resigned his positio: 


business manager of 


was 





Charles E. Wilson 


as president of GE to serve as assis 
tant chief of the War Productio: 
Board, recently left that position 
Washington. 

Owen D. Young has resigned 
chairman of the board of the Genera! 
Electric Company. No successor | 
yet been named. 

Pritchard to Head Appliance Dept. 

From Bridgeport came announc: 
ment of major changes in the home 


appliance and construction material 
sales organization. H. L. Andrews 
vice-president of the company, 


nounced the appointment of C. R 
Pritchard to the newly-created post 0! 
general sales manager of the GE ap 
pliance and merchandise department 
Mr. Pritchard will be responsible for 
all sales and sales policies of appl 
ance and construction materials and 
will be responsible to the vice-pre:s 
dent. 
Mr. Pritchard has spent the great 

part of with the 
General Electric Supply Corporatio! 


his business career 


and was vice-president of that orga 


ization at the time of the new aj 
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See 





( 


ntment. He began his association 
h GE in 1918 as a clerk in Bir- 
gham, Ala. For GE Supply he 


been promotion manager in its 
\tlanta office, later appliance sales 





C. R. Pritchard 


the 
transferred to 


same place, and in 
Bridgeport 
s manager of specialty appliances. 


anager in 
1937 was 
Other appointments placed A. M. 
Sweeney in the position of manager 
sales of all major appliances, and 
W. Thaleen in the post of manager 
f all traffic appliances and vacuum 
leaners. Both will be responsible to 
Mr. Pritchard, as will J. H. Crawford, 
ho will continue as manager of sales 
GE construction materials. 


Bates to Boston 
For BullDog 


G.: a formerly the 
msolidated Edison Company, New 
irk has been appointed a field engi- 
eer to work out of the Boston office 
r BullDog Electric Products Com 
ny. 


3ates, with 


Mr. Bates is a 
nder and 
stitute, 


native New Eng- 
a graduate of Wentworth 
3oston. He has been with 
msolidated Edison for the past fifteen 
irs in electrical testing, inspection 
also 


1 engineering work. He has 


ne electrical engineering with the 


ar Department, Corps of Engineers 


hittenhouse Appoints 
\ew Sales Agency 


Martin Company, 230 Fifth 
ve., New York, has been appointed 
sales representative for products of 

\. E. Rittenhouse Co., Inc., Hone- 
e Falls, N. Y. 


The 





toasters to go round for quite a while after we finish our job of 
munitions-making, so there’s bound to be a rush for them. 


Customers haven't forgotten America’s finest toaster. Month 
after month, ever since Pearl Harbor, they have seen it adver- 
tised in Life, Saturday Evening Post, and Collier’s—and, more 
recently, in True Story, Bride’s Magazine, Parents’, and Electricity 
on the Farm. We've found that “Toastmaster toaster” has been 
written on many a homemaker’s list of the postwar purchases 
she means to make first. 

So, facing a temporary shortage, we'll do our best to allocate 
early output to our distributors on a fair-to-all basis. And we 
urge you to get your retailer, on record, promptly, for their fair 
share of postwar Toastmaster* products. 


i 





— TOASTMASTER Aroduch, 


***TOASTMASTER” is a registered trademark of Toastmaster Propucts Division, McGraw Electric Company 


Elgin, Il. Copyright 1944, McGraw Electric Co. 
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There’s bound to be a rush! 


From all reports it looks as if there won’t be enough Toastmaster 
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Soldering Lugs 
Solderless Lugs 


Set Screw Con- 
nectors 


Bolted Connec- 
tors 


Fixture Con- 
nectors 


Ground Clamps 

Rigid Ground 
Fittings 

Electrical Ter- 
minals 


Battery Con- 
nectors 


Splicing 
Sleeves 

Wedge Grip 
Connectors 


Sj 


We believe that all 
electrical installation 





and maintenance work 






— industrial, commer- 
cial, and residential, should be done by 
experienced, reliable ELECTRICAL 
CONTRACTORS, 









The Electrical Contractor is truly the KEY 
MAN in this industry. For he is the one 


man who is qualified to install and maintain 








the vast system of electrical power, lighting, 
and control equipment perfected and 
produced by our industry. 











The Electrical Contractor is the wholesaler's 





biggest customer—the man who really 
sells the goods. He translates the blue- 
prints of the engineer and recommends the 
best equipment and material for the job, 
He protects the public safety through 
his expert knowledge and observance of 
local codes and regulations, 























Do not by-pass the Electrical Contractor. 
Let him sell the electrical materials for all 








repair, maintenance, and installation. Let's 
bring the electrical business back to the 
shop of the Electrical Contractor, where 
it belongs! 

















H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 


Large Size Freezer 


Demand Predicted 


When post-war home freezers 
manufactured we can count on a ve 
large demand for the relatively large 
size freezer, predicts Dr. D. K. Tres: 
ler, manager, General Electric C 
sumers Institute, Bridgeport, Conn 
ticut. 

The reasons for this were point 
out by Dr. Tressler in a talk “Ho: 
Freezers—Present and Future” befor 
the Southeastern Freezer Locker ani 
Home Freezer Conference at the U: 
versity of Tennessee, Knoxville, Ter 

Although the first immediate ce 
mand for home freezers may be for tl 
4 and 6 cu. ft. size because of the 
relatively lower cost, it is very probab|: 


| that the public will soon turn to thi 


larger sizes, according to Dr. Tres 
ler’s opinion. 

In speaking about home freezing 
Dr. Tressler, who has spent 15 yea: 
of exhaustive research on the subject 
said there is not the necessity fo 
quick freezing in home freezers, esp 
cially for foods packed in small cor 
tainers. What is important is to chill 
the food rapidly down to below 50 
F., the point where micro-organisms 
grow very slowly. 


Rural Co-ops Study 


Purchase of Surpluses 





Directors of the National Rural 
Electric Cooperative Association may 
formulate a program aimed at spur 
ring cooperative purchases of wat 
surplus property, particularly generat 
ing plants, at a meeting in Washing 
ton October 10 and 11. 

N.R.E.C.A. has been interested i1 
promoting co-op acquisitions of usable 
war surplus, and the subject was dis 
cussed at some length at a recent meet 
ing of the organization’s executive 
committee at St. Louis. 


T. P. James to Manage 
New Proctor Section 


R. M. Oliver, vice-president in charg« 
of sales for the Proctor Electric Com 
pany, has announced the appointment 
of Thomas P. James as manager of the 
newly-created Special Goods Section 
of the Sales Department. 

Mr. James has been associated with 
the electric appliance business for fif 
teen years, the last six of them witl 
the Proctor organization. Previous t 
this appointment, he served successivel) 
as district sales manager at Detroit anc 
Columbus, Ohio. 
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Mitchell Company Buys | 
“Tru-Ad’ On West Coast 


he Mitchell Manufacturing Com¢ 
y, Chicago, has announced the pur- | 
re se of the Tru-Ad Company of Los 
he \ngeles. In the future, according to 
announcement, the West Coast fac- 
will operate as the Mitchell Manu- 
turing Company, Tru-Ad Division. 





he consolidation was made as part 
the Mitchell company’s expansion 


; ; 3 il tiniciteal wk ' a 
eram and in the interest of better — 

ton se’ me Ini fn No. 1184-M 

vice to di tributor on the Pacific RLM THREADED ADJUSTABLE PORCELAIN 
ist, according to B. A. Mitchell, DOME REFLECTOR ENAMELED FLOODLIGHT 


sident. He said that there is every 
ication today that when the war is 


r there will be a large and imme- 

















s te demand for commercial, indus- 
: | and residential lighting of every 
a nd on the West Coast. “To enable 
U Mitchell distributors, contractors and 
lealers serve this market more quickly 

nd at lower cost than ever before, all 
ins 
- 
iT 
Spe 
“OI 
“hi 
50) 

% The immensity — not to speak of the 

ura 
ma) | urgency—of war production, demands light- 
- ing installations that have been proved. 





rat | | a QUAD Units are the selection of Contractors 


ing B. A. Mitchell — ts al 
to aid in this important work. 

Lit Mitchell products for the West Coast P . . . 
able iltimately will be made at this local * The QUAD line of Industrial Lighting 
dis- | source,” he said. Fixtures—RLM and other porcelain enam- 
eet The territory that will be served by . . . c . ve 
tive ff the Tru-Ad Division will include Cali- eled units—fills all high intensity require- 

fornia, Washington, Oregon, Idaho, ments. The need for so many additional 

Montana, Utah, Wyoming, Arizona : : : ; 

nd New Mexico. installations necessitated by the war pro- 


gram means that QUAD is the line to take 


Hathaway To Manage Radio care of any lighting need. 


om- | For Ward Leonard ¢ 
. ' ) 1) 
td GS Lie QUAD ... for today and for tomorrow. 
the Ken Hathaway, formerly managing 
tion ector of the Radio Parts National e 
ide Show, has joined the Ward 
vitl mard Electric Company as manager 


if the radio distributor division. He 


vit! | establish his headquarters at 53 QUADRANGLE ate COMPANY 


‘st Jackson Blvd., Chicago. 
s ti _ , 4/ / / 
on ‘or the past two and one-half years Mi or4. OF Jac andetcent Gud Ff lusore icemd Lighting E Gass pave ad 


Pie Jew Hathaway has been in radio and 32 SO. PEORIA ST. CHICAGO. ILL. 


lar work for the government. 
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Paragon symbol 
of top quality. 
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TOP O 
POULTRY HOUSE 
TIME CONTROLS 


N O insure Fall delivery place your order now for 
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Paragon Top Quality Poultry House Time Controls. 






) Paragon “PS” models are designed for both morning 
and evening lighting, with dimming period for roosting. 
The Paragon Model 301 is designed essentially for 
morning lighting only. It is a heavy duty, industrial 
type time switch adaptable to poultry house lighting. 
It is truly a superior instrument of high quality and 





low price. All Models are synchronous motor operated 
and available on AAS or better. 


Send for pbutheritative Sulletin 


Paragon has prepared a 4-page, 2 color bulletin con- 
taining authoritative information relative to poultry 
house lighting control . . . location of lights, selection 
of light control switches, etc. It summarizes the recom- 
mendations of leading poultry authorities and gives 
complete data regarding the wide range of Paragon 
poultry house time switches. Send for a supply to dis- 
tribute among your dealers and power companies. 


PARAGON ELECTRIC COMPANY 


715 Old Colony Building 
Chicago 5, Illinois 





Model 301 
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FIFTH “E” FOR JENKINS. The 
Army-Navy “E” flag with four stars 
proudly acclaims the fifth war pro- 
duction citation to the employees and 


management of the Jenkins Bros. 
plant in Bridgeport, Conn. Front 
row, left to right: Lt. Commander 


G. S. Barker, resident inspector, who 
made the presentation; James L. 
Dunn, vice-president in charge of in- 
dustrial relations; John Yarasavich, 
president of the Jenkins Local No. 
623; Leroy A. Cox, president of the 
foremen’s association; Joseph Schultz, 
general superintendent; Bernard J. 
Lee, vice-president in charge of man- 
ufacturing. 





Royal Electric Buys 
Colt’s Fuse Business 


G. Riesman, president of the 
Royal Electric Company, Inc., Paw- 
tucket, R. I., has announced that his 
firm has purchased the fuse manufac- 
turing business operated formerly by 
Colt’s Patent Fire Arms Co. Royal 
has acquired the patents, trade mark 
tools and equipment for the production 
of the “Noark” renewable fuse, he 
said. 

The “Noark” will take its place in 
the Royal fuse line under the combi- 
nation “Royal-Noark.” Production of 
these fuses will begin shortly as soon 
as the machinery is set up in the Roval 
plant. 


Inspectors Discuss 
Bad Wiring Results 


Damaging effects of inadequate wir- 
ing caused by lack of material and 
depleted electrical inspection _ staffs 





were discussed at the 18th annual 
meeting of the Northwestern Section, 
International Association of Electrical 
Inspectors, held at Olympia, Wash 
Revisions of the National Electrica! 
Code were also approved. 
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Rocky Mt. A-W Group | 


Has College for Advisors . on 
\n ae Wiring College” has Since the fay Nineties ees 


been instituted by the A-W bureau of 
the Rocky Mountain Electrical League 
s a method of training members of 
every branch of the electrical industry 
s advisors to the public in the new- 

ne building period ahead. Students 
vill be enrolled from wholesaler or 
ganizations, the utilities, contractors, 
° lealers and manufacturers. 


lers and , have worked with Power Company 
From this group later will be selected : ‘ 
1 board of adequate wiring advisors engineers in the development 


vho will be responsible in their various 





he localities for the dissemination and ex of Pole Line Materials 
te pansion of adequate wiring information 
nf among members of their organizations. 
i. The thirteen-man committee of the 
ne League is working on the program for 
aw the fall semester and the selection of 
ho the faculty. 

Zz. 

in- 

‘h, 

‘0. 

he 

z 

J. 


m | Lavenson & Savasta 
Plan New Building 
































Post-war plans of Lavenson & Sa 
asta, San Francisco, include a new 
building which will be erected as soon 
as materials are available. The site 
secured is at 6th & Brannan Sts., 
three blocks from the present location. 
the [t will be a one-story structure with 
‘aw- mezzanine and will extend through the 
his block with entrances at each end. 
fac- Both supplies and appliances will be 
- by handled after the war as the company 
oyal had formerly done an extensive ap- 
ark pliance business. 
tion 
he The complete line of Half a century ago, Oliver produced the first Pole Line 
Materials used in this country. Shortly before, utilities and 
e it communication companies had come to Oliver—already a 
nbi- flourishing manufacturer of hardware—for the development 
hee of fastening devices that would simplify the problems of line 
or erection. Designs were worked out and production started 


in 1894. 

Today in the modern plant of the Oliver Iron and Steel 
Corporation, Pole Line Materials of latest design are manu- 
factured. And on the electric lines of the nation, they per- 
form their vital services dependably and well. 





C. J. Savasta (left) and J. H. 
Lavenson (right). 





Wil | C. J. Savasta and J. H. Lavenson 
and tablished the firm in 1933. Mr. 
taffs fi ivenson was one of the founders of 





nual ff -\lexander & Lavenson, widely known 
HOI one of the prominent electrical | — ae 
rica! holesalers on the Pacific Coast dur- 
ash g the period 1911-’31. Mr. Savasta CORPORATION 
rical is also with that company during “alien ois 
j 'ineteen of its 20 years of existence. MAKERS OF POLE LINE MATERIALS SINCE 1894 
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FOR YOUR 
PROPOSED 
EXPANSION 


Plans of public utility companies call for 
—— é 
a large increase in power lines, com- 
munication lines and transport facilities 
as soon as war conditions permit the 
release of material and manpower. 


For whatever plans you are making, 
be sure to include Klein tools and equip- 
ment to aid your men to do better work 
—to do it faster—to guard their safety. 


The name Klein has stood for the 
finest in tools and equipment for linemen 
since the first wires were strung. As 
advanced technology has demanded 
_ new tools, the Klein line has kept pace. 
As soon as the war ends, Klein 
equipment will be available, 
representing tops in quality as it 
has “since 1857.” 


This book on the care 
and safe use of tools 
will be sent without 
charge upon request 


Since 1857 


mores OLE EN cm 


3200 BELMONT AVENUE CHICAGO 18 ILLINOIS 
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L. E. STARKWEATHER has been J 
appointed vice-president in charge of 
operations in Southern California for Ni 
the Leo J. Meyberg Company, elec- 
trical wholesalers. He succeeds M. G. 
Sues, vice-president since 1940, who 
has resigned to head his own busi- 
ness in Los Angeles. Before this ap- 
pointment, Mr. Starkweather was gen- 
eral sales manager. 





Galloway Promoted to M: 
GE Supply Corp.. N.Y. 


James F. Galloway, formerly sale 
manager of the Heating and Air Con 
ditioning Department of the General 
Electric Company’s Metropolitan Divi- | ™ 
sion, will assume management of trai 
fic appliance sales for the General 
Electric Supply Corp. in New York 
according to announcement from Harr) 
C. Calahan, district manager of Gl 
Supply. 

Mr. Galloway has a background 
field experience in the sale and pri 
motion of clocks, sun lamps, fans, etc 
in addition to his recent experienc: 
in the promotion of sales of heating 
and air conditioning products. 





Square D Opens 
Plant in Northwest 


A new manufacturing plant an¢ 
warehouse has been opened in Seattle 
Wash., by the Square D Company 
manufacturers of electrical equipment 
Chicago, Ill. 





The company announces that the} pf, 
new plant is so situated as to servely ; 


the increasing demand for its prod]§ no 
ucts in the northwestern area. ge 
Walter H. Bodle, who has been witifg ?* 
Square D for many years, has bee *‘ 
appointed manager to direct the op- 
erations of the new plant. 
Oct 























JUSTRITE Zfew Lanterses| 











The lightest line between 
SALESMAN AND PROFITS / 





| | salesmen are discover- 
ing new profit possibilities with the 
Justrite line of Safety Lanterns be- 
cause they are designed specifically 
for, or can be easily adapted to nearly 
every industry. In fact, wherever 
there is a need for brilliant, depend- 
able light .. . Justrite fills that need 
perfectly. 

Study these lanterns . . . see how 
well they fit industries you serve; and 
then, you too will discover new 
profit possibilities with Justrite. 


for RAILROADS, OIL FIELDS, TRUCKS, 
INDUSTRIAL PLANTS, SHIPYARDS, MINES 


ALL-PURPOSE SAFETY 
LANTERN No. 44-S 
This Justrite Lantern is 
“double-approved” for 
safety ... Underwriters’ 
Laboratories, Inc., and 
U. S. Bureau of Mines. 
Has “kick-out” bulb 
sockets . . . twin-bulb 
feature . . . fixed and 

movable guard. 


RAILROAD LANTERN No. 40 


634 candlepower of bril- 
liant light .. . fixed guard 
. .. twin-bulb feature .. 
“kick-out” sockets ... light 
to sides from same bulb at 
same time. 


INSPECTOR’'S 
LANTERN No. 46-S 
Approved by U. S. 
Bureau of Mines. 7- 

inch reflector . 
movable steel stand 
... fixed spade grip 
handle . . twin-bulb and “kick-out” 
bulb socket features. 





JUSTRITE FLASHLIGHT 
No. 17-S 
Approved by Under- 
writers’ Laboratories, 
Inc., and U. S. Bureau 
of Mines. Fits in palm 
of hand .. . delivers 
1500 candlepower 
beam ... “kick-out” 
bulb socket .. . flasher 
type switch button... 
and strong plastic case. 





Write today for complete information on the entire line of Justrite Lanterns. 


SAFETY CANS - FILLING CANS” 
APPROVED SAFETY ELECTRIC LANTERNS 


New Post for Johnson 
al Wesco Chicago 
(he appointment of John L. John- 
as appliance manager for the 
rthwestern district of the Westing- 
house Electric Supply Corporation, 
with headquarters in Chicago, has 
een announced by Henry Czech, man- 
iger of the northwestern district. 
Mr. Johnson was formerly appli- 
ince manager of the eastern district 
with offices in New York. At Chicago 
he replaces J. J. Moffatt who has been 
ransferred to the appliance division 
"f the Westinghouse Electric and 
Manufacturing Company. 
° 
ee | Join Vaculator 
> oO 
for | Sales Staff 
lec- 
- G. (he addition of two new represent- 
who itives to the Vaculator sales organiza- 
conel tion has been announced by Milt Grey, 
vial general sales manager of the Hill- 
_ Shaw Company, Chicago. 
Vernon Worman will cover north- 
ae | er Illinois, including Chicago. He 
will make his headquarters at room 
1584 of the Chicago Merchandise 
Mart. 
C. L. Pugh, with headquarters in 
° Columbus, Ohio, will work northern 
Ohio on Vaculator’s home and restau- 
owe rant lines. 
( of 
ene! 
Div 
Per 
ene! 
Y« rk 
Hart 
yf G]) 
and 
1 pri 
Ss, et 
rienc 
eating 
it «and 
Seattle 
mpany. 
ipment By 
RALPH T. PERKINS has joined the 
central district of the Westinghouse 
lat tile : Electric Supply Company as home ap- 
> S€rV"S pliance manager, according to an- 
; prod|) nouncement from D. M. Salsbury, 
general manager of WESCO. Mr. 
aon with | Perkins has been with the Empire 
1s beet lool Company, New York, for the 
' ist two years as eastern district man- 
the of et 
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HIS is especially true on electrical supply 
items, with connectors being high on the list. The number of new connections 


required by industry for the “change-over” will read like a public debt. 


Be ready to supply the connections they'll want! The forged SERVIT, for 
example ... preferred because of its high strength and longer life. The 
QIKLUG .. . because of its compactness and unit assembly. And other items in 
the Burndy line, all designed for quick, low-cost and highly efficient electrical 


connections ... a// of them fast moving items for you. 


See Burndy catalog No. 41 for complete information, check your stocks, and 
be ready with the right answer when your customers ask about the best connec- 
tions. Burndy Engineering Co., Inc., 107 Bruckner Blvd., New York 54, N.Y. 


| weadquarters “er 
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urndy 














Diehl Absorbs 
Coast Electric 


On September 1, the Diehl Elect: 
Supply Co., 55 Main St., San Fr 
cisco, of which P. F. Diehl is 
owner, bought out and absorbed 
Coast Electric Supply Co. of S 
Francisco. 

The entire stock and personnel w 
taken over and moved to the M 
St. location, which has 16,000 
ft. of floor space in three floors ; 
basement. This place was fully m 
ernized and remodeled during 
summer, extensive additions made 
the office, new conduit racks built, t 
place completely redecorated and 


P. F. Diehl 


Huorescent lighting system installed 
the offices. Eugene P. Schaefer, fo: 
mer owner of the Coast Electric Sup 
ply Co., has also gone with the Die! 
organization for a period of time. 

As Diehl started his business 
1943, it is comparatively young as a! 
organization but it has a long back 
ground of experience, as Diehl was 
with the Graybar Electric Co., In 


for 17 years in New York, Los 


Angeles and San Francisco, 


Ansonia Electric Receives 
Army-Navy “E” Award 


The Army-Navy “E” award for « 
cellence in war production was pr 
sented to the Ansonia Electrical Con 
pany, Ansonia, Conn., manufacturet 
of electrical equipment. The cerem: 
was held in the local high school audi 
torium. 

Raymond E. Baldwin, governor 
Connecticut, commended the organiza 
tion and staff of the company on thei: 
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ritorious service. Formal presenta- 
tion of the “E” flag was made by Rear 
\dmiral Wat T. Cluverius, USN, re- 

ed, president of Worcester, Mass., 
olytechnic Institute. William J. 
Veaver, vice-president of the company, 
iccepted the award in behalf of the 

ployees. 

Brigadier General Thomas E. Tro- 
and, commanding general of the Fifth 
\ Security District, presented the Army 
{I Navy “E” lapel insignia to four work 

s who were designated to represent 
their co-workers in various departments 

{ the company. 


Eveready to Open 
New Sales Offices 





New sales offices for the National 
Carbon Company were opened on Oc- 
tober 1 in New York, Pittsburgh and 
Chicago, as part of the new sales set- 

under which all company products, 

| including Eveready batteries, are to 
| be handled nationally from seven di- 
visional offices. 


F. W. Berdan will manage the New 
York division. The assistant division 
anagers will be G. A. Blackburn and 
\. B. Oatman. J. A. Hammond will 
inage the Pittsburgh division, as 
sisted by F. S. Haggerson and W. E. 
J Herr. Heading the Chicago division 
will be H. A. Stewart. Assistant divi- 
m managers will be C. H. Christen- 

son and W. L. Julian. 
Similar division offices were estab- 
shed a few months ago in Atlanta, 
Sas Dallas, Kansas City and San Fran- 


co. 
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R. M. OLIVER has been elected vice- 
president in charge of sales for the 
Proctor Electric Company, Philadel- 
1 thei! phia. 


nor 
raniza 
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for Every Industrial Need 


Leer corny your industrial 
lighting problem may be, 
Goodrich has the experience—and 
the equipment—to furnish the 
proper solution. 

From its wide selection of flood- 
lights through literally hundreds of 
sizes, styles of reflectors for every 
lighting requirement, the Goodrich 
line is complete, including many 


special and exclusive designs. 
Goodrich reflectors are designed 
for high reflective efficiency—for 
easy installation and easy servicing. 

Goodrich’s entire interests are 
devoted to industrial illumination. 
Goodrich lighting specialists will 


gladly recommend the 


answer your needs. 





Sold through electrical wholesalers 


GOODRIC 


PREOTR IG 


4600 BELLE PLAINE AVENUE, CHICAGO 41, ILLINOIS 
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QUICKLY INSTALLED — EFFICIENT 


Reconversion jobs will soon be pressing for attention. On all such, 


installation time can be saved and best results obtained by the use of 
Latrobe Products. 








NO. 252R FLOOR BOX 
This convenient two gang adjustable floor 
box with No. 208 Receptacle in one sec- 
tion has one Cover Plate with '/."" flush 
brass plug and one with 2" flush brass 
plug. 


NO. 480 “BULL DOG” 
ARMORED CABLE SUPPORT 


Light but strong. For hanging armored 
cable to steelwork. Right for temporary 
and for permanent jobs. 









NO. 330 “LATROBE” 

TOM THUMB UTILITY OUTFIT 
Designed to be used in wood installations 
and in other locations free from moisture 
or mechanical injury 


NO. 284 NOZZLE 
A compact Duplex Receptacle Nozzle. 
Shown with No. 200 Cover Plate. Furnished 
with '/,"' or %4"' brass pipe extension. 








Fine for fastening porce- 
lain and glass insulators to 
exposed steel framework. 


“BULL DOG” 
INSULATOR SUPPORT 





SN 
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SERVICING lighting equipment is 
held to be an important wholesaler 
function by the Arrow Electric Supply 


Co., Los Angeles. A well-equipped 
shop is maintained for testing lamps, 
ballasts, etc. Fred Wieker, in the 
picture, has charge of the work. 











Announce Appointments 
at Wesco Branches 


The appointment of Russell N. 
Chapman as apparatus and supply 
manager of the New England Dis- 
trict, with offices in Boston, has been 
announced by E. V. Wetmore, New 
England District Manager of the 
Westinghouse Electric Supply Com 
pany. 

Mr. Chapman was transferred to his 
new position from that of manager 
of the Wesco Marine Department in 
Boston. He joined Westinghouse as 
an apparatus and supply salesman and 
in January will celebrate his twentieth 
anniversary with the company. 


New Manager at New Orleans 


D. M. Salisbury, general manager 
of Wesco, has announced the appoint- 
ment of William B. Meek as manage 
of a new branch office of the company 
in New Orleans, La. 

The territory formerly was served 
by the Monroe Hardware Company, 
an agent-jobber for Wesco. Mr. Meek 
has been with the Monroe Hardware 
Company since 1933 and has _ beet 
manager of the Monroe branch ir 
New Orleans since 1934. In 1942 he 
resigned to become district managet 
for the Anaconda Wire & Cable Cor 
pany in that city. 
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WARD R. SCHAFER, appointed gen- 3 0 
Pe eral sales manager of the Edison Ad = 
’ , General Electric Company, was region- rs x 
~2td al sales manager of the company’s = ‘< 
” Western region at San Francisco. He ox > 
~e has been in sales and engineering for ~ < 
= Hotpoint for almost twenty years. > 
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| Ward Leonard Makes < - 
, 4 =< 
Executive Changes Q z 
: ‘ ‘ | = 
, Leonard Kebler, president of the | & * 
iil Ward Leonard Electric Company for as é 
pp" the past 40 years, and newly-elected tc = 
Dis- : : Ape eee w x 
ae president of the National Association n 
at ff Electrical Manufacturers, has been x 14 
‘ “e elected chairman of the board, a newly- = 
the | created post. ~ 
Com od & 
Dawson J. Burns, who has been > 
. | vice-president of the company since 2 
to his _ 
son 1909, was elected to succeed Mr. Keb- °) = 
My ler as president. Mr. Burns has been z a 
ae with the company since 1902. K S 
S as 
= eed \rthur A. Bernard was elevated to s 3 
ntieth | the position of executive vice-presi- wn = 
dent. Since he joined the company in a > 
1920 he has served successively as a = 
s salesman, general works manager and a 
aoar Poeneral sales manager. He has been 
se a director since 1927. ? e 
cae \rthur W. Borghard, now vice- 
npan} president and manager of special ac- ‘ie 
ounts, joined the company in 1919 | = I 
___, Band has served as a director since 1934. 2 x) 
erved <q o 
ipany, sa eo) 
Meek - 
dware = o 
hee: © CRESCENT INSULATED WIRE & CABLE CO. ; 
= " ce TRENTON, N. J. 2 
. 
4,500,000 New Jobs Hr} 
image! _ lhe television industry, it is pre- | JOBBER CO-OPERATION —A PERMANENT POLICY 
Cor dicted, will provide 4,500,000 new 
jobs within ten years. « IMPERIAL NEOPRENE JACKETED PORTABLE CABLES e 
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You can’t heat the CORY line up 
of Beauty... Quality... Better Coffee 
The only ALL GLASS Brewer 


These CORY advantages are advertised continuously, all year-round 
to the consumer. 


Back all this with Cory policies of “Exclusive” distribution through the 
established trade and strict price maintenance—and it adds up to 
PROTECTED GOOD WILL AND PROFITS. 


CORY GLASS COFFEE BREWER CO. 


325 No. Wells St. — Chicago 10, Ill. 
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J. B. Calder Company 


— Concentrates Territory 


Recently, J. B. Calder of the J 
Calder Co., San Francisco, close 
the Sacramento office and transfer 
the stock to the San Francisco wa 
house. This was with a view to « 
centrating the company’s efforts n 
in the Bay District. Sacramento \ 
be covered, but from the main offic: 

Earl J. Francis, formerly in charg 
at Sacramento, severed his connect 
to become manager of the Stockti 
office of Westinghouse Electric S: 
ply. 

Just as soon as building mater 
are available, Mr. Calder will enla: 
the present quarters by adding 
building in the rear 25 by 50 feet, 
land that is part of the present bu 


ing site. 


Benjamin Names Staud 
To Public Relations Post 


Rudolf W. Staud, who has been 
charge of advertising and sales p 
motion at the Benjamin Electric ar 
Manufacturing Company, Des Plain 
Ill., has been named director of pub 
lic relations for the company. 


He will retain his duties as sale: 





C. M. MACKEY, formerly branch 
manager at Houston, Texas, for thé 
Westinghouse Electric Supply Com 
pany, has been appointed manager o/ 
the southwest district with headquar 
ters in Dallas. He joined Westing- 
house in 1917, and has worked in 
El Paso, Texas, Tulsa, Okla., and 
Oklahoma City. 
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motion manager and will continue 

ssist in the administration of the 
sales department, and as editor of “The 
Lighting Review and Digest,” a com- 
pany publication. 

Mr. Staud is president of the RLM 
standards Institute, director and mem- 
er of the finance committee of the 
llluminating Engineering Society and 

member of the American Marketing 
\ssociation. 


Richmond Electric Group 
Studies Post-War Plans 


Post-war sales plans and manage- 
ent problems were put on the dis- 
ission table last month when the 
Richmond, Va., Electric, Radio and 
‘efrigeration Club, in cooperation 
th the Richmond Committee for 
momic Development held a_ ban- 
uet at the Hotel John Marshall. Elec- 
trical wholesalers, appliance dealers 
distributors attended. 

[he principal speaker was C. How- 
rd Smith, CED regional manager for 
the Fifth Federal Reserve District, 
ho explained the post-war plans for 

all business. R. S. Stephenson of 
Richmond Newspapers, Inc., discussed 
romotional plans. C. J. Arnall, club 
president, presided. 
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/. M. COOK, newly-appointed man- 
ager of the San Francisco district of- 
fice of Cutler-Hammer, Inc., manu- 
facturers of electrical equipment, has 
been with the company since 1928. 
He has been handling industrial sales 
or the past 11 years from Cincinnati. 
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‘YOU CAN COUNT ON 


BURGESS for 


BIG BUSINESS |” 





After the war, new industrial and home applica- 
tions, plus the regular established market, will send dry battery sales 
soaring! Burgess will again offer the complete replacement line for every 
dry battery need. Burgess Batteries are war batteries now— going first 
to the fighting fronts—but you should plan now for tomorrow’s dry 
battery volume. Remember!... it’s the complete line that builds profits! 


PORTABLE RADIO BATTERIES 








“Feather Weight” 
HEARING AID BATTERIES - 





SPECIAL PURPOSE BATTERIES 


For Countless Industrial Uses 




















(4 


BATTERIES FOR THE NATION'S FARMS 


The War Chest Helps Here and Overseas — Give Today! 


BURGESS BATTERIES 


BURGESS BACKS YOU UP WITH ADS IN: 


Modern Industry, Factory Management and Maintenance, Electrical 
Equipment, Electronics, The Instrument Maker, Instruments, Communi- 
cations, Hearing News, Popular Mechanics, Popular Science Monthly, 
American Magazine, Pathfinder, Grit, Air Trails Pictorial, Boys’ Life, 
Country Gentleman, Progressive Farmer, Field and Stream, Sports 
Afield, Outdoor Life, Radio Amateur’s Handbook, Radio Craft, Radio 
News, QST, Prairie Farmer, Indiana Farmer's Guide, Kansas Farmer, 
Missouri Ruralist, Wallace's Farmer & lowa Homestead, Wisconsin 
Agriculturist & Farmer, and 1,629 weekly newspapers. Burgess Battery 
Company, Freeport, lilinois. 
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“VOICE-COVER” MILES OF PLANT 
with BELL VOICE. PAGING EQUIPMENT 


’ ge - In addition to complete “voice- 
coverage”—for broadcasting pag- 
ing calls, news and instructions— 
this typical BELL Voice Paging 
System provides for plant-wide 
programs of recorded music. It 
is installed in one of the world’s 
largest automobile plants, where 
some areas are more than a mile 
from the broadcasting point! 

A convenient “rack-and-panel” 
arrangement permits Bell units to 
be combined to fit any need—no 

























matter how large or small your plant may be. You 
can divide your plant into any number of “voice- 
coverage zones,” and select the areas you wish each 
program to reach. BELL Voice Paging Equipment 
is assembled in rugged, compact units — designed 
for long, hard service and easy, low-cost expansion 


or re-arrangement. Write today for details. 
SOUND SYSTEMS, INC. 
1187 Essex Avenue, Columbus 3, Ohio 


Export Office: 4900 Euclid Avenue, Cleveland 3, Ohio 






Universal quality is evidenced in the extreme density of the structure, 
the smooth precision finish and the uniformity of the glaze. Uni- 
versal ‘dry process” porcelain knobs, cleats, tubes, house brackets 


and electric fence insulators are preferred by contractors everywhere. 


tHE UNIVERSAL ciay propbucts co. 


1549 EAST FIRST ST. SANDUSKY, OHIO 
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J. D. DALY took over duties as sup- 
ply sales manager at Graybar’s execu- 
tive headquarters in New York on 


October 1. Since 1935 he has been 
commercial manager for Graybar at 
the Hartford, Conn., branch and ware- 
house. Before joining Graybar he 
was on the sales staff of the Miller 
Co., Meriden, Conn. 





Second “BE” Award 
To Toastmaster 


\ second star, 
tinued excellence in the production of 
Navy ordnance materials vital to vic 
tory, has been made to the manage 
ment and employees of the Toastmaster 
Division of the McGraw Electric Com 
pany. The original award was made 
in August, 1943, and the “E” flag was 
presented at ceremonies in October of 
that year. 

Admiral C. C. Bloch, chairman, 
Navy Board for Production Awards, 
stated in announcing the award that 
“the men and women of your plant 
have continued to maintain the high 
standards they set for themselves 
when they were originally awarded 
the Army-Navy ‘E.’ They may well 
be proud of their achievement.” 

Since before Pearl Harbor, 
Toastmaster Division has been devoted 
entirely to the manufacture of anti- 
aircraft ammunition components used 
by the Navy. 


SV mbolic of con 


the 


Chaffer Named GE 
Refrigerator Manager 


\. G. Chaffer, at one time a sales- 
man for the GE Supply Corp., has beet 
appointed sales manager of the house- 
hold refrigerator division of the Ge 
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eral Electric Company, Bridgeport, 
Conn. 

Mr. Chaffer has had a long career 
with GE, both in the Supply Corpora- 
tion and as sales manager for the home 
laundry equipment division. During 
the early period of war years he has 
been supervisor of appliance service 
centers, and more recently has been 
assistant manager of the Lowell, Mass.. 
works where the “flying bazookas” 
are made. 


J. P. Wear Gets 
Graybar Phila. Post 


On October Ist, J. P. Wear, Jr., 
took over the duties of Graybar dis 
trict merchandising manager with 
1eadquarters in Philadelphia. This dis 
trict includes branch houses at Allen 
town, Pa., Baltimore, Md., Harris 
urg, Pa., Reading, Pa., and Washing 
ton, D. C. 

Mr. Wear has been merchandising 
manager in the company’s Detroit dis- 
trict since 1928. He has had 24 years 
experience in the merchandising of 
electrical appliances. He started with 
the Western Electric Company in 1920 
ind joined Graybar as an appliance 
salesman when the company was or- 
ganized in 1926. 
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{MES F. RYAN, formerly Chicago 
strict manager for Colt’s Patent 
rearms Co., has joined Efengee Elec- 
cal Supply Co., Chicago, as vice- 
president in charge of sales. He was 
with Colt’s since 1932, and prior to 
) that was with the Johns-Manville elec- 
) trical department. Mr. Ryan is active 
in the American Legion and since 
36 has served in the Illinois legis- 
sure, 





- SS REG. U. S. PAT. OFF. ae. 


SATISFIED CUSTOMERS are really what 
count for any Wholesaler—TRICO Electrical 
and Lubricating Devices satisfy the customer 
and build good business. 





TRICO PRODUCTS are in constant demand 
year after year, and TRICO Distributors will 
tell you: "TRICO's a fine, profitable line, 
made by leaders in the field, and can be 
depended upon for service." 


For present and post-war profits . . . 


Sell TRICO 
ee COss TRICO FUSE MFG. CO. <EIUISIES- 


ihe Milweukee Wisconsin 1) 











q E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer, f 
Faster Conduit Connections. B-M Fittings DISTRIBUTED BY 
do away with the twisting, turning and 


- . The M. B 5 , : 
tightening of nuts and save you valuabk The M. B. Austin Co., Chicago, Il! 


Clayton Mark & Co., Evanston, Ill 


time and materials. Then too, they are Clifton Conduit Co., Jersey Cy., N. J 
stronger, neater and much easier to work | oon. Eieatee Co., 5 Conn 
with in tight places. Start using B-M we Steelduct Co., Youngstown, Ohio 
Sage : - E 1 N . Pittsb " 

Fittings today. Have more satisfied cus- pamens mete, Piscean, Fenn 


N National Enameling & Mfg. Co., 
tomers—more profits from each job! Pittsburgh, Pa 


sea . gle Conc r *0. 
(All B-M Fittings carry the Underwriters nee om , A J 
Seal of Approval) 


Prompt Deliveries on Properly Rated Orders 





CEP) 


(3) BRIEGEL METHOD TOOL CO. « Galva, Il 
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FOR YOUR 
SWITCH 
PROBLEM 


If you need a switch — whether 
for residential or industrial use — 
consult your P&S Catalog. T-rated, 
specification types—low-cost (res- 
idential) types — for use singly or 
in combinations — brown or ivory, 
lock type, luminous or metal han- 
dies. All 
backed by over 50 years’ experi- 


precision-made — all 


ence in the manufacture of wir- 
ing devices. 


Send for your copy of 
ovr No. 42 Catalog 


Sold Thru Electrical 
Wholesalers 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N.Y. 
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‘that a similar program for mechanical | 
| refrigerator parts is planned. Produc- 
| 


| shown a 50 percent improvement over 
ithe output of last year. 














LEO M. MAYER has resumed his | 
| 
} 


duties as manager of contractor sales 
for the Hyland Electrical Supply 
Company, Chicago. For the past two 
and one-half years he was on leave 
of absence to serve as chief purchas- 
ing agent in charge of electrical sup- 
plies for the construction of the 
Dodge Chicago plant. He was at one 
time president of the National Elec- 
trical Contractor’s Association and re- 
ceived the McGraw Award for his 
work in this field. 





Ask WPB for More 
Refrigerator Parts 


Manufacturers of domestic laundry 
equipment and mechanical refrigera- 
tors have asked the War Production 
Board to allow the accumulation of 


, inventories of washing machine and 


refrigerator parts against the time | 
when civilian production of these ap- 
pliances can be resumed. 

Neither washing machines nor me- | 
chanical refrigerators may be made | 
under WPB’s “spot authorization” 
program for the resumption of civilian | 
production. WPB officials told the | 
industry committees that provision has | 


been made for increased production 
of washing machine repair parts and | 


tion of each of these has already 


Industry members suggested that in 
building up parts inventories emphasis 
should be laid on those parts requiring 
the greatest “lead time”. They pointed 
out that assembly cannot begin until 
an inventory of all components has 
been accumulated. A shortage of frac- 
tional horsepower electric motors be- 





cause of the big bomber program has 
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The STAR * 
FUSE PULLER 


and 


CIRCUIT TESTER 


BIG 
JOBS: 


1 Safely removes blown fuses 
2 Quickly locates dead cireuits 


Indispensable in Homes, 
Factories, Hotels, War Plants 


DOES 











Saves Time, Prevents Shock or 
Injury, Eliminates Guesswork 


Made of a Transparent Plastic having in one 
of the legs a small lamp in series with a 
resistance and can be used to test 110 to 250 
volts circuit. It will pull fuses from 10 to 100 
Amperes. Thousands of electricians find this 
tool handier than Test Lamps. Requires the 
use of only ONE hand to quickly and accu- 
rately test circuits. 





Retails at $2.75 each, 
$1.50 additional for Leads 





For the past six months, the Star Fuse Puller 
and Circuit Tester has been advertised in 
more than 70 leading publications throughout 
the United States. 


WRITE TODAY 
for Quentity Priees 


STAR FUSE CO. 


168 Centre St., New York 13, N. Y. 

















~ 
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FUSIBLE TRIPLOC 


plugs and receptacles 











Fusitble 

contact unit 
assembly, 3 wire, 
4 pole, for three 30 
amp. 250 v. cartridge 
fuses or fusetrons. Also 
2 wire, 3 pole (2 fuse) 
type for universal tools: 


Connector bodies 


Fusible plug 


for Portable 
Electrical Tools 


The use of fusible Triploc 
plugs on extension circuits 
will automatically isolate a 
defective tool or device 
without interrupting serv- 
ice to other equipment. 
This protection is especially 
valuable on production 
lines using numbers of 
portable tools. Triploc 
plugs and receptacles are 
heavy duty types to with- 
stand hard use. The com- 
plete range of types in- 
cludes fusible plugs, cable 
connectors, and receptacles 
in many housing types with 
conduit fitting bodies in 
standard styles and sizes. 
Write for Pylet catalog with 
complete listings of all 


types. 
a 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 








precluded production of mechanical | 
refrigerators and washing machines 
under the “spot authorization” . pro- 
gram. 


Would Speed Civilian Goods 
Committee members said six to nine 
| months would be required by plants 
| now engaged in war work to resume 
| 50 percent of their normal civilian 

production. This time can be greatly 
_ shortened by the accumulation now of | 

parts which could be made under the | 
new program. In addition, sandwich- | 
ing of civilian production into war 
output schedules would minimize dis- 
locations due to cutbacks and would 
allow time for retraining workers, 
members said. 

The committees recommended also 

that 30 days’ notice of impending cut- 
| backs be given manufacturers, that 
motor manufacturers be allowed to 
produce motors for refrigerators and 
washing machines wherever possible 
provided that military requirements 
are met, and that possibility of forming 
consumer goods production pools, by 
which a limited number of refrigera- 
tors and washing machines might be 
made, be studied. 

Shortages of thermostatic controls 
and sheet steel also preclude immedi- 
ate production of refrigerators and 
washing machines. 








E. H. Bristol 


Edgar H. Bristol, 73, president and 
a founder of The Foxboro Co., Fox- 
boro, Mass., died recently at Falmouth 
Heights, Mass. He was born in Nauga- 
tuck, Ct., and in 1908 withdrew from 
the instrument company of which his 
father was president to form with his 
brother, the late B. B. Bristol, the 
Industrial Instrument Co., Foxboro. 
In 1914 this company became the pres- 
ent manufacturing enterprise. Mr. 
sristol held over 40 patents and was a | 
widely known authority on industrial 
control through automatic instruments. | 


George A. Hughes 

George Alexander Hughes, founder 
and chairman of the Edison General 
Electric Appliance Company, and 
widely known as “the father of the 
electric range,” died September 9th in 
St. Lukes Hospital, Chicago. 

Mr. Hughes organized the Hughes 





Electric Heater Company in 1910 to 
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W ere still making the famous 
TOASTSWELL Toasters — and 
plenty of them—but our entire 
production is Uncle Sam's for the 
duration. 

On V-Day (and it's getting nearer 
and nearer), we'll be eager and 
happy to serve our thousands of 
Jobber friends once again. Eager 
to supply them with TOASTS- 
WELL—the Super-Silent automatic 
toaster that's unsurpassed in 
beauty, performance, and depend- 
ability. 

THE TOASTSWELL COMPANY 
$20 Tower Grove Ave. * St. Louis 10, Mo. 


ey 


T 
weil 


you LOOK AT 
or “TOAST 


EITHER WAY 
TOASTS. WELL 











Kdison General Electric Appliance 


' Company of which he continued as 
COOL FUSES preside nt through a ‘ that 
Mr. Hughes was born in Monticello, PILE a cours 
lowa, but spent his youth in the Da- | livid 


* | manufacture the first commercially 
sold electric ranges. In 1918 he di- a 4 
rected a merger which resulted in the a 
Why di 7, 





kota territory where his father was an’| of Catalogs? The 
ittorney. He came East to the Univer- | f E 
sity of Minnesota, and on his return ?, [un 


to North Dakota became a reporter on 

a newspaper in Bismarck. He later | 

became city editor and then graduated 

to big town newspaper work for the | BAL 

St. Paul “Dispatch,” working at Fargo. 
While in Fargo he talked the city 

council into granting him a franchise ‘ “toot 

to serve electricity to all homes there. Find the Fitting you need—. Club 


With his brother, and backed by his quickly—in the COMPLETE lin ~Gm 


, tion, 












father, he set up a utility company. ‘ Tout 
Soon he was sumac an oe. If you have a Penn-Union Catalog, { Insti 
: = ee you can instantly find practically : 
ating plants in Bismarck and Dickin- every good type of conductor fitting. | | lub 
son, North Dakota; Gledive, Montana; | These few can only suggest the | Tl 
Eveleth, Minn. His work in what was re | 
then frontier and pioneer farming coun- Wniversel ff it B 
try showed him that a new method of Clamps to take nual 
cooking Ww as needed and he was inter- | ean yi phen hen. ao have 
ested in the idea of cooking by heated : with 1, 2, 3, 4 TI 
wires. — - or more bolts. : 
Mr. Hughes sold his utility interests | Ly Elbows, with compression wt 
and set a shop in Chicago in 1909 | —_ ae ae don _ 
where he had an electrician convert an | Connectors and Tees with same cen 
oil cook stove to a “wire stove.” His | contact units. Elev 
first stove, laden with wires and coils | : Cha 
was shown to a group of pioneer elec- | ; > Den Bet Cenaeies trica 
trical men at a St. Louis convention. ing bus. Single and son 
One purchased the model and four oth- ' oa cma eae ‘ Fair 
ers, later bought a carload for his com- 
munity in Montana. Mr. Hughes built 
a modern factory in Chicago six years “ 
later. ; | Clamp Type Straight 5 6 CS ik |) 
He is survived by his widow, a ee eel “S of tl 
daughter, three grandchildren and Terminals, Stud Con- wy 
three brothers. nectors, etc. r 
Services were held September 12 at ! * ' 
the First Presbyterian Church, River- . - Eva 
LINKS LOCKED INTO CIRCUIT side, Mlinois. forsimpie and easy die mm [OO 


for simple and easy dis- 


} "4 connection of motor &, eC 
| "| leads, etc. Spring ac- , ores 
~~ “| tion — self locking. = 
| | Vi-Tite Terminals for / mi Ligl 
CON AC S quick installation and acti 


easy taping. Also sleeve ? 
type terminals, screw : Roc 


Keep Motors Humming type, shrink fit, etc. ete, \— BM J 
i) S S 0 C IAT I 0 N N EWS | Splicing Sleeves, Figure 8 and Oval, seam- 


less tubing—also split tinned sleeves. High § coln 
conductivity copper; close dimensions. 


Preferred by utilities, industrials, ‘ 
electrical manufacturers, contractors 
-TROIT : ; — because they have found thate 
DETROIT—The Board and chair- | “Penn-Union” on a fitting is their fk |Pr; 
man of the Electrical Association of | best guarantee of Dependability. 


100% Quality Detroit made a visit to Cleveland and | pENN-UNION 


APPROVED BY UNDERWRITERS spent the morning at Nela Park. After | ELECTRIC CORPORATION 
Mfr’s. Agents Territory Open a luncheon served by General Electric | gpyg, PA. Sold by Leading Jobbers 
Co., the group went to the home of | 
WARE BROTHERS the Cleveland Electric League where | 


4420 W. Lake St. Chicago 24, Ill. Jack North held 





open house. Mr. 
North, president of the Cleveland as- 
sociation, gave a talk, sketching back 


through about 25 years what the : 
Cleveland association has done for its 
city. The Cleveland league served tea 

i 


after the Detroit board had held its 








monthly meeting. And to top it all | FIRBRQQ RIS ST SRS att 
off, the men from Detroit were invited 
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to a fine banquet given for them by 
the Cleveland League. 

Henry A. Cook, editorial chairman 
,f the Educational Committee, reports 
that the committee is planning several 
courses open to members and any in- 
jividuals sponsored by the members. 
The courses will be: 1. Fundamentals 
f§ Electricity, 2. Electronics and 3. 
[lumination Design. 


BALTIMORE—tThe Electrical Man- 
ufacturers Representatives Associa 
tion, Inc., reports that the Engineers 
Club held their meeting September 22 
30 as not to interfere with the Golf 
fournament sponsored by the Electric 
Institute of Washington at the Manor 
Club on September 29. 

The Municipal Signal Engineers 
ire holding their 49th annual meeting 
it Boston, October 2-5, and their an- 
nual electrical show at this time will 
have 30 exhibitors. 

The Electrical Contractors Associ- 
ition of Maryland recently compiled 
1 list consisting of seven pages of the 
licensed electricians of Baltimore. 
Eleven pages consist of reprints of 
Charles H. Stark’s resume on Elec- 
trical Wholesaling and also the Robin- 
son Putnam Act and the Maryland 
Fair Trade Act. 


KANSAS CITY—A recent meeting 
of the Electrical Association of Kan- 
sas City was held in the Aztec Room 
f the Hotel President. Charles T. 
Evans presented his large fund of 
and comments on _ current 
Mr. Evans is assistant to the 
president of the Arkansas Power and 
Light Co. Among his many other 
activities, he is president of the Little 
Rock Rotary Club and district gov- 
ernor of the 138th District of Rotary 
International. 

|. F. Lincoln, president of the Lin- 
‘oln Electric Co., addressed a meet- 
ing recently held at the Edison Hall 
of the Kansas City Power & Light 
Co. His subject was “Feudalism vs. 
Private Enterprise” which is an up-to- 
the-minute review of subjects that in- 

st every business man. 


stories 


events. 


PILLADELPHIA — “Octopus Out- 
ets,” the name distinguishing the 
tric Association of Philadelphia’s 
nt campaign in behalf of better 
ng installations has proved strik- 
y effective in creating widespread 
rest in this important movement. 
‘he third advertisement of this series 
recently released and was inserted 


Philadelphia’s four metropolitan 

















25 MAGAZINES! OVER 46,000,000 
MONTHLY CIRCULATION! INCLUDING: 


Liberty - Life - Cosmopolitan + Saturday Evening 
Post - Ladies’ Home Journal » Women's Home 
Companion + American - Good Housekeeping 
American Home + Country Gentieman + Ameri- 
can Weekly - True Romances - True Experiences 
Photoplay 

Radio Mirror 

True Confessions 
Motion Picture 
Modern Screen 
Screen Romances 

1 Modern Romances 
Movieland 





Backed by the 
GREATEST 


AD CAMPAIGN 


ever put behind any 
coffee maker! 


HILL-SHAW COMPANY, 311 N. Desplaines St., Chicago 6, Illinois 





WHEN 
ERSION F 
RECON ees | 


CIRCUIT CHANGES- 


| 


You'll Need 
Dongan Transformers 


When machine tools used for wartime 
production are moved out and machine 
tools for peacetime production are moved 
in, the quickest and most economical way 
of making the change-over is by the use 
of transformers. 

Instead of instal- 
ling a separate 
circuit for each 
machine tool, just 
run branch cir- 
cuits from the 
power line, using 
Dongan Trans- 
formers to step 
down the voltage. 





DONGAN ELECTRIC MFG. CO. 
2989 Franklin St. Detroit 7, Mich. 
“The Dongan Line Since 1909” 





TRANSFORMER 
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Faster : Safer 
Quieter 


In Masonry 
and Concrete 


PAINE 


“SUDDEN DEPTH” 


DRILL BITS 
Carboloy Tipped => 


@ These revolutionary Drill Bits are 
saving man-hours on the drilling of 





| anchor holes in masonry and concrete. 


They are quieter and last longer. Can 
be used in any rotary drill (slow speed). 

Available in sizes from 3/16 in. 
through 1 1/8 in. diameter (graduated 
in 1/16 in. sizes) all having a maxi- 
mum 1/2-in. shank. 


Complete Catalog mailed upon request 


THE PAINE CO. 
2952 Carroll Ave. Chicago 12, iil, 


Offices in Principal Cities 





and HANGING DEVICES 





ESCO 


Electricad Como ©1317 | 








PROVED BY TESTS 
Recent tests made by a leading switch manufacturer 
proved that ILSCO 225 amp. SOLDERLESS CON- 
NECTORS ran 12% cooler than a cast connector of 
another manufacturer whose connectors are twice as 
heavy and cost four times as much. 


ILSCO CONNECTORS are cooler, lighter, and 
cheaper because they're built from 100% electrolytic 
pure copper drawn right in our own plant. Cast con- 
nectors, of course, are made of alloy copper with poor 
conductivity. Make the tests yourself . . you'll 


appreciate ILSCO superiority. 





COPPER TUBE 












& PRODUCTS, Inc.| 


| and 


ae 
JACKSON 


QUALITY 


YARDLIGHTS 














READY.... 


for |mmediate 
Shipment.... 





#8972 — 12” Porcelain Enameled Re- 
flector 

+8974 14” Porcelain Enameled Re- 
flector 


@ Wired Complete 
@ For REA Installations 
@ Sold only thru Electrical Wholesalers 


Manufacturers of Industrial Lighting 
Equipment 


JACKSON 


ELECTRICAL COMPANY 
900 W. Van Buren Street 
CHICAGO 7, ILLINOIS 
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newspapers. During October, Novem- 
ber and December three new 750 line 
advertisements and six 100 line adver- 
tisements will appear in each of the 
four newspapers and a complete show- 
ing of street-car cards will appear in 
surface, elevated, subways and buses. 

The associations successful Appli- 
ance Service Plan opened the fall 
season when 158 dealers met at a din- 
ner in the association dining room. 
It was announced that the association 
would support this activity with news- 
paper advertisements containing a 
listing, grouped geographically, of the 
dealers participating in the’ Appliance 
Service Plan. Details of the “Octopus 
Outlets” activity were also presented 
at this meeting. 


MORE FACTS 


ON PRODUCTS. 





Thermal and Bottle Oilers—Bulletin No. 
28-A, published by the Trico Fuse Mfg. 
Co., Milwaukee, Wis., illustrates and de- 
scribes the company’s modernized stream- 
lined Thermal Oiler and the Bottle Oiler. 
The bulletin compares, with illustrations 
data, the old-fashioned method of 
lubrication with the new and modern 
method for automatically lubricating bear- 
ings where only a small amount of oil is 
required. 
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Signaling Systems and Apparatus— 
Bulletin No. 1044 published by the 
Stanley & Patterson Division of 
Faraday Electric Corp., Adrian, Mich., 
lists and describes certain basic fire 
alarm systems which are in common 
use today. In addition to the descrip- 
tion of the system there are listed some 
of the advantages incidental to its use, 
together with basic apparatus used, 
and basic wiring diagram. 








NALCO INFRA-RED RAY LAMPS 


(Carbon Filament) 





| Write for your free copy of 


| 1034 Tyler Street 





|For Radiant Energy, Baking and Drying 


YOU can sell Nalco Dritherm Lamps for efficient 
sults . . . available in Inside Silvered (self-reflecting 
or clear glass types. 

Learn all of the sales advantages in featuring the Na 
Carbon Filament Lamps for the Infra-Red proces 
“Drying Problems M 
Easy’’ today. 


North American Electric Lamp Co. 


St. Louis 6, M'ssour 
Go to see with 
BIRDSEYE 
INFRA-RED 


Birdseye offers a fuil line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency. 
The industrial demand for better Infra-Red 
Lamps is tremendous. Cash in with Birds 
eyes. Write today for details, prices, 
discounts. Wabash Appliance Corporation, 
345 Carroll St., Brooklyn 31, N. Y. 


C777 TF 








REGULARLY 











MANUFACTURERS 


We are establishing a SOUTHEASTERN 
ELECTRICAL SALES AGENCY. We are 
offering a highly successful sales record 
and experience to a limited number of 
aggressive manufacturers desiring rep- 
resentation in the SOUTHEAST. 


If you are interested, we shall be glad to 
furnish full details and personal contact. 


Reply Box No. 102, 
Wholesaler’s Salesman 
1011 Rhodes-Haverty Bldg. 
Atlanta 3, Ga. 





HOW TO “SPOT” 
an ALERT JOBBER 


The familiar orange-and-blue package and 
the “Allen Spot’ are sure signs of the alert 
jobber. 


SPECIAL SOLDERS & FLUXES for all sold- 
ering requirements mean a complete line— 
one for every customer. 


“Underwriter's Approved" 
products meeting army- 
navy, air corps specs. 


also 


L. B. ALLEN Co., Inc. 
6719 Bryn Mawr Ave., 
CHICAGO 
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CHICAGO 


EXPANSION NUTS 


The Dependable 
Machine Screw Anchors 





For machine screw or machine bolt 
anchors, it will pay you to specify 
Chicago Expansion Nuts. These de- 
pendable anchoring devices offer 
the following advantages: 


— 


- Quickly installed—a few ham- 
mer taps sets them. 


. Work can be easily dismantled. 


- No part of the anchor projects 
“J removal from floor or 
wat. 


4. Large stocks—IMMEDIATE 
LIVERIES. 


wn 


Chicago Expansion Nuts have 
standard machine screw threads 
Available in all sizes from No. 6 
up to and including %’’. Setting 
tool free of charge. 


IMMEDIATE DELIVERIES 


Write for New Catalogs, 
Prices and Discounts 


CHICAGO EXPANSION 


BOLT COMPANY 


2229 Wo Ogern Ave. @ Chicago 12, Ill 


A STRONGER FACTOR 
in TODAY’S NEW 


COMPLETE CIRCUIT 
PROTECTION 





EXTRACTOR POSTS 


WITH ELECTRICALLY WELDED 


SIDE TERMINALS 


Terminals integral with inner shell 
mean more strength against extreme 
shock, vibration and temperatures. 
Maximum electrical conductivity. 
New construction for convenience and 
durability. Shock-proof visual inspec- 
tion. Specially designed grip prevents 
fuse from dropping out. 


Send for B/P and ENGINEERING DATA 
Ask for Samples 

342001 finger-operated for 3 A G 

fuses illustrated. Also furnished screw- 

driver operated meeting Under- 

writers’ specifications. 





LITTELFUSE INCORPORATED 


200 Ong St., El Monte, Calif. 











4 
| | 4757 Ravenswood Ave., Chicago 40, Ill. 





Metallic Rectifiers—Bulletin K-41 de- 
scribing B-L selenium rectifiers en- 
deavors to give the most pertinent 
information covering the characteristics 
and applications of metallic rectifiers 
adaptable to electronic, radar and auto- 
motive battery charging equipment. 
The bulletin was published by the Ben- 
wood Linze Co., St. Louis, Mo 


When writing 
mention 
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Instrument Transformers—A new two- 
part booklet (Gea-4240), “Instrument 
Transformer Accuracy Standards” has 
recently been made available by the 
General Electric Co., Schenectady, N. Y. 
The first part explains the ASA accu- 
racy standards for potential and current 
transformers and shows how they dii- 
fer from the NEMA standards. The 
second part is a guide for the selection 
of standard indoor and outdoor current 
and potential G. E. transformers. 
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Household Refrigerators—A compre- 


hensive *household refrigerator serv- 
ice manual was recently released 
by the General Electric Co., New 
York, N. Y. The manual is well 


illustrated with over 300 pictures and 
drawings and has more than 200 pages. 
The detailed descriptions give a full 
understanding of the G-E Scotch-Yoke 
Sealed machines and cabinets and all 
possible adjustments are clearly out 
lined. 





When writing 
mention 
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Sched-U-Graph Chart Board—Folder 
KD-320A, “Sched-U-Graph Machine 
Load Control,’ is available from 


Remington Rand, Inc., Buffalo, N. Y. 
the folder contains a complete 
scription of the machine load system, 


de- 


specially written for technical engi- 
neers and production control execu- 
tives. 











MANUFACTURERS AGENT 
COVERING MET. NEW YORK 
SEEKS ADDITIONAL LINE 


Agent with extensive following among 
industrial and electrical jobbers and 
contractors in New York Metropolitan 
area desires to represent another man- 
ufacturer. Now has adequate ware- 
house facilities conveniently located 
for quick shipments and pick-ups. 
Address reply to 
Box No. 101 
c/o Wholesaler’s Salesman 
330 West 42nd St., New York 18, N. Y. 



















































How Electrical 
Jobbers can cash- 


in on “SPOT” 
VENTILATION 


Home builders of tomor- 
row will want to eliminate 
unhealthy disagreeable 
odors of kitchen, game- 
room, bath. Whether their 
homes will be air condi- 
tioned or not, ventilation 
at the source of unwanted air 
will head their want list. 


Gho-yan 
“SPOT” VENTILATION 


will give the correct solu- 
tion. Combining advan- 
tages of both fan and 
blower, Blo-Fan has volume 
plus power. It captures the 
unwanted air as it rises and 
forces it out through a duct. 








































Electrical jobbers soon 
will be appointed distribu- 
tors for postwar sales. 
When home building is 
resumed these jobbers will 
cash-in on the demand for 
“spot” ventilation by sup- 
plying Blo-Fan, the leader. 


WRITE TODAY FOR DETAILS 


PRYNE & CO., INC. 


1245 &—. 33rd St. + LOS ANGELES, 54 
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CABLE and 
CONDUIT 


MINERALLAC 


ELECTRIC COMPANY 
25 N. Peoria St. Chicago (7), tll. 











ELECTRICAL 
SPECIALTIES ay 


FOR HEAVY 
INDUSTRIAL SERVICE 


\FROM STOCK 


Vt 


3- er Single 
Soldering 


Conduetor 
Lua Potheed Pothead 








Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS © INSULATING COMPOUNDS 


oe 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 
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Russell & Stoll Co. 


Sherman Mfg. Co., 

Silex Company 

Spero Electric Corp. ........... 
Square D Company 

Star Fuse Company 

Steel & Tubes Division 

Sylvania Electric Products, Inc. 


T 
Thermador Elec. Mfg. Co. 
Thomas & Betts Co. 
Toastmaster Products 
Toastwell Company, The 
Tork Clock Co. 
Trico Fuse Mfg. Co. ........20% 153 
Trumbull Elec. Mfg. Co 132 


U 
U. C, Line Mile, Can oc ccccssccs : 
United States Rubber Co. ....17, 109 
United States Treasury Dept. ... 
Universal Clay Products Co., The . 


Vv 
Verd-A-Ray Corporation 


W 

Wabash Appliance Corp. 
Walker Broth 
Ward Leonard Elec. Co. 
Ware Brothers 
Warren Telechron Company .... 
Westinghouse Elec. Mfg. Co. 

(East Pittsburgh) 
Westinghouse Lamp Co. ...... 58, 
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How does Your lighting Check Up 
with Iodays Higher Standards ? 


NLY a job by job, department by department analysis of your 

lighting can determine the answers to the question: ‘““How 

Does Our Lighting Check Up with Today’s Accepted Standards?” 
Such a check up will reveal: 


1. Are we providing our employes with the necessary light 
for easy and comfortable seeing? 


2. Where and how can annoying direct and reflected glare 
be reduced? 


3. What must be done to the lighting and to the working sur- 
faces, the walls and ceilings to reduce sharp brightness 
contrasts which interfere with good seeing? 


4. Where must sharp shadows be eliminated? 


Much of your production efficiency depends upon the proper 
answers to these questions. Lighting that meets today’s higher 





BENJAMIN TWIN-FLO 
Fluorescent Units with 
Porcelain Enamel Steel Reflectors! 
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illumination standards . . . that eliminates irritating glare and un- 
comfortable brightness can also be an important influence for 
better labor relations. 


You can be sure of obtaining maximum results from your light- 
ing by specifying Benjamin Lighting Equipment. Such specifica- 
tion assures you of lighting that conforms to all recognized indus- 
try standards through lighting equipment that is scientifically 
designed to provide proper shielding, adequate diffusion and 
efficient direction of light where most needed. 


Without cost or obligation on your part, let us place your 
name and the names of your associates on our list of those to 
receive the various Benjamin bulletins and other data to be made 
available during the next few months. These will be helpful to 
you in making a study of your lighting and in planning needed 
improvements. Just write Benjamin Electric Mfg. Co., Dept.GG, 
Des Plaines, Illinoisand ask for Benjamin Re-Lighting Service Data. 


BEN7AMIN 


Distributed Exclusively Through ‘Electrical Wholesalers | 
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